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SPEEDY 
DELIVERY 
FROM 
STOCK... 
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In the market for machine bolts? We make a full 
line of sizes. Lag and carriage bolts also. 
And they're all top quality. 


BETHLEHEM STEEL COMPANY, BETHLEHEM, PA. 


For strength Export Sales: Bethlehem Steel Export Corporation 


.- economy 
. versatility 


For More Facts Write No. 151 on Information Card—Page 32 








i 
WW219 OY ANG dy GEES pe Sa 








4 
yson 
SKF Ag “KEEP DRY AND CLEAN 
SKF 





ANG eo 
Lang | 





SKF 
Lay eh mmm KEEP ORY AND CLEAN 
oukKF 








You can tell 


the SG/F man 


by his complete line of bearings! 


He’s the only bearings specialist offering all four major types of ball and roller 


bearings—thousands of sizes and endless variations! So, he’s also the only spe 


cialist who can offer unbiased help in selecting the exact bearings you need 


And remember, when buying bearings for replacement purposes — call on 
your nearby Authorized StF Distributor. 


EVERY TYPE-EVERY USE 


okF. 


SEF INDUSTRIES INC. PHILADELPHIA 32. PA 
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4 LocicaL 
REASONS WHY 


PA'S SPECIFY 
B&W JOB- MATCHED 
WELDING 

FITTINGS AND 
FLANGES 























@ B&W Welding Fittings are B&W integration of knowledge and facilities enables 
know Steel. 


B&W fittings distributors to offer a superior prod- 
@ B&W Welding Fittings are ) uct . . . quality controlled and matched to end use 
know Tubing. nile 
@ B&W Welding Fittings ; 
lenous ietiamer ‘ieplitn " The Babcock & Wilcox Company, Tubular Prod- 


@ B&W Welding Fittings are , ucts Division, Welding Fittings Plant, P.O. Box 230, 
know Application Engineering. Beaver Falls, Pennsylvania. 


THE BABCOCK & WILCOX COMPANY 





TA 9084 in TUBULAR PRODUCTS DIVISION 


Seamless and welded tubular products, solid extrusions, seamless welding fittings and forged steel flanges—in carbon, alloy and stainless steels and special metals 
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OVER 1500 ITEMS 
for Business, Industry 
and Institutions 


PARTS AND 
PRODUCTS 
MADE TO YOUR 
SPECIFICATIONS 
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THIS CATALOG ILLUSTRATES 
THE WORLD’S MOST 
DIVERSIFIED LINE 
OF STEEL EQUIPMENT 
IT’S FREE! 
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FIRST 
CHOICE 


TO 


It was Lyon by a landslide in a 1955 pref- 
erence survey conducted by an independent 
organization among key men in companies 
throughout the country. They gave Lyon 
5 times more first choice votes than the 
next highest manufacturer. 

In a comparable survey made in 1960, it’s 
an even greater landslide—7 to 1 is the latest 
margin—and Lyon received more exclusive 
mentions than the next twenty-two com- 
panies combined! 


Your nearest Lyon dealer offers the 
world’s most diversified and most preferred 
line of steel equipment —quality protected 
to give you the most for your investment. 


LYON METAL PRODUCTS, INC. 
General Offices: 932 Monroe Ave., Aurora, Illinois 
Factories in Aurora, Ill.— York, Pa.—Los Angeles 
Dealers and Branches in All Principal Cities 
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how much ts 
a pound of 


time worth? 


Boats savings. Emery Air 

Freight gives same day or 

overnight delivery any- 

where in the United 

States. Emery now enables 

you to go far and wide for new sup- 

pliers, to shop for the best at minimum 

cost. Plan now to take advantage of the 

speed and reliability of Emery Air Freight by 
specifying “Ship Emery Air” on your purchase 
orders. To find out how much faster Emery can deliver 
your purchase order from anywhere in the country call 
your local Emery man, or write . 


—PEMERY AIR FREIGHT 


Leal / 
SU JZ” 801 Second Avenue, New York 17, New York Offices in all principal cities. 
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Is the Slump Ending? 
An analysis of the business outlook based on a special 
Purchasing Magazine inventory survey in which 2000 pur- 
chasing executives took part. The results indicate that we 
have now passed the recession lowpoint. 


What’s New in MRO Supplies 


Modern production methods have made maintenance an 
increasingly difficult job. However, there are a number of 
new materials and products on the market which help take 
the sweat out of plant upkeep. 


Forms Forum ‘ 
Sample forms from three companies, each of which has 
worked out a special gimmick to solve a paperwork prob- 
lem. They may help you, too. 


How Japanese Industry Buys 
Senior Editor Stuart Heinritz recently spent three months 
as a purchasing consultant in Japan. In this article he dis- 
cusses Japanese purchasing methods, explains the part 
they play in Japan’s fantastic success in world trade. 


Can You Analyze Transportation Values? 


Specific tips on using value analysis to cut your freight 
bills. It’s an area too often overlooked. 


The Games Theory: A New Tool for P.A.’s 
The games theory is a combination of mathematics and 
logic. In a sense it is theoretical, but it can help you solve 
such down-to-earth problems as price negotiations, forward 
buying in a rising market, whether to make or buy. 


What You Should Know About F.O.B. 
Quick answers to P.A.s’ legal questions about F.O.B. 
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GET THIS PACKAGED 
PROBLEM SOLVER 
THE At* FELT 
APPLICATIONS GUIDE 


Packed with proven solutions to engineering problems, 
the A+ FELT APPLICATIONS GUIDE illustrates the scope 
of advanced engineering and research available with the 
world’s most versatile engineering and design material, 
A+ FELT in both wool and all synthetic fiber construc- 
tions. American Felt Company also gives you specialized 
technical literature on the many useful properties of felts 
and on a wide range of applications . . . experienced 
consultation on materials problem. . . precision cutting 
and fabricating facilities. Write today for your FREE copy 
of the A+ FELT APPLICATIONS GUIDE and Technical 
Bulletin 8-60, a comprehensive survey of physical, me- 
chanical, chemical properties and fabricating methods 
of wool felts. 
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Upsurge in Defense 
Spending Planned 


Steel Stocks Hit 
Record Low 


The Federal Reserve Board’s In- 
dustrial Production Index fell two 
points in December to 103 
(1957100). This was the lowest 
level in 1960 and is eight points 
below the January 1960 figure. 


Fesruary 13, 1961 


Pulse of Business 


N ational defenses will be strengthened on land, in the sea, in 
the air and outer space, President Kennedy told the nation in his 
State of the Union message. There will be a quick buildup of air- 
lift capacity to provide greater mobility for conventional military 
forces, the Polaris submarine construction program will be ad- 
vanced by nine months and the entire missile program is due for 
immediate acceleration. 

The President also promised measures to achieve a quick re- 
duction in unemployment, but the full scope of his anti-recession 
drive has yet to be revealed. While the moves in the public sector 
are unfolding, industry will be staging a fair-sized recovery of its 
own. 








First signs of steel recovery are in the air. Utilization of cap- 
acity, down to 46 per cent in December, is now over the 50 per 
cent mark. It reflects the December rise in machine tool orders 
and a 22 per cent gain in building contract awards. 

The downward cycle in inventory accumulation is about at an 
end. A good part of the fourth quarter liquidation of inventory, 
amounting to $1 billion, was in steel. Stocks of steel in relation 
to use are at their lowest point since the end of World War II. 

Weakness in automobile production has hampered the steel re- 
covery. A stock of a million cars in dealer hands at this time of 
the year may well seem like a glut, but cutbacks by major pro- 
ducers will soon reduce this figure to workable proportions and, 
by Spring, car sales are expected to pick up sufficiently to re- 
activate the industry. However, last month was the worst January 
for the auto industry in nine years. 








Spring will bring a rise in home building activity as well as 
in other areas of construction. Spending for public construction 
was $1 billion more in the fourth quarter than in the correspond- 
ing period a year ago. One of the plus factors has been the con- 
tinuing increase in school building. 

While there has been some easing of the post-war shortage of 


industrial Production Index 


Fed. Res. index 1 
for seasonal variation 





N/D PROGRESS REPORT 


nuclear energy section of research and development 


THE EVOLUTION OF SPECIAL ALLOY BALL BEARINGS 


FOR CONTROL ROD DRIVE MECHANISMS IN WATER 
MODERATED, LIQUID METAL 


Since 1949, New Departure’s Nuclear Energy Section 
of Research and Development has been working in 
the development of special ball bearings for nuclear 
reactor applications. These applications have posed 
highly unusual design problems in that, for example, 
such obstacles as high purity water environment and 
radiation were never before contended with by a ball 
bearing manufacturer. Following is an outline of the 
most significant engineering developments in nuclear 
reactor ball bearings including current N/D projects on 
ball bearings for future nuclear reactors in land, sea 


Cobalt base alloy raceways clad 
on stainless steel bal! bearings. 


Water Moderated Reactors—In the early days of 
nuclear reactor development, it was assumed that 
standard ball bearings would operate satisfactorily 
in the water moderated system control rod drive 
mechanisms. However, standard bearings seized, 
galled, corroded and wore severely in the high tem- 
perature, high purity water environment. 

New Departure, in cooperation with a leading metal- 
lurgical firm, developed present techniques for mak- 
ing ball bearings from cobalt base alloys. These 
bearings with refinements are currently being used 
on a majority of the control rod drive mechanisms 
operating today. 

Gas-cooled Reactors—At the present time, New 
Departure’s Nuclear Energy Section is working on 
new ball bearing designs, theories and materials for gas 
type reactors employing helium and other gases, 

to be used in land, sea and air applications. 


AND GAS COOLED REACTORS 


Liquid Metal Systems—New Departure has _ pro- 
duced test samples for operation in liquid metal 
medium. One project recently completed was the 
development of design criteria for friction wear and 
scoring resistance of bearings lubricated with liquid 
mercury. 


Cobalt Alloy Clad Upon Stainless Steel—N/D con- 
tinued development work on cobalt base alloy bear- 
ings because some proved sensitive to shock loading. 
The result was the development of a technique of 
cobalt alloy clad upon stainless steel on which N/D 
holds the patent. 


NS Savannah— More recently, New Departure was 
asked to assist in recommending ball bearings for 
the reactor to be used in the NS Savannah. In this 
application, the bearings are to run unlubricated 
in a high temperature, high pressurized water 
environment for a given number of revolutions. 
Following design recommendations, N/D developed 
the ball bearing for use in the prototype assembly, 
and is currently supplying production bearings for 
the NS Savannah’s control rod drive mechanisms. 


NS SAVANNAH 


N/D Performance— With a history such as this, N/D 
engineering experience and facilities are ready to help 
you meet stringent operating requirements as well as 
tight delivery schedules. 


If you would like ball bearing application assistance, 

contact the N/D Sales Engineer in your area, or call 
or write New Departure, Division of General 
Motors Corporation, Bristol, Connecticut. 


NE VW DOE PARTURE 


BALL BEARINGS - PROVED RELIABILITY YOU CAN BUILD AROUND 
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schools, the trend toward added features like 
gymnasiums, auditoriums, science laboratories 
and equipped workshops has sustained the out- 
lays for educational construction. Expansion 
of student enrollments will tend to shift em- 
phasis from primary schools to high schools 
and colleges in the next few years. 
Commercial building is also maintaining the 
high rate achieved in 1960. There have been 


some cutbacks in retail store construction but 
these have been offset by greater outlays for 
office buildings. 

The Federal Reserve Bank of Cleveland pre- 
dicts that in 1961 private housing starts will 
rise 4 per cent over the 1,255,000 starts in 
1960 and that dollar volume of total construc- 
tion will also rise by 4 per cent to bring this 
year’s total to $57 billion. 

The bank estimates that Gross National 
Product this year will go to $510 billion, a 1 
per cent gain over 1960, with personal con- 
sumption expenditures going up $10 billion to 
338 billion. However, it is predicted that plant 
and equipment expenditures will decline by 5 
per cent and thus will fall from $35.7 billion 
in 1960 to $33.9 billion this year. 

But long range prospects for plant and 
equipment indicate sharply stepped up exPpen- 
ditures between now and 1965. 

Paul O. Gaddis, a Westinghouse Electric Cor- 
poration manager completing a fellowship at 
the Massachusetts Institute of Technology 
notes that we are entering what he calls “the 
age of massive engineering.” Writing in the 
current Harvard Business Review, Mr. Gaddis 
says that the evolution of modern industrial 
engineering calls for a sharply revised con- 
ception of quality control, mass production and 
costs arising from the application of the new 
creativity in industrial production. 

(Turn Page) 














WEEKLY EARNINGS 


PERSONAL INCOME 
(adjusted for seasonal variation) 
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OMe ae oo Mmmm =A Southern Steel Manufacturing Plant 


“GREEN GIANT” 
GLOVES BY RIEGEL 
LAST 50% LONGER 
..- END DANGEROUS 
WORK HABITS” 





Here Are The Facts! 


COMPANY: A Southern Steel Manufacturing Plant 


GLOVE PREVIOUSLY USED: Competitor’s 24-oz. 
Hot Mill 


GLOVE NOW USED: Riegel Green Giant Hot Mill 43121F 
(band top) and 43741F (Gauntlet), both 


with one-piece-woven 18-0z. top layer plus extra 
6-oz. protective layer. 


SAFER at LESS COST: “‘To save money, men used 
former glove with holes worn in top layer... holes 
that snagged or let in hot chips. Green Giant’s 
heavier top layer ended this bad habit, gave 50% 


more wear at less cost.” 


rite for valuable 
COMFORT: “Men prefer the easy-to-get-off fit and soft Ad 


flexibility, plus extra heat protection, of Green Giant.” FREE ee") 3 equi} )) 3 


Here is another saving made possible because 
Riegel Industrial Analysis fit the right glove to 
the job. For help in reducing your glove cost, 
call or write Riegel today. ee ee ere 


i Ci 
Glove Div. RIEGEL TEXTILE CORP. Conover, N. C. 


SALES OFFICES AND DISTRIBUTORS IN PRINCIPAL CITIES 


A wealth. of information: styles 


types, materials, chemical resistance, 
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Research and development now amount to 
$12 billion per year or 4 per cent of national 
income and tend to hasten product obsoles- 
cence. New plant requirements will arise faster 
than ever before, Mr. Gaddis points out. Old 
practices and policies on capital investment, 
he notes, must be basically revised in the face 
of the wave of new products that will be 
forthcoming in the next five years. 

The bigger role for defense and the increase | Dept. of Commerce 
in Government spending has inflationary over- : adjusted for seasonal variation 
tones. But all-in-all competition for the con- 
sumer dollar will exert a leveling-off influence 
on prices. Wholesale prices in the last three 
years have been remarkably stable. Aside from 
some small increases in food and apparel, the 
retail price level has remained steady in the 
product category. A 1.6 per cent increase in 
the Consumer’s Price Index in the last year is 
mainly due to increases in the cost of services 
such as rent, medical care, gas and electricity, 
and recreation pursuits. 








Automobile prices are going to remain steady Assn. of American Railroads 
and may even decline. The battle of the com- 
pacts will wax hot this year, with the im- 
ports adding fuel to the fire. Aside from the 
large stock of domestic cars, there are sizable 
quantities of imported cars waiting to be sold. ; 
At current selling rates, there is a two-month ” EXPORTS 
supply of domestic cars and a three-month 1700 
stock of foreign cars in dealers’ hands, 1600 

At the beginning of this month Universal 1500 
C.LT. Credit Corporation said a survey among 1400 
700 car dealers indicated total domestic new 1300 
car sales of 5,750,000 this year with U. S. made 1200 
compacts taking approximately one third of 1100 IMPORTS 
the total market. 10001 Lert, of Commerce 
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1% MILLION NUTS 
se-aand still going 


One of four 
Ingersoll-Rand 

Torsion Bar Torque 
Control Impactools 
that quickly and 
accurately tighten four 
different size fasteners 
to 3 different torques in 
cylinder-tube assembly. 


Ingersoll-Rand 
impactoo! with Torsion 
Bar Torque Control set 


at 15 ft. Ibs. runs | 
Allen pipe plug to seal , 


100 Ib. pressure in 


air brake chamber. & 


Automatic Torque 
Control improved 
performance almost 
100% by providing 
exact torque in tricky 
assembly of oil reservoir 
to air compressor. 


Drawing up the band on air 
brake chamber to 25 ft. Ibs. is 
a precise job performed over 
LY, million times by this 
Ingersoll-Rand automatic 
shut-off Torsion Bar Torque 
Control Impactool. 


SR Rae 


On the basis of this kind of performance, 
this brake manufacturer took advantage 
of the reliable quality control features 
possible with Ingersoll-Rand Torsion Bar 
Torque Control Impactools . . . and solved 
a “quality bottleneck’’ by using them on 
1l different assembly operations. Rejects 
were almost entirely eliminated, inspec- 
tion time and costs were cut to the bone 


and production increased by 34% to 45% 
per manhour. 


In addition to dividends earned by im- 
proved product quality and greatly re- 
duced reject and inspection costs, the 
increase in production per manhour means 
a Dividend on Payroll Dollars of from 34% 
to 45% of the tool operator's wages. The 
other operations shown here are setting 
similar quality and production records! 


You can calculate your own dividend with 
the help of Ingersoll-Rand’s new, illustrated 
guidebook, ‘How to earn a Dividend on 
Payroll Dollars with Planned Annual Re- 
tooling’’ . . . and handy Dividend Com- 
puter. Call your 

nearby I-R Represen- 

tative or write 

Ingersoll-Rand, 11 

Broadway, New 

York 4, N. Y. 


er 


11 Broadway, New York 4, N.Y. 


Planned Annual Retooling 
increases output per man 


S1A-8 
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Straws in the 


Trade Wind 


&> NO CRACKDOWN ON FOREIGN BUYING 
—President Kennedy’s State of the Union 
message may have caused a few nervous P.A.’s 
to sigh with relief. The President promised to 
defend the dollar and ruled out any possibility 
of devaluation or exchange controls, This 
means P.A.’s who have placed long-term con- 
tracts with foreign suppliers are in no danger 
of being cut off because of U. S. Government 
exchange regulations. 


& PLASTICS FOR JET ENGINES—Plastics 
in the form of glass-reinforced phenolics and 
polyesters have entered a field formerly re- 
served for metals, according to the Society of 
Plastics Engineers, Inc. Plastics have been used 
in gas turbine compressor housings instead of 
the traditional magnesium alloys. Because of 
its lighter weight, resistance to corrosion, and 
lower costs, greater use of plastics by the air- 
craft industry is forecast. 


& SAVE ON GENERATORS—General Elec- 
tric Company declares that many of America’s 
electric utilities could save more than a quarter 
of a billion dollars over the next ten years by 


For the P.A.’s Hot File .. . 


Because of repeated complaints about 
goods that did not live up to expectations, 
a VA hospital in Hines, Ill. set up a sys- 
tem of “prepurchase inspections”. Here’s 
how it works: After receiving detailed 
specifications, vendors are asked to sub- 
mit samples for testing. The vendor has 
to certify that all items supplied in the 
future will be equal or superior to the 
samples. When the samples arrive, they 
are checked against specifications. Next, 
they are given to the end user for trial 
under actual performance conditions. 
Only when the prepurchase inspection 
has been passed are requests for bids 
sent out. 
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placing their orders for steam turbine-genera- 
tors on a regular, rather than a cyclical basis. 
He cites the fact that the Tennessee Valley 
Authority recently saved $3.2 million by allow- 
ing GE to ship the equipment in advance of 
date it was actually needed. 


> CONTAINERS LOSE WEIGHT—Competi- 
tion in the container field is forcing all-out re- 
search and development programs. The steel 
industry has come up with a thin, lightweight 
tinplate which it hopes will slow aluminum’s 
gains in the canneries. And now glass makers 
report that technologica] improvements in glass 
manufacture promise greater strength com- 
bined with a 20% weight reduction. 


> RETAILERS VOTE TO BE CONFIDENT— 
Urging its members to demonstrate confidence 
in the economy by going ahead with plans for 
capital expansion and modernization, the Na- 
tional Retail Merchants Association, at its 
50th annual convention, adopted a resolution 
calling for its members to continue to promote 
sound credit, intensify their promotional ef- 
forts, and constantly search for new ideas to 
help their customers. 


> USE GOVERNMENT DATA—The federal 
government publishes a tremendous amount of 
statistical information, much of which would 
be helpful to purchasing agents. A new book, 
Government Publications and Their Use, pub- 
lished by the Brookings Institution (1775 Mas- 
sachusetts Avenue, Washington 6), describes 
thousands of government publications and tells 
where to get them. The price is $6.00. 


> NEW UNIVAC MARKETING PLAN— 
Remington Rand has come up with a marketing 
plan which permits users of Univac File-Com- 
puters to double the data processing capacity 
of their present systems, at no increase in 
rental charges. Under the plan, the processing 
speed of Model 1 File-Computers will be doubled 
by replacing the present magnetic storage 
drum with a magnetic core memory unit. 


& GSA SURPLUS METALS SALE—The Gen- 
eral Services Administration has asked Con- 
gress for permission to sell from the national 
stockpile limited quantities of metals no longer 
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New Directions in Die Casting 


More and more of the nation’s leading companies are turning to Southern Die Casting and 
Engineering for the answers to their die casting problems. This is in keeping with the dy- 
namic and progressive spirit of this vital new company... a company that has combined the 
most modern facilities, equipment and techniques, such as Vibrocast, to provide designing, 
engineering, die making and casting services that help produce better and stronger products 
at lower cost. For fast, dependable service for your die casting requirements, write today! Ww 


SOUTHERN DIE CASTING & ENGINEERING | 206 Albertson Rd., High Point, N.C. 


SALES REPRESENTATIVES: Harold M. Eger & Associates, 23705 Michigan Ave., Dearborn, Michigan 


Homer Lacock, 468 Monroe Ave., 
Rochester 2, New York ¢ John W. Schorle Company, Roger Building, Cincinnati 37, Ohio « G. W. Smith, Maple St., N.E., Atlanta, Georgia 
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Pulse of Business 
Straws in the Trade Wind 


needed for defense purposes. Metals included rency) running out at a rate of more than 4 

are 96 short tons of nickel ingots, 4 short tons million ounces a month through sale to industry 

of sintered nickel powder, and 9 short tons of and its use in coins, there is mounting pressure 

cobalt metal. The bulk of the sale will be 3431 for a price increase in the metal. 

short tons of nickel-cobalt-copper calcines 

which can be processed to recover the basic 

metals. > AUTO PRODUCTION OFF—U. S. auto- 
makers recorded their lowest January output 
in nine years. January car production was 

> MORE CONTAINERS ON THE RAILS estimated at 412,000 units, a 21% drop from 

—Containers will eventually be substituted December’s 522,000 units, and 40% lower than 

for trailers on flat cars. That’s the predic- the January 1960 total of 689,000. 

tion of R. L. Milbourne, director, Flexi-Van 

Sales and Service, New York Central Sys- 

tem. The changeover would increase the speed >» RAIL SHARES DOWN — The long-term 

of freight trains since their center of gravity erosion of rail traffic by other modes of trans- 

would be lowered 33% and would reduce portation is continuing, according to the U. 58. 

weight 8000 Ibs. per car. Department of Commerce. New efforts are 
being made by the railroads to stem this loss. 


Among the programs the rails hope will bring 
> BIGGER PLASTIC STORAGE TANKS— back lost traffic are: containerization, piggy- 


The Cellulose Products Department of the back service, and, of course, lower rates. The 
Hercules Powder Company is coming out with rash of rail mergers is designed to increase 
polypropylene storage tanks and process vats corporate efficiency and lower costs by elim- 
with a capacity of 250 gallons. At present the inating duplicate facilities. 

largest plastic tanks being produced are 55 

gallons. 


> ELECTRICAL PRICE CUTS — General 
Electric and Allis-Chalmers announced price 
cuts last month. GE lowered its price on ap- 
paratus bushings three to nine percent—its 
production. With demand soaring and the U. S. second cut on bushings in five months. Allis- 


Treasury’s 120 million ounces of “free silver Chalmers dropped the price of feeder voltage 
stocks” (the amount not needed to back cur- regulators 15%. 


> PRICE HIKE FOR SILVER? — In 1960 
world silver consumption was 50% higher than 
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“Industry is rediscovering copper metals,” asserts 
Richard M. Stewart, president of Anaconda American 
Brass Company. Stewart noted that “a few years 
ago we heard a great deal about users substituting other 
materials in applications where copper metals had been 
traditional. It is, therefore, very heartening to report that 
we are seeing more and more evidence of what | call 
‘de-substitution’—the result of value analysis buying by 
quality conscious purchasing agents. Many of our old 
markets are coming home after unsuccessful experiences 
with other materials. Automobile keys, auto wheel covers 
and hub caps, bases for lamp bulbs, electrical apparatus, 
and forgings—are all good examples of where substitutes 
have been tried and, in one or more respects, found 
wanting.” 


Richard M. Stewart 
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Gates Hose moves mountains... 


keeps production going in industrial plants 


Wherever hose is used, on con- 
struction projects or in industrial 
plants, you find Gates Hose giving 
outstanding service. Gates makes 
a hose for every industrial applica- 
tion—air hose, water hose, steam 
hose, suction hose—every type of 
industrial hose in a full range of 
sizes. All are dependable, top- 
quality products of Gates contin- 
uing program of Specialized 
Research. 


You get fast delivery from local stocks. 
The hundreds of Gates Distribu- 
tors, located in all parts of the 
country and throughout the world, 
have large stocks of hose on hand, 
backed by Gates servicing ware- 
houses in every major industrial 
center. 

This means that you always 
get quick delivery of Gates Indus- 
trial Hose from a local source. 


Call your nearby Gates Distributor 


when you need hose of any kind, for any purpose. 


The Gates Rubber Company, Denver, Colorado 
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construction projects. 
Highly resistant to 
‘abrasion, it is also 
flexible and easy 

to handle. It gives 
exceptional per- 


--. _ formance and long 


service on all light 
and heavy duty air 


eP2i 


Gates Industrial Hose 
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e@ Relative Stability Marks 
Nonferrous Metal Prices 


e@ Copper Consumption to Dip 
3% in ist Quarter of 1961 


F ottowinc a few frantic weeks of price 
cutting, the nonferrous metal workers are now 
relatively stable. Demand, however, is Still 
weak. 

Here’s a rundown on some of the more im- 
portant nonferrous metal markets: 


Copper: The recent copper production slashes 
of around 10% apparently have not been 
enough to put a permanent prop underneath 
the 29 cents-a-pound price. Still helping to keep 
the copper market on the soft side is the fact 
that world copper output increased 23% last 
year over 1959 production. 

Consumption of the red metal by copper 
and copper alloy fabricators will dip 10,000 
tons or about 3% in the first quarter of 1961 
from the final quarter of last year, predicts 
the Commerce Department. It says that copper 
requirements by the brass mills, ingot makers, 
and foundries in the first three months of this 
year will be 334,000 tons. 

Russia is dickering for a purchase of from 
60,000 to 70,000 tons of Chilean copper. Re- 
cently, the Soviets concluded a transaction in 
Rhodesia for a similar amount of copper. 


Zinc: The chaotic pricing which plagued the 
zinc industry a few weeks ago has disappeared 
—at least for the time being. Price changes by 
zinc suppliers have aroused the interest of the 
Justice Department, which is making a survey 
of the situation. 


(Turn Page) 
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Pulse of Business 


The Trend of Prices 


METALS AND METAL PRODUCTS 
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ALL COMMODITIES 
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FARM PRODUCTS 
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Bureau of Labor Statistics 1947-49100 
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YOUR BEST SOURCE 


™ LING 
NODES 


The Udylite Corporation can readily fill all 
your zinc anode requirements from a network 
of warehouses across the country. Anodes are 
immediately available for shipment in these 
popular shapes and sizes: 

BALL ANODES—2" diameter. 

OVAL ANODES—1%”" x 2%” cross section; 

from 12” to 36” long. 

OVAL ANODES—1%" x 3%" cross section; 

from 12” to 32” long. 

HEX ANODES—1%”" x 234”. cross section; 

from 12” to 36” long. 

SLAB ANODES—1” x 4” cross section; 

from 12” to 42” long. 














Oval, hex and slab anodes are available drilled 
and tapped or with steel strap hook through 
entire length of anode. Udylite anodes have 
the highest purity available, are of a special 
high grade zinc and meet all government speci- 
fications. Ball anode containers are manufac- 
tured in both straight and curved types. Call 
your Udylite representative the next time you 
order zinc anodes. Or, order directly from: 


T “i e worlds largest plating supplier 
Udylite THE UDYLITE CORPORATION 


Detroit 11, Michigan 
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Pulse of Business 


Miore on Price Trends 


Lead: Legislation has been introduced in 
the House of Representatives to provide the 
following aids to the lead-zinc industry: (1) 
limited subsidy payments to small mines (2) 
an import tax on metal and concentrates, and 
(3) a compensatory tax on manufactured prod- 
ucts coming into the United States. 

A meeting of the International Lead and 
Zine Study Group is scheduled for next month. 
At that time, the question of importing lead 
into the United States under barter arrange- 
ments will probably be discussed. 


Tin: The market showed signs of firmness 
both in New York and in London. Helping to 
support the stronger market tone was the 
statement by Roger M. Blough, chairman of 
the U. S. Steel Corp. who, along with predicting 
a pickup in steel operations in the second 
quarter, specifically mentioned tinplate as one 
of the items that would benefit from increased 
demand. 


Wholesale Prices: The December Wholesale 
Price Index declined 0.1 point to 119.5 (1947- 
49—100), reports the Labor Department. The 
first sharp drop in wood pulp prices since 1952 
—together with the seventh monthly decline 
in 1960 wastepaper prices—brought the pulp 
and paper index down by 0.6%. 

Among other commodities on which prices 
dropped were aluminum, secondary metals, 
nonferrous mill shapes, wire, and cable, On 
the up side: steel scrap and some fabricated 
metal products. 

After a sharp decrease over the year, Doug- 
las fir lumber prices turned upward during the 
month. Textile prices fell, reflecting weak de- 
mand at the retail level. 
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When you buy new tools or 


four factors come first 


The Jacobs Model 50 is the world’s most modern 
collet chuck. Model 50 and its entirely new series 
of Jacobs Rubber-Flex collets have been developed 
especially for Atlas, Clausing, Delta, Logan, Shel- 
don, South Bend and similar lathes. With Model 
50 on your lathe you get a lot more for less. 


» Precisely the 


where the tool does its work, 
where profits are made and lost, 
where accuracy and grip of 


Jacobs Chucks reduce tool 
breakage, downtime and rejects. 


is greater with Model 50 because 


collet jaws are always parallel and maximum run- 
out is .001” T. I. R. at the nose, when properly 
mounted. 


is greater because the extra long collet jaws 
have tremendous torque capacity. 
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modernize your old ones 
at the chucking end 
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COMPLETE SET OF 10 
RUBBER-FLEX COLLETS 
CHUCK ANY BAR 
BETWEEN 

32” and 1/6" 


is greater because the 10 Rubber-Flex 
collets in this new series cover a greater bar stock 
range than 63 old-fashioned split steel collets ... 
.100’ range per collet. 


is revolutionary! 


710" ‘63° 


Model 50 Complete set of 10 
Collet Chuck Rubber-Flex Collets 


This performance at these prices proves the 
point. You can’t afford not to modernize your 
lathes with Jacobs Model 50 and Rubber-Flex 
collets. 

See your Jacobs industrial supply distributor. 
Give him the opportunity to prove the facts with 
a demonstration at your desk! Call him today. 
If you’d like further details before you call, write 
Jacobs, Department 196 at the address below. 


THE JACOBS MANUFACTURING COMPANY, 
WEST HARTFORD, CONNECTICUT 
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Value analysis- 


(nothing new to Armour Ammonia specialists ) 








For a great many years Ammonia specialists from Armour 
have been joining manufacturers at the conference table. 
The primary concern of these Armour men is to use their 
knowledge and experience with ammonia to help in the 


analyzation of metal products and heat-treating produc- 
tion methods. 


Cost reductions, product improvements, labor-saving 
and safety procedures are a few of the many areas where 
the men from Armour may aid you. In addition, they can 
supply equipment lists, blueprints, and on-the-job super- 
vision of ammonia storage equipment installations. 
Armour also offers informative technical bulletins and 
reports on the use and control of ammonia atmospheres. 


Take advantage of this experience and service from 





Armour... the leader in the development of ammonia- 
derived atmospheres for heat treating. Buy Armour 
Anhydrous Ammonia—at least 99.98% pure when deliv- 
ered ... backed by technical service, whenever you neec' 
it, at no extra cost. 


Ammonia Sales ® 


Armour Industrial Chemical Company 


Division of Armour and Company 
110 North Wacker Drive ¢ Chicago 6, Illinois 
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Washington Report 





Expect Government Action 


To Stem Recession 


A TURN-AROUND in the econ- 
omy is likely by midyear without 
government prodding, but the 
Kennedy approach will be to take 
no chances. 

All the economic indicators 
point to further attrition in busi- 
ness in the next few months. Ad- 
verse weather has cut outdoor em- 
ployment below normal winter 
levels. Inventory levels are work- 
ing still lower. 

Estimates of gross national 
product for the year are roughly 
in the range of $505 to $510 bil- 
lion. Total GNP last year was 
$503% billions. The current GNP 


rate is less than the level of last 
year—which means that if the 
level is to increase to the $505- 
$510 billion range, the pickup in 
the last half of this year will have 
to be substantial. 

The legacy of advice from the 
Eisenhower Administration was 
to take no major steps to stimu- 
late the economy. The former 
President felt that present condi- 
tions are temporary and that a 
government boost now would not 
overcome the immediate problem 
of large-scale unemployment. In 
fact Mr. Eisenhower believed that 
any action would disjoint business 





Recession Trouble Spots 
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The cities shown in red are the ones having major labor surpluses, 
according to the Labor Department. The Kennedy Administration is 
now planning steps to halt the increase in unemployment. 
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at a later date, requiring positive 
government restraints at that 
time. 

The Kennedy policy recognizes 
the likelihood that a “natural” re- 
covery is in the making. However, 
the President is unwilling to sweat 
out the high level of unemploy- 
ment that will prevail until spring 
when construction and agriculture 
get rolling again. 

There has already been consid- 
erable conditioning for an increase 
in government spending. While the 
Kennedy Administration endorses 
fiscal soundness, it believes that 
the current fiscal year is like- 
ly to wind up in a deficit and that 
a further unbalancing is in pros- 
pect for fiscal 1962. 


Will Boost Spending 


The principal issue is whether 
the deficit will be created through 
greater spending or tax cuts. The 
answer appears to be one of ex- 
pediency. It is easier for the gov- 
ernment to boost its spending than 
it is to work out a tax cut, so 
the immediate response will prob- 
ably be to increase federal ex- 
penditures. 

If the turn-around in the econ- 
omy comes this summer, tax cuts 
will be ruled out. What is needed 
now is help to the jobless to see 
them through the winter employ- 
ment trough. If a major recovery 
doesn’t show up, tax cuts will be 
resorted to as a money transfusion 
into the spending stream. 


@ Predict Sales Increase 
For Machine Tools in ‘61 


Analysts at the Department of 
Commerce have made a study of 
the machine tool industry and 
have come up with some inter- 
esting results. 

An increased level of machine 
tool shipments is expected this 
year, with most of the upturn 
coming in the last half of the year. 
This optimism is based on the 
large number of aged tools in use 
in industry. Many of these older 


23 
































THERE’S A TIMKEN® BEARING TO FIT EVERY NEED 


30 types and over 10,247 sizes make Timken bearings 
the most complete line of tapered roller bearings. 


The little bearing you almost missed sitting there on top 
ser. It’s 
used in the reel of a power mower, and it weighs only 


of the big one is too small to fit on your littl 


2.6 ounces. The big one is a four-row mill roll-neck 
bearing, weighing over six tons. 

Between these two extremes you'll find a Timken* 
tapered roller bearing to fit every combination of radial 
and thrust loads, for all kinds of mountings, and for 


On the spot 
engineering 
service with 


virtually all operating conditions. This most complete 
line of tapered roller bearings is sold and serviced by 
graduate engineers who can help you select the one 
bearing, from hundreds of possibilities, that will give you 
the most for your bearing dollar. 

Make sure you check with your Timken bearing 
representative. He can tell you which bearing is the most 
economical for your application. The Timken Roller 
Bearing Company, Canton 6, Ohio. Cable address: 
*Trmrosco”’. Makers of Tapered Roller Bearings, Fine 
Alloy Steel and Removable Rock Bits. Canadian Divi- 
sion: Canadian Timken, St. Thomas, Ontario. 


iil 


tapered roller bearings 
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Washington Report continued 





tools are considered obsolete. 

The government is expected to 
enlarge its modernization and re- 
placement programs this year. 
During the last five years, the 
Armed Forces have been dispos- 
ing of their excess machine tools 
at an annual rate of about 17,000 
to 23,000 units. These tool inven- 
tory reductions, together with a 
step-up in defense spending, are 
expected to result in the buying 
of more machine tools by the 
military services this year than in 
the last several years. 

Machine tool builders see their 
export market becoming smaller. 
They also expect increasing com- 
petition for the U. S. market from 
foreign machine tool builders. 

Another industry for which gov- 
ernment analysts expect a sales 
increase in 1961 is plastics mate- 
rials. They see an expanding mar- 
ket for plastics in the construction 
industry and an intense drive by 
the suppliers to produce plastic 
materials for specific uses. 

Another factor that will enlarge 
demand is a further improvement 
in plastics engineering techniques 
—such as better dies and acces- 
sory equipment — resulting in 
larger and better molded parts 
and films. In addition, automation 
in the industry is expected to 
bring prices down. 

Finally, in chemicals, the gov- 
ernment expects a small gain in 
sales levels this year compared 
with 1960. The growth rate is ex- 
pected to be greater in pharma- 
ceuticals, newer types of plastics, 
and many organic chemicals than 
in the general chemical field. The 
Rocket program will stimulate 
production of oxygen, hydrogen, 
hitrogen, and other gases. 


@ Air Force Lets Suppliers 
Share in VA Savings 


The Air Force has developed 
instructions on how its contrac- 
tors will share in any savings de- 
veloped through “value engineer- 
ing.” 

Value engineering is a proced- 
ure aimed at making engineers 
cost-conscious in the design stages 
of developing a product or com- 
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ponent. The Navy and, to a lesser 
extent, the Army have also 
worked out programs to stimulate 
engineers to become cost-con- 
scious. 

The Air Force has now issued 
a procurement circular establish- 
ing how its contractors can benefit 
from savings at the product en- 
gineering level. Under the pro- 
gram, in the case of cost-plus- 
fixed-fee contracts, any cost sav- 
ings developed through value en- 
gineering would be shared by the 
contractor and the government, 
with the split subject to negotia- 
tion. If the contractor bore most 
of the cost of the research, he 
would be entitled to a bigger share 
of the savings. If the research 
was in major part government- 
financed, then the largest share 
of the savings would go to the 
taxpayers. 

In the case of firm fixed price 
supvly contracts, the contractor 
could participate in no more than 
half of the savings developed 
through a value engineering pro- 
gram. In a development contract, 
the value engineering activity will 
be considered a part of the con- 
tract and there will be no shar- 
ing of savings with extra benefits 
to the contractor. 


e Fears of Higher 
Prices Justified 


A year ago, many economists 
were saying “inflation is dead.” 
Now they’re having second 
thoughts—even though there has 
been little significant change in 
the wholesale price level. The 
Kennedy Administration has al- 
ready announced it intends to de- 
fend the dollar against devalua- 
tion. But its domestic moves don’t 
appear to be anti-inflationary. Re- 
duction in the interest rate on 
F. H. A. mortgages is a case in 
point; low interest rates encour- 
age spending and an expansion 
of the money supply. The Presi- 
dent’s spending programs not only 
for defense but for expansion of 
various welfare programs coupled 
with no increase (as yet) in 
taxes can’t help but raise prices 
for industry and consumers. 


—A. N. Wecksler 





POKER? Play to win! 





How would you 
play this hand? 


You'll be the high hand before 
the draw about 3 times out 
of 5, but the odds are roughly 
12 to 1 against helping on the 
draw. Odds are better than 
even somebody will beat you. 
Don’t open. Don’t call. Tough? 
Yes, but be patient...and win. 


Here’s a sure 
winner from FORD: 


Ford pays half your fuel bills for 
a full six months (or 400 tractor 
hours) on the purchase of any new 
Ford or Fordson diesel tractor. 


This offer, made possible by the 
amazing fuel-saving performance 
of these low-priced diesel tractors, 
expires March 31, 1961. 


No “hidden” price increase... 
no tricks of any kind. See your 
Ford Tractor Dealer for all the 
money-saving details! 


Tractor and Implement Division, 
Ford Motor Company, 
Birmingham, Michigan 


TRACTORS 
EQUIPMENT 
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with men who know cutting tools...i’s MORSE everytime 
‘ > >. 
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MORSE 
means — 
iWelsmeelel—ie 


TRY MORSE...BUY MORSE 
SEE YOUR NEARBY IORSE DISTRIBUTOR 


MORSE: 


MORSE TWIST DRILL & MACHINE co. A Division of VAN sainiibadin INDUSTRIES, INC. 


NEW BEDFORD, MASSACHUSETTS | wane | 


4t24 


WAREHOUSES IN: NEW YORK «© CHICAGO + DETROIT « DALLAS «+ SAN FRANCISCO 
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international Report 





Foreign Nations Take 
U.S. Slump in Stride 


£ HE OLD axiom “When Uncle 
Sam sniffles, the rest of the 
* world catches a cold” is no long- 
er true. As recent events have 
shown, many nations of the 
world have independent econo- 
mies that are not directly re- 
lated to the United States. 
Here’s a country-by-country 
report on the more important 
foreign economic activity: 


Argentina 

Unit costs of production, al- 
ready at a high level, will be in- 
creased by about 10% as a 
result of new wage demands by 
unions. 

Already postal charges have 
been doubled, power rates are al- 
most certain to be increased, and 
bread prices have risen by 15% 
to 20% since mid-November. 


Bolivia 
A new method of import fi- 


nancing is being tried. Pur- 
chases of capital goods will be 
tied to future shipments of th2 
commodities they will help to 
produce. 

West Germany, Britain, 
Czechoslovakia and Mexico are 
among the countries willing to 
aid Bolivia now in return for 
later deliveries of metals and 
petroleum—as well as an entry 
into a market likely to expand 
as the Bolivian economy be- 
comes sounder. 


Ireland 

The development of the Re- 
public of Ireland as an industrial 
base continued at a growing 
pace during 1960 and will prob- 
ably be kept up during the cur- 
rent year. Trends in European 
trade have increased the attrac- 
tion of Ireland as a site for new 
factories well placed to take ad- 
vantage of Commonwealth pref- 


erences and low transport costs 
to the continent of Europe and 
Great Britain. In addition, the 
labor shortage and high wage 
rates in Europe—combined with 
the substantial financial incen- 
tives offered by the Irish gov- 
ernment—are expected to en- 
courage Many more companies 
to set up subsidiaries in Ireland, 
particularly at Shannon. 

There is some disappointment 
that output rose by only 314% 
in 1960, but confidence is grow- 
ing that there will soon be bet- 
ter results. The substantia] im- 
provement during the past year 
in the organization and efficien- 
cy of the Irish railway system 
will be a key factor in this de- 
velopment. 


Japan 

According to the Economic 
Planning Agency, industrial pro- 
duction rose from March to Sep- 
tember 1960 by 26% over the 
same period of 1959. From Oc- 
tober 1960 to March 1961 there 
will be some slowing down in the 
expansion, so that for the full 
fiscal year the growth will be 
about 13% higher than the pre- 
vious year. This rise in produc- 
tion is soundly based on a steady 
increase in consumption, due to 





U.S. Industry in Europe — 1958-1960 


A total of 590 U.S. firms started up new operations in 
Europe from 1958 to 1960. Machinery and metalworking 
is the largest industry group. Here is a breakdown, by 
major industry group and by country, of the number of 
new American facilities opened: 


Belgium France Germany Holland Italy 





Machinery and Metalworking 
Chemicals and Drugs 

Other Manufacturing 
Petroleum 


Total (including Services) 





35 63 55 31 
23 21 10 20 
13 17 21 11 


3 10 l 2 


U.K. Others Total 





56 47 26 313 


22 10 9 115 
12 1] 8 93 


10 2 28 
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“EXOTIC” BUSHING MAKES NEW 
STEERING DESIGN COME TRUE 


INSIDE-OUT BUSHING HELPS PUT 
NEW STEERING MECHANISM 

INTD PRODUCTION! To perfect a new 
steering mechanism, an automotive 
manufacturer required a linkage com- 
ponent. Designers tried making it of 
machined steel, then plastic . . . both 
materials failed. But the unusual bush- 
ing shown at left, with a number of 
features F-M engineers helped designers 
incorporate, solved the problem. It is 
bronze-on-steel, formed with the ball- 
indented bronze on the O.D. so the 
bushing can accommodate sliding mo- 
tion within the mechanism. A large 
window makes insertion of a ball sock- 
et easy during assembly. Design of the 
bushing also includes: stops near one 
end to hold a disc . . . a threaded LD. 
on the other with slots for a locking 
pin . . . holes that supply lubricant to 
the outer surface. For the F-M cus- 
tomer, all these built-in features helped 
accomplish this result—easy, efficient 
assembly and success with a new design. 


CAN F-M BUSHINGS SOLVE problems on your 

board or on your assembly line? Or perhaps 

a sleeve bearing, thrust washer or spacer? 

F-M, who makes them all, can provide the 

answer. F-M engineers, with a wealth of 
knowledge from years of experience, are 

available to help design the needed compo- 

nent. This complete technical assistance is 

one reason why these F-M products are 

widely specified for use in automobiles, 

farm equipment, construction ao 
machinery and many other Additional information about bushings is provided in a Design Guide, published by F-M. Helpful litera- 


products. PESeaal| ture is also available on sleeve bearings, thrust washers and spacer tubes. For your copies, write 
: Moguf Federal-Mogul Division, Federal-Mogul-Bower Bearings, Inc., 11077 Shoemaker, Detroit 13, Michigan. 


sleeve bearings DIVISION OF 
alamenesaias FEDERAL-MOGUL-BOWER 
MMMM BEARINGS, INC. 
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International Report continued 


SAM ORE RC RTE _— 


higher wage rates and full em- 
ployment. 

Up to the middle of 1960, the 
recession in the U. S. had very 
little effect on exports by Japan, 
which depends upon the U. S. 
for one third of its export sales. 
But in September and October 
the tide turned. In those months, 
exports from Japan to the U. S. 
were only 5% higher than a 
year ago, while in the first six 
months of the year they had 
been 22% higher. The new U. S. 
policy to reduce expenditure 
abroad is also bound to have 
some effect on Japanese exports. 


Norway 

The performance of the Nor- 
wegian economy was less strik- 
ing in 1960 than had been fore- 
cast early in the year. The in- 
dex of industrial production rose 
by 6% in the first half of the 
year, stimulating a correspond- 
ing climb in imports, but slowed 
down during the summer 
months. One cause of the slow- 
down was the labor shortage, 
but most serious was the fail- 
ure of demand to keep pace with 
the rate at which surplus ca- 
pacity was brought into produc- 
tion during the more active 
earlier months. 

The volume of exports has not 
shown much improvement. First 
quarter returns showed an in- 
crease of 15% over the 1959 
figure. This dropped to a 3% 
gain in the second quarter and 
-there was no improvement in 
the third. Most of Norway’s pro- 
duction is concentrated in raw 
materials and slightly processed 
goods; fish and fish products, oil 
and fats, pulp and paper, ores 
and metals, fertilizers and chem- 
ical products account for three- 
quarters of Norway’s exported 
commodities. 


Peru 

With the help of large U. S. 
and World Bank loans, as well 
as Japanese, German, Dutch and 
Swiss investments, the govern- 
ment of Peru is making deter- 
mined efforts to improve living 
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New Products From Europe 


Here’s a sampling of some recent developments from 
European industry: 

Aircraft Seats—An aircraft seat, called the Universal 
Flyweight, is 45% cheaper and 27%2% lighter than earlier 
models. It was developed by Aircraft Furnishing, Ltd. (41 
Lonsdale Road, London, England) to meet the requirernents 
of operators of economy planes. It permits the installation 
of more seats per plane, while retaining comfort and 
function. 

Anti-Corrosion Coatings—A new metal coating compound 
has been introduced by Metalife Liquid Metals (Harrogate, 
England). It can be applied to damp surfaces, and does 
not drip, run, or sag during application. The compound is 
non-toxic and withstands temperatures from minus 65 de- 
grees F. to plus 400 degrees F. 

Building Material—A new building material, Silicalcite, 
has been developed by S.N.T.L. (Prague, Czechoslovakia). 
It has the characteristics of metal or glass, with a high 
strength and an impermeability to water several hundred 
times that of concrete. 

Electronic Eyes—The Electronic Reading Automation, a 
replacement for human card-punching and verifying sys- 
tems, reads about 180 times faster than the human eye. 
Made by the Solartron Electronic Group (Farnborough, Eng- 
land), it can be used as an input system for digital com- 
puters or data-processing machines. It reads printed char- 
acters and transforms them into electrical signals. 

Tantalum Technique—Small ingots are now made into 
tantalum tubes at the Moscow Tube Works (Moscow, 
U.S.S.R.) by forging into slabs, trimming to the correct 
width, rolling into the shape of a tube, and welding again 
with the argon arc. After annealing at a temperature of 
1800 degrees C., the welded seams are almost invisible 
and the tubes are very strong. 


standards. 

Large-scale construction of 
housing is in progress and heavy 
expenditure is planned on roads, 
electricity, and sanitation. 


Poland 

There was a 1214% increase 
in Polish imports from the West 
in 1960. They included grain, 
fodder, fats, chemicals, rolled 
goods, and chemical engineering 
equipment. 

Although Polish exports to 
Western Europe fell (partly ow- 
ing to Common Market discrim- 
ination) and there was a trad- 
ing deficit with this area, agri- 
cultural exports as a whole are 
running at a record level. These 


exports are sustained by strong 
U. S., British, and West German 
demand and have been boosted 
by new market outlets in South 
America. 


Venezuela 

The government is likely to 
move more to the right in its 
economic policies, although fac- 
ing strong attacks from the left. 
In order to obtain the help 
from the International Monetary 
Fund, the World Bank, and the 
U. S. Treasury—which is neces- 
sary if devaluation is to be 
avoided —the government will 
have to balance its budget by 
increasing taxes and reducing 
public works. 


29 





" 1001 CYLINDERS 
TO DELIVER 
QUALITY PERFORMANCE 
WHEREVER REQUIRED 


Select from full lines to operate and control a single OEM product 
... ora plant's entire production line! 


Schrader means quality ... in complete lines of double-acting and single-acting 
cylinders in a variety of sizes ... including JIC and miniature cylinders. Schrader 
Air Cylinders ...as well as complete lines of Valves and Accessories ... are at work 
on many OEM products and in thousands of plants performing countless jobs. Your The complete iain rm 
Schrader Distributor is fully stocked . .. staffed with experts to help you solve any prrenchovncgi is be lgra 


circuitry products is 


‘ " . stocked and cata- 
air circuitry problem. loged by your Schrader 
distributor. Consult 


the yellow pages or 


r A. SCHRADER’S SON write Schrader. 
, Division of Scovill Manufacturing Company, Incorporated 
473 Vanderbilt Avenue, Brooklyn 38, N. Y. 


eo divisionof SCOVILL 
QUALITY AIR CONTROL PRODUCTS 
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Purchasing 


Follow -up 





AMA Sets Up Special 
Purchasing Division 


Recognizing the increased im- 
portance of purchasing in busi- 
ness and industry, the American 
Management Association has 
formed a Purchasing Division. 

Heading the Purchasing Divi- 
sion will be a new AMA vice 
president, Andrew M. Kennedy, 
Jr., vice president, purchasing 
and traffic, Westinghouse Elec- 
tric Corporation. A Planning 
Council of 25 leaders in the pur- 
chasing field will assist Mr. 
Kennedy. 

An informal survey of pur- 
chasing agents, made last Sep- 
tember indicated the need for 
greater emphasis by AMA on 
the managerial aspects of pur- 
chasing. In the past, AMA has 
presented meetings on the pur- 
chasing function, conducted ori- 
entation and workshop semin- 
ars, and has trained purchasing 
management. Now, however, 
AMA feels “full concentration 
of a special staff and council” is 
required. 


Practical Help for Executives 


In 1961, twenty problem areas 
of purchasing management wil! 
be covered together in a na- 
tional conference on purchasing 
and materials management and 
in a course in purchasing man- 
agement. These special sessions 
will not compete with university 
or other academic courses to 
purchasing. Instead, they are 
designed for the executive who 
is fully qualified academically 
and who desires practical in- 
formation he can use on a day- 
to-day basis. 

Staff director of the new divi- 
sion is Samuel C. Farmer, for- 
mer program director of AMA 
manufacturing division and for- 
mer president of Farmer Asso- 
ciates, business consultants. Mr. 
Farmer has also been general 
manager of the Birmingham 
Division of the Essex Wire 
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Corp. and manager of manufac- 
turing, Hanson-Van Winkle- 
Munning. 

Subjects that will be covered 
in 1961 are: purchasing negotia- 
tions, trade relations, purchas- 
ing organization and manage- 
ment, government procurement, 
materials management, inven- 
tory control, economic order 
quantities, performance stand- 
ards and measurement, multi- 
plant purchasing, material fore- 
casting, vendor rating, decision- 
making, vendor cost analysis 
and buyer motivation and skills. 


Steel Exec Warns Labor 
Leaders to Face Facts 


Labor leaders must cooperate 
with management if the steel in- 
dustry is to win the battle with 
overseas steel producers, de- 
clared Joseph L. Block, chair- 
man Inland Stee] Co., at a meet- 
ing of the Financial Analysts of 
Philadelphia. 

Block stated that the Ameri- 
can steelmakers cannot possibly 
continue to cope with higher em- 
ployment costs and at the same 
time be compelled to keep prices 
down due to aggressive foreign 
competition. Stating that steel 
is in a profit squeeze between 
powerful unions. pushing costs 
up and tremendous growth in 
productive capacity keeping 
prices down, Block declared that 
“the jobs of American steel- 
workers are at stake and one 
would think that the time has 
come when the responsible labor 
leaders should face up to this 
serious fact.” 


Surplus Disposal Plan 
Pays Off For N.J. 


The State of New Jersey re- 
ported proceeds in excess of 
$19,000 realized through dis- 
posal of surplus property during 
the first six months of the 1960- 
61 fiscal year. As a result, State 
Treasurer John A. Kervick an- 


nounced the establishment of a 
Surplus Property Section in the 
Division of Purchase and Prop- 
erty, Department of the Treas- 
ury. 

For the past three years, the 
State has conducted surplus 
property disposal operations on 
a part-time basis through the 
Purchase Bureau’s buying staff. 
Charles F. Sullivan, director, 
Division of Purchase and Prop- 
erty, who recommended setting 
up the section, stated that this 
three-year experience demon- 
strated the need for a full-time 
surplus and salvage program. 

Sullivan pointed out that the 
section will dispose of materials 
and equipment considered sur- 
plus, obsolete, or unusuable 
after first notifying state agen- 
cies that the material is avail- 
able. If no request is made for 
the property, the surplus ma- 
terial will be sold to the highest 
bidder. 


GE Is Making Diamonds 
Bigger Than Ever 


“For the first time in history, 
man has made large diamonds,” 
says Dr. Guy Suits, General 
Electric vice president and di- 
rector of research. Although GE 
has successfully made industrial 
diamonds which are often supe- 
rior to those found in nature, 
they have been small, only 
thousandths of a carat in size, 
about the size of fine grains of 
sand. 

However, as a result of its 
high-temperature, high-pressure 
research program, GE is now 
producing diamonds over a 
carat in size. The large dia- 
monds do not have mechanical 
properties comparable to the 
small ones but GE expects to 
improve them through further 
research. Full carat diamonds 
are used for drills, dressing 
tools, dies, and single point cut- 
ting tools. 
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FASTENOMICS Wow 


TIPS ON FASTENER APPLICATIONS BY STANSCREW 


Socket Screw Standards Changed 


Check Dimensional Revisions Now te Avoid Extra Costs 


Important changes are now in progress in the socket 
screw industry. Every user should know the details 
and take appropriate action to avoid higher costs in 
the future. As a public service, Stanscrew is issuing 
this progress report. 


New Standards Adopted 


Exhaustive industry-wide studies, begun in 1954, 
culminated in 1959 with the adoption of new dimen- 
sional standards for socket head cap screws. Standard 
Screw participated in these studies and concurred 
in industry recommendations. The new standards, 
known as the ‘1960 Series’, include changes in 
head diameters, socket sizes, and thread iengths. 


Advantages of New Design 


The ‘1960 Series” has been carefully engineered so 
there is functional uniformity for all sizes, particular- 
ly as applied to wrenching areas and to the relation- 
ship of head diameters to body diameters. It offers 
these important advantages over the previous design, 
known as the “1936 Series”: 


1. Larger wrenching area permits applications of 
clamping force . . . provides maximum utiliza- 
tion of fastener’s inherent strength. 

2. Provides increased bearing surface under the 
head .. . up to 233% more. 

3. Minimum indentation . . . particularly impor- 
tant with softer metals. 


What's Available When 


When the ‘‘1960 Series” was announced in 1959, it 
was believed it would become the only standard as of 
Jan. 1, 1961 and, thereafter, all ‘‘1936 Series’”’ would 
be available only on special order. As previously an- 
nounced, all sizes in the ‘‘1960 Series’’ are being sup- 
plied as standard. However, to make the transition as 
easy as possible, Stanscrew and other leading pro- 
ducers have extended the changeover period for cer- 
tain sizes of the ‘1936 Series’’. 


These are the sizes . . . 5”, 1%", 54”, 34", 1%" and 1” 
. . . for which the new standards include a change 
both in head diameter and socket width across flats. 
Until Jan. 1, 1963 both the ‘1936 Series’”’ and ‘1960 


Md de 


Series’”’ will be considered standard in these six sizes. 


For all sizes, however, thread lengths are now being 
manufactured to ‘‘1960”’ standards. Once current in- 
ventories are depleted, ‘1936 Series” thread lengths 
will be available on special order only. Based on ex- 
haustive surveys, this will prove no problem in the 
overwhelming majority of applications. 


In some sizes... #1, #2, #4, #6, and #8... head diam- 
eters are the same, but there has been a change in the 
socket width. In these sizes, current production is 
to ‘‘1960 Series’? dimensions. These sizes are also 
available in the ‘1936 Series” until present stocks 
are depleted, but thereafter only on special order. 


NEW 1960 SERIES 


® OLD 1936 SERIES 


Change In Your Designs Essential 


This industry program makes it essential that you re- 
view product designs to avoid future difficulties. All 
products now on your drawing boards should incor- 
porate the ‘1960 Series” socket cap screws wherever 
possible. And, during the next two years, it is recom- 
mended you take advantage of model changes or 
other opportunities to change existing applications of 
the “1936 Series” to the “1960” standards. Failure to 
make provisions could result in procurement diffi- 
culties or the higher costs of non-standard items. 


Complete Design Information Available 


Stanscrew has prepared an up-to-date brochure giv- 
ing complete information on all steps in this impor- 
tant transition, together with complete design data 
on both the “1960” and ‘1936 Series”. You can 
obtain your copy through your local Stanscrew dis- 
tributor. Call him today. 


STANSCREW FASTENERS 


WuVV 


CHICAGO | THE CHICAGO SCREW COMPANY, BELLWOOD, ILLINOIS 
HiMS | HARTFORD MACHINE SCREW COMPANY, HARTFORD, CONNECTICUT 
WESTERN | THE WESTERN AUTOMATIC MACHINE SCREW COMPANY, ELYRIA, OHIO 


STANDARD SCREW COMPANY 2701 Washington Boulevard, Bellwood, lilinois 
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More Than Meets the Eye in 
“ELECTRICITY at YOUR FINGER TIPS”... 


The avthor of this article is 
Joseph A. Shufstall, General 
Manager of Administrative 
Services, Erie Forge & Steel 
Corporation, Erie, Pa. 


Before throwing an electric switch, 
have you ever hesitated to give a fleet- 
ing thought to why electricity is your 
instant servant? 

Hlere’s a typical example of what is 
contributed by industry to make pos- 
sible the enjoyment of your many elec- 
aric servants. This 44 ton steel casting, 
made in the foundries of Erie Forge 
& Steel Corporation, Erie, Pa., is one 
of 12 half covers for 6 hydro-electric 
turbines, each of which will produce 
150,000 kilowatts of electric power on 
the Lewiston Project near Niagara 
Falls, New York. Altogether, these six 
200,000 horse power turbines will fur- 
nish 900,000 kilowatts and there are 


19 more of smaller horse power on 
this project alone. 

Now think of baking a batch of 
fluffy biscuits, a light, white loaf of 
bread, a birthday cake. The same pro- 
cedures the baker follows are used by 
the foundrymen who cast these mam- 
moth covers. First, skilled engineers 
and foundry technicians design and 
build the correct patterns for moulds, 
“the cake pans” into which the ingre- 
dients are poured, white hot molten 
steel. Then the ingredients, carefully 
measured and controlled by the metal- 
lurgists, must be exactly right to make 
sure the casting will do its job pere 
fectly. 

To get technical right here, the large 
9 foot 6 inch bore core’was made ine 
tegral with the mould by aligning core 
box with sweep spindle and ramming 
it on bed of mould. This eliminated 
the necessity of transporting, handling 
and setting extremely large cores. A 
segmental type pattern with a ring 


~ 
—_ 


type riser on the cope side eliminated 
the cope portion of the mould. Direc- 
tional and progressive feeding of the 
molten metal during the solidification 
period was made possible by slight de- 
sign modifications promoting a sound 
homogeneous structure. 

After stripping, 
subjected to hydro-blasting and the 
arc-air method for excavating surface 


the castings were 


imperfections. Finally, rigid dimen- 
sional inspection was followed by 
magnetic particle and radiographic 
examination at critical areas. 

Here, at Erie Forge & Steel, exe 
perienced engineers, metallurgists and 
craftsmen control quality every step of 
the way from raw materials to finished 
steel casting. 

This short sketch covers only a small 
part of industry’s contribution to the 
multitude of machines which, working 
as a unit, make “electricity at your 
finger tips” a commonplace and useful 
reality. 


ERIE FORGE & STEEL CORPORATIGN 


ERIE, PENNSYLVANIA 
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ANNOUNCING 


The Most Complete 
Marketing Service 
liver Developed 


* TO MAKE OVERSEAS BUSINESS EASY, 


EFFICIENT, ECONOMICAL 


* TO HELP CARGO AGENTS AND FREIGHT 
FOWARDERS EXPAND SERVICE THROUGH 


PAN AM 


WORLD-WIDE 


Information 


Current, valuable, authoritative 
information on 114 world trade 
centers in 80 foreign lands! 


«Pan Am gets you marketing facts 
a@n economic conditions, tariffs, cus- 
toms procedures, currency exchange. 
Plus special information you may 
need for your product. 





# Pan Am can help find markets for 
products—and products for markets! 
You can be put in touch with overseas 
distributors, buyers, bankers through 
Pan Am. 

¢ Pan Am advises you all the way — 
on containers, rates, insurance, best 
routes, collections. Our representa- 
tives have solved hundreds of 
problems. May we help solve yours? 
«Pan Am keeps you on top of the 
market — with “Horizons,” the unu- 
sual Clipper* Cargo magazine. Every 
month you get “inside” information 
on fast-moving distribution develop- 
ments, overseas trade opportunities. 











*Trade Mark, Reg. U. S. Pat. Off. 


we on eT 


PAN AM 


JET 


| Me the WORLDS MosT DepcRuNoED 


WORLD-WIDE 


Transportation 


More flights direct to more major 
markets by the world’s largest, 
fastest overseas air cargo fleet! 


anyu here in U.S.! Direct through- 
plane service to the world’s major mar- 
kets from 15 international gateways 
in the U.S., and Jet-speed ground pro- 
cedures, cut delivery time by hours! 


¢ Now, fastest delivery overseas from 


« Now, simplified documentation— 
from _one source zips shipments all 
along Pan Am’s delivery chain (load- 
ing dock to airport, overseas, to con- 
signee). World’s largest international 
truck-air system slashes transfers, 
handling, red tape. 

¢ Now, more space, more speed! Pan 
Am Merchantmen stow over 15 tons. 
Products go on world’s fastest all- 
cargo planes, and the world’s largest 
over-ocean Jet fleet. 

* Now, rates lower than ever! In more 
and more cases distribution now costs 
less by Pan Am than by surface. 


WORLD-WIDE 


Representation. 


More American and English-speaking 
personnel to represent you 
and your preduct in foreign lands! 


* In effect, you get 114 overseas offices 
—at no extra cost! Wherever you ship 
by Clipper Cargo, Pan Am represent- 
atives give your product the individ- 
ual attention it deserves, see that it 
gets to market the way you want. 





* An American viewpoint on the spot! 
Pan Am personnel, trained to 
American business methods (and 
the ways of the local market), know 
how you want your product handled, 
how to speed it through customs and 
on to the consignee. 

¢ World-Wide contact service! Pan 
Am’s integrated sales/service organ- 
ization takes the hitches out of world 
marketing. 

* World-Wide follow-through! Pan 
Am’s cargo control system, unsur- 
passed capacity and uniform world- 
wide procedures make world’s fastest 
delivery, world’s surest delivery ! 











PAN AM PUTS YOU IN BUSINESS ABROAD—WITH ONE PHONE CALL! 
Cali your cargo agent, freight forwarder or Pan Am office today. 





aid 


It’s the wise bird who turns to Magnetic 
Metals for hurry-up service on magnetic 
cores and transformer laminations. Mag- 
netic Metals keeps on hand an enormous 
stock of lamination dies, always ready to 
stamp out the laminations you need, with- 
out the delay or added expense of tooling 


At both our East and West Coast 
plants, Centricores® and Powdered Perm- 
alloy Filtoroid® cores are stocked in all 
standard permeabilities and sizes for im- 
mediate shipment, and specials can be 
made to your specifications on short notice. 

In addition to ultra-fast delivery, you 


up. And Magnetic Metals stock of mag- 
netic alloys—largest commercial stock in 
the world—makes immediately available 
to you the widest choice of magnetic 


get expert engineering guidance on the 
use of magnetic materials and—most im- 
portant—the consistent uniformity of 
performance that sets Magnetic Metals 


characteristics. 


MY AGNETIC 


stein 


cores and laminations apart. 


Why not get in touch with Magnetic 
Metals today? 


Magnetic Metals Company 

Hayes Avenue at 2ist Street, Camden 1, N.J. 

853 Production Place, Newport Beach, California 
transformer laminations + motor laminations + tape-wound cores 
powdered molybdenum permalloy cores « electromagnetic shields 
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when you count on 


MIRRO 


you can count on 


DEPENDABILITY 





The unit above offers current proof. It is one 
of two headlamp assemblies—left and right — 
that MIRRO is making for three fast-selling 
1961 series of a major automobile manufacturer. 

When an automotive production line is 
scheduled to roll on a new model-year, com- 

THE ponents must be on hand, must fit, must meet 
a rigid Accepted Quality Level—and must, of 
METAL MEN course, come in at a carefully estimated cost. 
Failure in any of the first three of these require- 
oF ments would stop*the assembly line cold and 
MANITOWOC cause countless cost and production ‘problems. 
Failure to meet the estimate would be equally 
upsetting to the established price structure. 

This manufacturer’s new-model lines started 
and, for the first few weeks, depended wholly upon 
MIRRO-made headlamp assemblies. Later, when 
sales demanded faster production than originally 
expected, MIRRO was again depended upon for 
a stepped-up delivery schedule. 

Count on MIRRO and you can count on 
that kind of quality-conscious, cost-conscious, 
calendar-conscious dependability, backing any 

+ contract job you place with us. We’d welcome 
4 a chance to estimate or advise. 


MIRRO ALUMINUM COMPANY, MANITOWOC, WISCONSIN 


Fifth Avenue Bidg., New York 10 
Merchandise Mart, Chicago 54 
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See all the extra features you get in 
Grinnell Concrete Inserts...at no extra cost! 


GRINNELL WEDGE TYPE CONCRETE INSERT (Steel), FIG. 261 — 
1. Nut and rod may be preassembled for fast installation 2. 
Wedge-shaped body compresses in concrete for extra strength 
3. Knockout (already removed) seals out concrete 4. Full 154 inch 
lateral adjustment 5. Supports up to 1200 Ibs. 


2) FIG. 151 FIG. 117 


GRINNELL SCREW CONCRETE INSERT (Malleable Iron), FIG. 
151 — 1. Malleable iron for extra strength 2. Pipe sizes through 
12 inches. 3. Supports up to 2,120 Ibs. GRINNELL EXPANSION 
CASE (Malleable Iron), FIG. 117 — 1. Malleable iron, cadmium 
plated, assures high resistance to impact, corrosion 2. Pipe sizes 
through 16 inches 3. Rod moving upward forces wedge-shaped 
nut downward, expanding and locking case in concrete 4. Sup- 
ports up to 1300 Ibs. 


You get more for your money from Grinnell, because 
Grinnell’s huge volume reduces production costs... 
lowers prices right into line with competitive 
inserts offering much less. 

Look at all you get with Grinnell Inserts: wider 
choices of types and sizes . . . better quality control 
... published ratings for all inserts! Faster delivery 
from nationwide warehouses, too. Moreover, you 


Call your local Grinnell! Distributor for pipe hangers, cast 
and malleable iron fittings, steel nipples, welding fittings, 
Grinnell- Saunders Vaives, unit heaters - all made by 


GRINNELL LIGHT WEIGHT CONCRETE INSERT (Steel), FIG. 285 — 
1. Designed for light-duty use in concrete 2 inches and thicker 
2. Arched flanges take reinforcing rods 3. Knockout seals out 
concrete 4, Full 2 inch lateral adjustment 5. Supports up to 
400 Ibs. 


GRINNELL CB “Closed Back’” CONCRETE INSERT (Malleable Iron), 
FIG. 282 — 1. One body size accommodates 5 sizes of rods 


2. Slot takes reinforcing rods to assure maximum load rating. 
3. One-piece body prevents concrete seepage 4. Teeth on insert 
and nut hold rod firmly in place 5. Homogeneous composition 
of malleable iron throughout 6. Supports up to 1430 Ibs. (Also 
available in smaller “CB-JUNIOR” size that supports up to 
770 Ibs.) 


receive dependable field service by trained Grinnell 
personnel ... no matter how far from the job site 
the sale was made! Grinnell Company, 277 West 


Exchange St., Providence 1, R. I. Branch ware- 
houses in principal cities. 


Remember, The Best Costs No More — from 
America’s #1 Supplier of Pipe Hangers and Supports 


GRINNELL 
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from specialized 


Powder Metallurgy Research 


... new uses and improved materials based on 


Nature’s Oldest Element 


Iais¥ 5 65 


or all rotating electrical equipment Rare metal ELECTRICAL CONTACTS 


industry's most useful components are made 
by Stackpole from Carbon ond Graphite Powders. 


FEBRUARY 13, 1961 


Carbon, its crystalline kin, 
graphite, and various metal 
powders are the raw materials 
of Stackpole Research—a spe- 
cialized branch of powder 
blending and molding aimed at 
developing new uses and im- 
proved manufacturing tech- 
niques for “Everything in 
Carbon but Diamonds.” 

Here, one of many new in- 
struments in the expanded 
Stackpole Research Laborato- 
ries—a nitrogen absorption 
analyzer — measures powder 
surface areas as part of a pro- 
gram to develop economical 
new techniques for milling car- 
bon powders. 
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information For Your Catalog Files 





BEARINGS INDUSTRIAL PUMPS 


An 18-page brochure detailing 1066 standard 
bearing sizes. Includes engineering data with 


photographic illustrations. Also describes a wide 
range of dies from which bearings can be ordered. 
Chrysler Corporation 
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BELT DRIVES 


A comprehensive bulletin on timing belt drives for 
mechanical power transmission. Catalog No. 19103 
features charts to aid in selecting a drive. The 
80-page brochure includes drive tables which 
allow determination of driven pulley and belt pitch 
length when the speed ratio and driver pulley 
are known. 


T. B. Wood’s Sons Co. 
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CONVEYORS 


An eight-page, two-color bulletin on adjustable 
pressure conveyors. Catalog 1200 has photographs 
and diagrams which illustrate principles and fea- 
tures of wheel and live roller conveyors. Includes 
specifications on length, width, height, belt speed, 
and load capacities. 

Rapids-Standard Co., Inc, 
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DRIVES 


Bulletin 7100 covers shaft and flange mounted 
drives covering a torque range up to 44,000 lb-in. 
The 36-page catalog gives design and construction 
advantages, selection and dimensional data, en- 
gineering drawings, and application photos. 


Falk Corporation 
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FIBERGLASS REINFORCED PLASTICS 


Catalog C describes resins, reinforcements, and 
releases used in laminating and casting. The 32- 
page illustrated booklet includes technical data 
on contact and spray-up molding. Outlines proper- 
ties and handling procedures for polyester, epoxy, 
and foam-in-place resins. Contains a 24-plate 
chart of color paste dispersions. 


Allied Resin Products Corporation 
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FIRE FIGHTING EQUIPMENT 


Form No. S-62FPB describes types of fire fighting 
equipment. The 16-page bulletin contains en- 
gineering and spevification data on nine interior 
portable models. The two-color, illustrated cata- 


log also covers hose racks, hose reels, angle valves, 
and fire hose. 


2f Fyr-Fyter Company 
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Bulletin One describes a line of pumps. Covers 
power driven, variable capacity, hand, truck, 
aluminum transporter, and liquified gas pumps. 
Cutaway photographs and component part draw- 
ings show features. 
Blackmer Pump Company 
Write No. 7 on Information Card—Page 32 


LIFT TRUCKS 


Bulletin SS-2067 gives engineering specifications 
and design features of gas-powered, stand-up end 
control fork lift trucks. The six-page, two-color, 
illustrated catalog describes two models with rated 
capacities of 2000 and 2500 lbs at 24-in. load cen- 
ters. Describes special design features. 


Clark Equipment Company 
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NUMERICAL CONTROL SYSTEMS 


Catalog No. 308 covers numerical control systems. 
The 16-page brochure covers three different sys- 
tems. Gives complete specification information for 
all units, as well as features and application data. 
Bendix Corporation 
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PANEL INSTRUMENTS 


A 24-page technical catalog on a line of electrical 
indicating panel instruments. Includes detailed 
specifications, outline drawings, and general in- 
formation on units from % in. diameter to 4% 
in. diameter. 


DeJur-Amsco Corporation 
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POWER UNITS 


Bulletin 0980-B1 lists 37 hydraulic power unit 
models. The six-page catalog gives pertinent ap- 
plication information on single pump, double 
pump, and continuous booster models. Includes a 
table relating g.p.m. delivery to horsepower input. 


Parker-Hannifin Company 
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RELAYS 


A 16-page, two-color catalog on electro-magnetic 
relays. Includes comprehensive engineering data 
on 42 different series. Contains charts, mounting 
data, and descriptions of enclosures. 
American Machine & Foundry Company 
Write No. 12 on Information Card—Page 32 





KEEPING PRODUCTION UP... New Departur 


and Hyatt roller bearings | Ti en eip yOu CUuTCOSIS a 
on the machinery in you int, Ct precision tolerance 
of an inch, their outst forma ability is why nearly 


equipment customers s} New Depa d Hyatt... why these 


readily available 
eTwork O Jeparti istrial Bearings Dist 
are backed up by United Mot Serv 1s warehouses acros: 


| 7 f-+ tT S) =~Talba i ‘ 
When replacing beari » you t... fast. Specify New 


OWLS oe 


_ UNITED MOTORS SYSTEM 


Hyarr ae Yo)... 
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NORPLEX 











SUPERIOR QUALITY 
industrial laminates 














NORPLEX laminates are produced in accordance with 
standard N.E.M.A. specifications and MIL-P specifica- 
tions. Many special grades including a variety of copper 


clad laminates for the manufacture of printed circuits 
are also available. 


Northern Plastics Corporation produces over 60 
standard grades to meet your requirements for flame re- 
tardancy, low power factor @ 60 cycles, arc resistance, 
cold punching, minimum odor, high insulation resistance 
and excellent mechanical properties. 


may we send you our brochure? 


NORTHERN PLASTICS CORPORATION 


La Crosse 8, Wisconsin 
Offices in Principal Cities 
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Catalog Files 





RUBBER PRODUCTS 


Catalog M5 describes rubber 
products for industry. The 24- 
page bulletin covers poly-V 
drives, V-belts, transmission 
bel:s, conveyor belts, and all 
types of hose. Gives basic 
specifications, ordering infor- 
mation, and operating advan- 
tages. 


Raybestos-Manhattan, Inc. 
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STEEL CASTINGS 


Catalog 175 DS describes cus- 
tom alloy steel castings. Con- 
tains technical data regarding 
heat, corrosion, and abrasion 
resistant alloy steels. Charts 
listing nearly half of the more 
than 100 available cast alloys 
are included. 


Esco Corporation 
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TOWING TRACTORS 


A catalog describing a 4000-lb 
drawbar-pull towing tractor. 
Shows how the Mobiltow 40, 
with a wheel base of 62 inches, 
turns in a radius of only 120 
inches. 


Minneapolis-Moline Company 
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TRANSFORMERS 


Bulletin GEA-6108D gives in- 
formation on the Permalex 
transformer insulation system. 
The 24-page catalog details 
complete kva and voltage rat- 
ings for various transformers. 
Discusses weights, dimensions, 
and optional features. 


General Electric Company 
Write No. 16 on Information Card—Page 32 


VALVES 


Bulletin No. 7 describes and 
illustrates corrosion - resistant 
valves. The 16-page catalog 
includes engineering specifica- 
tions and cross-section illus- 
trations. Lists alloy materials, 
with chemical composition 
ranges and minimum mechani- 
cal properties. 


Alloy Steel Products Co. 
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STILL THE MOST ADVANCED 
600 VOLT SWITCHGEAR! 


Four years ago, I-T-E introduced its completely new advanced gear, with easier operation, simpler upkeep, 
design advanced 600 volt switchgear with K-Line longer life, higher safety, and greater assurance of 
circuit breakers. In all this time right up to the dependability than any other. Compare for yourself. 
present, no other gear modified or redesigned has For detailed literature, write I-T-E Circuit Breaker 
been able to match it. Here still is today’s most Co., Dept. SW, 1900 Hamilton St., Phila. 30, Pa. 


Dependable drawout mechanism. Sturdy crank drive moves breaker Complete isolation of breaker compartments. Each 
on nonfriction rollers. Won't let you down when you need it most. breaker is completely surrounded by solid steel 
Breaker can be padlocked in connected, test or disconnected posi- barriers between it and other breaker compart- 
tions. Door always remains completely closed for unequaled pro- ments. No risk of are gases contaminating an 
tection against dust contamination. adjacent breaker through openings in partitions. 

Note also that secondary disconnects are located 

at the bottom of the compartment, safely re- 


4 Givtasiebed tes. You pay 20 moved from are gases. 

premium for this feature in 
I-T-E 600 volt switchgear. Alu- 
minum bus is silverplated over 
its entire length for maximum 
conductivity. Reduces the re- 
quired mass of the bus for a 
given maximum current. Bus 
is rigidly braced against move- 
ment in any direction from 
short circuits. 


Easy-to-operate stored energy 
closing. Just pull down the 
handle, slow or fast as you 
please. Contacts close firmly in 
only 5 cycles for fast, uniform 
closure every time. Pulldown 
handle means easy operation 
of all breakers—top row, bot- 
tom row, or in the middle. 
Electrical closing mechanism, 
available optionally, uses a low 
current motor, not a solenoid. 








(f) I-T-E CIRCUIT BREAKER COMPANY 
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Whatever 
turn 
_ shafts 
ma 


take... 


it’s easy to match your needs from 


LINK-BELT’s complete line of 


self-aligning ball and roller bearings 


High speeds, low speeds—light loads, heavy shock loads, 
there’s a Link-Belt bearing to keep every shaft turning 
continuously and economically. 

Link-Belt’s line of ball and roller bearings, the most com- 
plete in industry, includes spherical roller bearings, pillow 
blocks, and flanged, flanged cartridge, cartridge and takeup 
blocks. All have industry’s preferred bearing features and 
all have won the reputation of “the designers’ choice.” 

Link-Belt self-aligning ball and roller bearings compen- 
sate for inaccuracies in fabrication and assembly of equip- 
ment while maintaining full load capacity throughout their 
long life. Their compactness promotes simplicity of machin- 
ery design—their easy mounting reduces installation costs. 

Available from local stocks; contact your nearest Link- 

Belt office or authorized stock-carry- 

ing distributor. Look under BEAR- 
INGS in the yellow pages of your 
phone book. Ask, too, for Book 2760 
and 2550-C containing full informa- 
tion on the complete Link-Belt ball 
and roller bearing line. 


LINK4¢ 


SELF-ALIGNING BALL AND ROLLER BEARINGS 


LINK-BELT COMPANY: Executive Offices, Prudential Plaza, Chicago 1. To 
Serve Industry There Are Link-Belt Plants, Warehouses, District Sales 
Offices and Stock Caprying Distributors in All Principal Cities. Export 
Office, New York 7; Australia, Marrickville (Sydney) Brazil, Sao Paulo; 
Canada, Scarboro (Toronto 13); South Africa, Springs. Representatives 

Throughout the World. 15,413 
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ROLIER BEARINGS WITH t SOLD HOUSINGS employ a 
: A -aligning roller 5 eee 

Available with cast iron or cast steel housings. SPHERICAL ROLLER BEARING PILLOW BLOCKS feature 

Choice of seals — operating conditions. pees peas roller tera i on 

, i Il. ¢ cast : hous: = 

ae See ay we neta. Series 4, signed for either ter Sohes. shaft mounting. 


for %” to 4” shafts. 
Choice of rugged - multi- or Dacron 
contact sunt Per duagee eas THe to 101”. 
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DgBLL's NEW Zig 


SAW BAND... 


Berens Udliler, Due. 


DESIGNERS Awv MANUFACTURERS orf RESISTANCE WELDING EQUIPMENT 


6820 North 43rd Street ° paitwaukee 9, Wisconsin ° ringstene OUR 2-210° 


October 2th, 1960 


DoALL wisconsin Company 
2725 W Oklahoma 
Milwaukee » wisconsin 


Att: Sales Manager 
Mr. J Paskell 


Gentlemen: 


Today we have to get the most out of the 
use if we are to mal a pro is 
not @ greater satisfaction to a man 
to purchase such @ tool. 

ave me all the advantages on his 


a4 how his product is the 
heard this once I have 


This is one time I am 
any who has @ prod 
it will. 


I imagine you have received many comments 


on this new product, however I want to be one to give 


onal satisfactions It is DART BLADE. I cut 
ls and hardened steels. I used @ 
a 175 FPM. Being @ normal 


t a new product will do I 
e results were to k tol 


have used and at nearly 
her blade. 


I wish again to say thanks for keeping me 


informed and always trying to improve your good 
products« 


Very truly yours» 


outcuts 
other 


blades 


Always on the 

alert 

ter ways, Banner mado 

Inc., Milwaukee, Wi er, 

peters DoALL’s new 

Saw Band. The 

sults were startling re- 

convincing. —and 
Read what Banner 

tensy: thon eg HEE 

Dart Saw Band yourself. 


Ve 


te outperform 
steel saw 

or your money 

Service Store today. 


This is eo 
typical DoALL Store 
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MATERIALS-HANDLING NEWS 


NEW AND UNUSUAL APPLICATIONS OF BASSICK CASTERS THAT MIGHT BE ADAPTED TO YOUR HANDLING PROBLEMS 


Grumman “Gulfstream” 
Assembled on Bassick Casters 





Fine paper gets gentle 
handling at Kodak 


Probably nowhere in the world is paper 
given such careful attention as at Kodak 
Park Works of Eastman Kodak Company, 
Rochester, N. Y., where fine photographic 
papers are turned out. A man-sized handling 
job involving a heavy roll of paper is made 
easy by this special paper-handling dolly. 
It’s equipped with 4” Bassick “77” casters, 
featuring a rugged one-piece horn and “Dia- 
mond Arrow” two-level ball-bearing swivel. 


Eight-inch Bassick Series “HA” casters 
insure easy movement of this rugged 
stand (right) used for wing assembly of 
the Grumman “Gulfstream” passenger 
plane. It’s only one of the Bassick- 
equipped stands used in building the 
Gulfstream. 

Swivel locks on casters and foot- 
operated Bassick position locks (small 
photo) fix the stand in position while 
work progresses. Heavy-duty “HA” 
swivel casters feature precision unit-type 
main load and thrust bearings. They can 
take the abuse of heavy loads under 
most grueling conditions and continue 
to combine easy swiveling, smooth roll- 
ing, and maintenance economy. 














Here’s. a 


“dollytul ” of easy walking! 


At Magee Carpet Company, Bloomsburg, 
Pa., this carpeting, more than 1000 pounds 
of it, rolls over floors as smoothly as it will 
later lie on them... thanks to Bassick 


“H99” casters. “H99’s” are the “best-sellers” 
among high-quality industrial truck casters 
—bar none. Oversized bearings, heavy 
frames fit them for roughest usage, 











What's new under the sun? 


Here’s an 1875 illustration of a sewing ma- 
chine, complete with casters and “position 
locks.” 

Today, Bassick’s ball-bearing swivel con- 
struction and advanced wheel designs make 
possible the carrying of loads up to thou- 
sands of pounds per caster and with far 
greater protection to floors than our fore- 
fathers ever dreamed of! 


The high cost of maintenance 


. . continues to amaze us. Did you know 
that labor charges and lost-time charges for 
caster replacement can frequently exceed 
the cost of the new caster installed? 

It’s a fact. And it’s a good reason why 
you should insist on Bassick casters—the 
highest quality available. You'll save in the 
long run, 





Grooved wheels 
simplify production 


They run equally well on floors or simply 
constructed inverted angle-iron 
tracks. Tracks permit precise 
control of motion and Bassick 
position locks can hold truck 
or cart rigidly at any location. 








See your local distributor. He offers a wide selection of Bassick 


casters .. . many types in stock for immediate delivery. 





THE 
BASSICK COMPANY 
BRIDGEPORT 5, CONN. 


Qc 





Hisesiteses| 
| STEW 


IN CANADA: 
BELLEVILLE, ONT, 





ART-WARNER CORPORATION | 
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‘Sieh 
POROUS 
PAPER 


for 
choosy filters 


It’s not an ordinary paper that traps 
destructive sludge in oil, tiny motes of 
dust in air, corrosive droplets of mois- 
ture in gases... these marauders are 
now stopped in their tracks by “highly 
educated” Riegel filter papers. Other 

’ familiar examples are vacuum cleaner 
bags, oil filters in your car, hydraulic 
filters in jet engines and gas aerosol 
filters to trap atomic fallout. Riegel 
filter papers are made to highly tech- 
nical specifications for each job, 


Think a moment...can a filter im- 
prove your machines or processes .. . 
or solve a problem...at the cost of 
paper? Riegel has over 600 papers to 
serve industry in products, in produc- 
tion, in packaging. Write Riegel today 
describing your need, 


RIEGEL PAPER CORPORATION 


BOX 250, NEW YORK 16, N. Y 


For More Facts Write No. 185 
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Letters To The Editor 





$15 PURCHASE ORDERS 


Dear Sir: 

I am interested in learning what 
large and small companies esti- 
mate their costs to be for proc- 
essing orders amounting to $15 or 
less. Also, how they handle the 
requisition and procurement of 
such items. 

I have been a reader of Pur- 
CHASING Magazine for many years 
and have found it very interest- 
ing. 

O. T. Burnham 
Western Hardware & 
Specialty Mfg. 
Milwaukee, Wisconsin 


@ The average cost of small or- 
ders varies substantially from 
company to company, but there 
does not seem to be any signi- 
ficant difference between the typ- 
ical small company and the typical 
large company. We are now con- 
ducting a survey on this subject 
and our tentative conclusion is 
that it costs about $4.00 to $5.00 
to issue each order. When you 
consider the other departments 
involved in the purchase transac- 
tion, the total cost would be dou- 
ble the cost for the purchasing 
department alone. An article deal- 
ing with small orders is scheduled 
for publication in a forthcoming 
issue. 


ELECTROPLATING COSTS 


Dear Sir: 

Recent experience has shown 
me that contracts can easily be 
lost on the basis of high electro- 
plating costs, such as cadmium, 
gold, and anodizing because of the 
wide variance in operational costs 
among platers. 

I am interested in accumulating 
any information which would as- 
sist in establishing a firm cost 
control system on this item, I am 
specifically interested in plating 
processes and methods, systems 
for estimating costs and any other 
pertinent data along these lines. 

I have investigated the field and 
find the most accurate system for 
establishing costs involves sending 


the actual parts to the platers for 
quotes. It is, at best, a haphazard 
system and sheds no light on real- 
istic plater’s costs. 

Our estimating section, since 
they have no visible product with 
which to receive quotes, unless 
it’s a repeat order, must rely on 
purchasing’s ability to estimate 
such costs. 

Any sources of information that 
your editorial staff could furnish 
would be greatly appreciated. 

James V. McDaid 
Donnelly Manufacturing Co. 
Waltham, Mass. 


@ It may be possible to make an 
empirical analysis by reviewing 
prices paid for a number of dif- 
ferent plating jobs. For instance, 
a comparison of weights or area 
to be plated might be significant. 
It should be noted that when com- 
paring area the cost will not rise 
in proportion. For example, if 100 
sq. in. costs 50 cents, 200 sq. in. 
will not cost $1.00. Plating is an 
art and not a science, so inexact 
techniques are sometimes neces- 
sary. 


COLLEGE MATERIAL 


Dear Sir: 

The Business and Economics 
Department of Evansville College 
in conjunction with our local 
purchasing association is spon- 
soring a seminar course in pur- 
chasing. We are seeking mate- 
rials on specific topics. 

In reviewing PurcHasinc Mag- 
azine we have favorably con- 
sidered certain articles for our 
students to study. Can we buy 
copies of these particular articles, 
or may we reprint them for dis- 
tribution to our students. 

We are very much interested 
in getting good material for our 
classes. 

Clifford E. Stone 
Evansville College 
Evansville, Indiana 


® The editors are delighted to 
cooperate with colleges and other 
institutions in the distribution of 
purchasing material. 





THE MAN FROM 
MUELLER BRASS CO. 


REPRESENTS ONE DEPENDABLE 
SOURCE FOR PARTS FABRICATED TO 
YOUR SPECIFICATIONS FROM COPPER, 
BRASS, ALUMINUI 








POWDERED METAL PRODUCTS FORMED COPPER TUBE 


! — 
—— . 


: ———— 
SCREW MACHINE 
PRODUCTS 

















CUSTOM EXTRUDED 
PLASTIC SHAPES AND INJECTION MOLDINGS 


¥ 














me MUELLER BRASS CO., PorT HURON 30, MICHIGAN 


MUELLER 
BRASS CO 
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Uefting a Heavyweight 
SAGINAW */. SCREWS 
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Insert shows “fifth wheel” unit of the Air Force 
Minuteman ICBM Transporter-Erector. Tractor and 
trailer under carriage built by GMC Truck and 
Coach Division. 


Low-friction Saginaw Ball Bearing Screws allow a small electric motor in the “fifth 
wheel” unit to rapidly raise and lower the forward end of this transporter of a 
65,000 pound missile . . . allows the transporter to pass under highway overpasses 
and other low clearance obstacles en-route to underground launching sites. 


Also, Saginaw b/b Screws are used for leveling jacks on the rear sides of the 
carriage unit. The effort required to level the undercarriage is so small the jacks 
are hand-operated. Each of the jacks has a capacity of 65,000 pounds. 


The efficiency of Saginaw Ball Bearing Screws and Splines is being used by 
designers of today’s space, air and ground handling systems. They can lower 
operating costs, reduce maintenance and simplify designs. And they often reduce 
installation costs. Whatever your application problem, call on Saginaw to help solve 
it with Saginaw b/b Screws! Saginaw Steering Gear Division, General Motors 
Corp., Saginaw, Michigan—world’s largest producers of b/b screws and splines. 


TALALALALALALA 


- 
\t 


P 


WRITE TODAY FOR NEW 1961 ENGINEERING DATA BOOK OR REFER TO SWEET’S DESIGN FILE 


, =o OE ain i at 
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“Controlled Quality” is the valu- 
able extra yo" get in every bar of 


FZ 


carbon and alloy steel shipped by 

Frasse. It results from rigid inspection 

practices through every step of pro- 

duction . -- tight adherence to “specs”: -- and careful handling, storing and 
shipping methods to protect straightness and surface finish. 

The advantages of Frasse “Controlled Quality” are yours—in uniform 

results from bar to bar... shipment after shipment. It assures predictable 

rformance from the steel you uUse--- before you vse it- You get exactly 
what you poy for, every time. 





Since 1816—when Frasse first began serving steel users, its reputation 
for product reliability has been unsurpassed: That's why Frasse is a leading 
source for carbon bars and shafting—9s well as commercial and aircraft 
quality alloy steels. 


Frasse stocks an unusually complete range of sizes and grades— quick 
deliveries are routine. If you insist on top quality—wont + fast... make it 


a point fo call Frasse. Thousands of leading firms do -- - to their complete 
satisfaction. 


Peter A. Frasse & Co., Inc. 


— 


NEw YORK 13, N.Y. 
17 Grand St. 
Walker 5-2200 


PHILADELPHIA 29, PA. BUFFALO 5, N.Y. 
3911 Wissahickon Ave- P.O. Box 102 
BAldwin ? 9900 TR 6-4700 


SYRACUSE 1, N.Y. 
P.O. Box 1267 
HOword 3-8655 
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Carbon and Alloy Steels 
Frasse Stocks include: 


C1018 
1045 
pili2 
Bi1t3 
B1113% 
cii7 
1137 


c1141 £4130 


HARTFORD 1, CONN. 
P.O. Box 1949 
JAcksor 9-686! 





Measure the cost 
of the holes... 





not the cost of the tools 





When you are faced with the problem of cutting the costs 
of your manufacturing operations, your best solution 

is to rely on quality tooling. 

The small savings you may make on the initial purchase 
price of cutting tools can’t possibly offset the extra dollars 
you lose in higher cost per hole. 

You'll always save money with quality tools . . . the kind 
of tools that give you more holes per grind, more holes per tool, 
less down-time on your machines, faster production 

and fewer parts rejected. 

This adds up to /ower cost per hole. 


CLEVELAND Tools are designed and manufactured to highest 
quality standards. In every set-up, on any type of machine, 
they will help you reduce your costs. This has been proved 
time and time again in customers’ plants. 

Moreover, CLEVELAND Quality Tools are sold exclusively 
through Industrial Supply Distributors, who carry complete 

stocks for prompt delivery. The steady flow of volume orders 
from hundreds of distributors enables us to produce 

the full line of <> Quality Tools in large, economical 
quantities—with resultant advantages to you. 


THE CLEVELAND TWIST DRILL CO. 
Cleveland 1, Ohio 


QUALITY 





All of your equipment, from a $1,400 tapping machine 
to a $1,400,000 automobile engine block transfer machine, 
deserves quality tooling. 


Tool failure, which often is the result of buying taps on the 
basis of price alone, causes excessive “down time”’, 

smaller output per hour, and higher cost 

per hole or per piece. 


Quality taps, on the other hand, reduce tool failure 
to a minimum. They are your best assurance 

of efficient and continuous operation, high output, 
and lowest cost. 

It just doesn’t make sense to save a few pennies on the 
initial price of cutting tools. Lower priced taps are 
almost always the most expensive in the long run 
—and often for short runs, too! 

Telephone your Industrial Supply Distributor for 
BAY STATE Quality Taps. He can give you 
prompt delivery from stock. 


BAY STATE TAP & DIE CO. 
Mansfield, Mass. 


Subsidiary of The Cleveland Twist Drill Co. 


S 
QUALITY a, CUTTING TOOLS + BEST SERVICE L, 
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Plexiglas could have prevented it 


Today, there’s no need to put up with the hazard 
of broken windows, and the expense of frequent 
replacement. Install PLEXIGLAS® . . . the acrylic 
plastic that withstands impact, shock and vibra- 
tion. It’s lightweight, weather-resistant, easy to 


install. Cuts replacement costs sharply. Adds 
safety, is available as clear transparent material or 
in tinted and translucent colors. Your Authorized 
Distributor is listed under PLEXIGLAS in the 
Plastics section of telephone directories in major 


cities throughout the country. 


ioe, 
, Write today for new Free Booklet, 
“How to Install and Clean 


PLEXIGLAS Window Glazing” 


PHILADELPHIA S,PA,. 


in Canada: Rohm & Haas Company of Canada, Ltd., West Hill, Ontario 


CALL YOUR AUTHORIZED PLEXIGLAS DISTRIBUTOR 


PROMPT DELIVERY * TECHNICAL ADVICE * FULL RANGE OF SIZES AND COLORS 


o4 
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Purchasing People in The News 





Pall Corporation, Glen Cove, 
New York has named Normarr 
Friedman to the newly created 
position of manager of purchas- 
ing. Mr. Friedman will be respon- 


Norman Friedman 


sible for purchasing of production 
and maintenance materials and 
equipment for Pall and its sub- 
sidiaries. He is presently attend- 
ing New York University, work- 
ing toward an M.B.A. degree in 


industrial management. 


United States Steel Corp., 
American Steel and Wire Div., 
Cleveland, Ohio has announced 
the following appointments in its 
purchasing department: Richard 
E. Johnson became assistant pur- 
chasing director. Edward Szura, 
Rudolph G. Miller and Lawrence 
H. Lavette were promoted to pur- 
chasing agents. Ben G. Singley 
was appointed staff assistant— 
purchasing research. 

Mr. Johnson began his Wire 
Division career as a part-time 
employee of the New Haven 
Works in 1940. After a number 
of years in the industrial engi- 
neering department of that plant, 
he was transferred to the Cleve- 
land headquarters office in 1956. 
The following year he was named 
purchasing research engineer, the 
post he held until his new assign- 
ment. He attended Yale Univer- 
sity. Mr. Szura started in the Cy- 
clone Fence Department of the 
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Wire Division in Waukegan in 
1946. By 1953, he had advanced 
to assistant purchasing agent for 
Cyclone’s Western District. In 
1958, he was transferred to Cy- 
clone’s Chicago office and later 
that year was promoted to as- 
sistant purchasing agent for the 
Wire Division in Cleveland. He 
comes to his present position from 
there. He attended Lake College 
of Commerce in Waukegan. 

Mr. Miller began working for 
American Steel and Wire in 1942 
as a purchasing clerk. Advancing 
through the ranks, he has been an 
assistant purchasing agent since 
1959. He attended Fenn College. 
Mr. Lavette joined the Chicago 
office of the former Carnegie- 
Illinois Steel Corp. In 1946, he 
was named an assistant buyer in 
the purchasing department of 
American Steel and Wire’s Chi- 
cago office. By 1958, he had be- 
come assistant purchasing agent 
there for the Western District. 
Last year, he was named assist- 
ant purchasing agent in the 
Cleveland headquarters office of 
the division. He attended the Uni- 
versity of Illinois, Central College 
of Chicago and Northwestern 
University. Mr. Singley began 
work as a procedure accountant 
in the accounting department here 
in 1957. Last year, he was made 
staff assistant in the purchasing 
department, the post he held until 
his new appointment. He is a 
graduate of Ohio University. 


The Electronics Division of P. 
R. Mallory & Co., Inc., Indian- 
apolis, Ind., has appointed Wil- 
liam R. Loomis as purchasing 
agent. He will be responsible for 
all purchasing activities for the 
manufacture of power supplies, 
communications equipment and 
other electronic assemblies in the 
division’s new Indianapolis facil- 
ities. Before coming to the com- 
pany four years ago, Mr. Loomis 
was purchasing department super- 
visor with International Tele- 
phone & Telegraph Laboratories 
in Fort Wayne. Before that he 
was with The Magnavox Com- 


pany, as senior buyer for Military 
Products. Mr. Loomis attended 
Butler University and is a mem- 
ber of the Fort Wayne Chapter of 
the National Association of Pur- 
chasing Agents. 


Value Programs For Industry, 
Inc., a professional consulting firm 
to provide value analysis training 
and consulting services to indus- 
try has been recently organized. 
In addition to providing scientific 
value training, it will offer servi- 
ces in product and business evalu- 
ations, training in idea genera- 
tion and development, value clin- 
ics for sales executives and pro- 
grams for the rejuvenation of 
existing cost reduction activities. 

The firm was organized and will 
be directed by R. E. Fountain, 
president and John F. Prender- 
gast, vice president-treasurer. 
Both men have been professional 


R. E. Fountain J. F. Prendergast 


value specialists in operating de- 
partments of General Electric. 
Each man has been in charge of 
the entire General Electric Value 
Analysis training program under 
L. D. Miles. Between them, they 
have managed 54 company-wide 
value analysis seminars training 
over 5,000 technical and manage- 
ment personnel. They have par- 
ticipated in over 100 seminars 
operated for General Electric’s 
product departments. Their of- 
fice is located at 425 State Street, 
Schenectady, New York. 





SEE PAGE 172 FOR MORE 
PURCHASING PEOPLE IN 
THE NEWS 














MOTORS 
BY THE 


POUND? 


PA 


You’re buying motors by the pound 


when price is the 


Sure, you can get a motor for the lowest price, a motor 
of the same type and with the same rating and operat- 
ing characteristics of the highest priced motor. But, 
while initial price is an important factor, the actual cost 
is the ultimate cost of a motor. And, ultimate cost 
includes the repair bills, lost production, lost man hours 
and lost customers that an inferior, built-down-to-a- 
price motor could cost you. 


Wagner® protected polyphase motors do cut expensive 
downtime. Their cast iron frames can’t be affected by 
corrosive acids, salts, or alkalies. They are designed for 
cool running... stator temperatures stay low to in- 


Branches 


only consideration 


crease motor life. Wagner polyphase motors are de- 
signed to permit relubrication that adds years to motor 
life under severe operating conditions. Wagner motors 
have earned a reputation for proven dependability. 


Next time you buy motors, check beyond the purchase 
price. Make sure that you get all the performance you 
need—with motors that will do the job. 


Wagner motors have been getting the job done for more 
than 65 years. Your Wagner Sales Engineer will be glad 
to show you why. Call him for an analysis of your next 
motor application, be it for plant or product. 


and Distributors in all Principal Cities 


Wagner Electric Corporation 


6360 PLYMOUTH AVENUE, ST. LOUIS 33, MISSOURI 
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Purchasing Directors | 
tell us | 


= One-Carrier | 

= Direct Service | 

=| ends their | 
shipping worries. 


No divided responsibility on 
service between points served by JL 


D-C’s 10,814 mile coast-to-coast system is D-C is responsible for your shipment 
under single-company ownership and manage- from pick-up to delivery, coast-to-coast 
ment. This one-carrier control and one-carrier or to a nearby city. Safe arrival is as- 
handling avoids delay—speeds your ship- sured by experienced personnel and 
ment, large or small, to on-time delivery— _ the latest in equipment and facilities 
makes tracing quick and simple. ALL THE WAY! 


Let D-C end your shipping worries... 
Always ship D-C—the Dependable Carrier 


DENVER CHICAGO TRUCKING CO., INC. 


the ONLY direct coast-to-coast carrier! 
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Odd shapes 


-..and all sizes 
with Hindley 


Cotter Pins 
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FOB=“tilosoty of buying” 





lr YOU’VE EVER been a father 
ora son, you know that sooner 
or later the young offshoot will 
cross you at every turn. Try to 
make him a Republican, he’ll be- 
come a Democrat. Offer to play 
baseball with him, he wants to 
read. Suggest he tackle the 
books, he’s out playing ball. Sug- 
gest that Khrushchev’s worried 
about Chou En-Lai, he’ll tell you 
the Chinese are worried about the 
Russians. And so it goes, on and 
on. 

That’s the only explanation we 
can offer for an unusual bit of 
news we've just heard about an 
outstanding executive, Hoyt Prit- 
chett, top purchasing man at 
Brown & Williamson Tobacco Co. 
and a leading light in N.A.P.A. 
who was recently named to the 
B&W board of directors. Hoyt’s 
two sons are salesmen, no less. 
Hoyt, Jr. is with Continental Can 
Co., Hugh with Procter & Gamble. 

Or maybe it happened this way: 
After a day of hard-boiled, hard- 
headed negotiating, Hoyt would 
come home and relax with the 
kids. The boys found him to be 
such a nice guy that they natural- 


ly figured all purchasing agents 
were softhearted and easygoing. 
So they became salesmen. 

Wonder how they’re making 
out? 


ScaRED US FOR A WHILE. 
Ad in The Wall Street Journal 
headed “The British Don’t Take 
Salesmen to Their Hearts.” Went 
on to say Survey has shown that 
94% of women and 67% of men 
at three British universities 
thought that, socially speaking, 
being a salesman was a Bad 
Thing. In a similar Survey in the 
United States, only 23% of the 
students felt like that. 

All right, though, according to 
The London Press Exchange 
Limited, who paid for ad. “The 
fact is,” LPE says, “the British 
kid themselves that they are never 
‘sold’ anything—they just happen 
to decide to buy it. Just need a 
different type of advertising—per- 
suasive rather than dogmatic. Use 
more verbs and fewer adjectives. 
Add lightness of touch even to 
the worthiest of products.” 


“Our sweet rolls have a thicker layer of icing and twice as many nuts.” 


PURCHASING 








| ee Special Commodity Re- 
port! That scarce item you’ve been 
looking for is now in good sup- 
ply! The latest issue of U.S. 
Chemical News reports that de- 
hydrated firefly tails are now 
available for biochemical re- 
search. 

If you need any, let us know 
and we'll put you in touch with 
the supplier (confidentially, we 
suspect it’s a chemical salesman’s 
12-year-old boy). And we hope 
shortly to develop as part of our 
regular service a dehydrated fire- 
fly tail price index. 


A musinc in itself, but dou- 
bly interesting because of the spe- 
cial reference, is the following 
item from a recent New Yorker: 


Mr. Del Vecchio, a purchasing agent 
for the Benjamin Eastwood Company, a 
Paterson foundry and machine shop, comes 
by his interest in things astronomical, 
naturally —The Times. 


Naturally. 


DiversiFicaTIon has 
worked for other businesses, why 
not for his. Outside a small build- 
ing in Oceanside, N. Y. are three 
closely grouped and rather cas- 
ually painted signs. One reads: 
John Chin, Hand Laundry; the 
second: Rooms, School Supplies, 


Building for Sale; the third: 
Candy. 


D OING ANY personal shopping 
for the boss? In the market for 
some used equipment? 

As part of our friendly service 
we report the following items up 
for sale “As Is—Where Is” by the 
U. S. Navy Surplus Sales Office, 
Brooklyn, N. Y.: 1 aircraft car- 
rier, 1 minelayer (auxiliary), 4 
high speed transports, 1 open car- 
go lighter, 1 patrol craft, 1 harbor 
utility craft, 1 minesweeper. 

The transports and the mine- 
sweeper are in Florida and the 
harbor utility craft is in Hawaii, 
in case you’re thinking of an on- 
the-job inspection. 
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The Choice of a First Prize Brand! 
These ‘‘Pleasoning” cans are examples how excellence in 
design can really package and sell a competitive product! 


Each of these containers has a quality fibreboard body with a brilliant 
foil wrapper. The patented plastic Dial-O-Matic top sifts, pours, meas- 
ures and seals the contents. The metal bottom is decorated to harmonize 
with the color combination. Illustrated are the economy 4 oz. size, and 
the small 1.3 oz. size, (1%4’’ in diameter by 3’’ high). The smaller size 
is suitable for sampling many kinds of products. 


For better business, let our Engineering Department help you redesign 


your product's package—at low unit cost! New Packaging Brochure 
sent upon request. 


DIET EOE F) d[omel ool gos 
in five popular sizes! 


~ * 


THE 


CLEVELAND CONTAINER 


ercing m9 COMPANY Sales Offices: 
Sal j . . 
sie ices 6201 BARBERTON AVE. « CLEVELAND 2, OHIO Detroit 


New York City 


West Hartford 
Memphis ALL-FIBRE CANS - COMBINATION METAL AND PAPER CANS 


Rochester, N. Y. 
teats SPIRALLY WOUND TUBES AND CORES FOR ALL PURPOSES Washington, 0.¢. 


. 
Plymouth, Wis. Abrasive 
Jamesburg, N. J. CLEVELAND CONTAINER CANADA, LIMITED Division 


at Cleveland 


Chicago 


Greensboro, N.C. Plants & Sales Offices: Toronto & Prescott, Ont. - Sales Office: Montreal 
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Unbiased recommendations... 


STEEL... ALUMINUM... 


Because Ryerson is the nation’s largest sup- 
plier of steel in all types and sizes—plus alu- 
minum, plastics and machinery—you’re as- 
sured of unbiased recommendations on mate- 
rials and metal-fabricating machines to do 
your job best at lowest cost. 


And along with the size and diversification 


CARBON STEEL—No one even comes close 
to the size and diversity of Ryerson stocks of hot rolled 
carbon steel. All bars, structurals and plates are of 
known analysis or physical properties. Widely acclaimed 
- accuracy of Ryerson sawing, shearing and flame-cut- 
ting is assured by published tolerances that are the 
most exacting in the industry. 


ALUMINUM-—Nation-wide Ryerson service on 
Reynolds aluminum includes all mill products—a full 
range of alloys, tempers, gauges and sizes. Stocks in- 
clude: flat and coiled sheet; plate; tubing and pipe; wire, 
rod and bar; structural and extruded shapes; commer- 
cial building products and related items. 


of stocks comes this unsurpassed service: 
certified quality, on-time delivery, top tech- 
nical help, 117 years of integrity. 

Put it all together and you have Metalogics 
—the Ryerson science of giving optimum value 
for every purchasing dollar. Ask your Ryerson 
representative for details. 


= 


TUBING AND COLD FINISHED BARS 
—Here again, Ryerson stocks are by far the nation's 
largest—including seamless and welded mechanical tub- 
ing; hydraulic cylinder and fluid line tubing; structural 
tubing; new Ledloy® 170 tubing, etc. And in cold finished 
bars—shafting, machinery steel, accuracy stock and 
screw stock, including fast-machining Ledloy 375 & 300. 


INDUSTRIAL PLASTICS-—Call Ryerson for 
Ryertex-Omicron PVC pipe and tubing, sheet and rod: 
plastic that conquers more than 281 corrosive liquids and 
gases—will not weather, rot or age. Also for rigid Kralastic 
and flexible polyethylene pipe, and Ryertex® laminated 
phenolic resin plastics in sheets, rods and tubes... 
special shapes molded to your specs. 


PURCHASING 








unequaled service on 


PLASTICS... MACHINERY 


ALLOY STEEL—Ryerson developed and per- 
fected a plan to assure risk-proof alloys through an 
8-Step Certified Quality Program—and leads the industry 
in size and diversification of stocks, including case- 
hardening, direct-hardening and heat-treated alloys; 
leaded alloys, including Rycut® steels (fastest-machining 
in their carbon ranges); aircraft quality alloys, etc. 


METALWORKING MACHINERY—More than 
3800 types and models of machinery and tools produced 
by nearly 100 of the nation's leading manufacturers are 
available through the Ryerson Machinery Division. The 
broadest line available from a single source includes 
equipment for bending, braking, forming, hoisting, drill- 
ing, pressing, punching, rolling, sawing, shearing, thread- 
ing, welding. Also, material handling equipment. 


STAINLESS STEEL—2351 sizes, shapes, types 
and finishes of stainless in Ryerson stocks. All certified 
to meet ASTM, SAE, Military, DuPont or G.E. specifica- 
tions—assuring close control over chemical composition 
and mechanical properties. Call us for all your require- 
ments on stainless sheets, plates, bars, pipe and fittings 
and tubing, heads and machine-cut rings and discs. 
Cutting facilities include latest Heliarc equipment. 


* Ny 


SHEET AND STRIP STEEL—More than 20 
kinds. Hot rolled, cold rolled and pickled and oiled— 
tight-coated galvanized and galvannealed—Ryex® ex- 
panded metal, perforated sheets, etc. Latest shears, 


slitters, and cut-to-length lines enable us to give fast 
delivery on every requirement. 


STEEL*ALUMINUM * PLASTICS » METALWORKING MACHINERY 


METALOGICS 


RYERSON STEEL 


Joseph T. Ryerson & Son, Inc., Member of the 


Steel Family 
® 


ae SERVICE CENTERS: BOSTON + BUFFALO + CHARLOTTE + CHICAGO + CINCINNATI » CLEVELAND + DALLAS « DETROIT * HOUSTON * INDIANAPOLIS 
ANGELES + MILWAUKEE +» NEW YORK + PHILADELPHIA + PITTSBURGH + ST. LOUIS * SAN FRANCISCO + SEATTLE * SPOKANE + WALLINGFORD 
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A Texaco “Stop Loss” Program organizes lubri- 
cation throughout the plant—from purchasing 
on through actual application. By specifying 
multi-purpose lubricants and by eliminating 
duplication, a “Stop Loss” Program can reduce 
the number of lubes needed by as much as 
50%. By streamlining purchasing procedures, 
the Program can cut purchase orders by as 
much as 80%. 


Best of all—by assuring proper lubrication to 
every piece of equipment throughout the plant, 
a “Stop Loss” Program helps extend parts life 
... eliminate unscheduled downtime. Result: 


How TEXACO’S NEW “STOP LOSS” PROGRAM 
helps cut plant-wide maintenance costs 
as much as 15% 


Why not find out how your operation can 
benefit from a “Stop Loss’ Program? It’s com- 
plete, easy-to-install and especially adaptable 
to purchasing’s point-of-view. Our free booklet 
describes the Program in detail. Get your copy 
by writing: 

Texaco Inc., 135 East 42nd Street, New 
York 17, N. Y. Dept..P-21. 


TUNE IN: Texaco Huntley-Brinkley Report, Mon. through Fri. NBC-TV 


TEXACO(¥ 


Throughout the United States 


plant-wide maintenance savings up to 15%. Canada + Latin America * West Africa 


LUBRICATION IS A MAJOR FACTOR IN COST CONTROL 





ian wp to date. . 


UNLESS IT INCLUDES THIS NEW CATALOG! 


For more than 25% of 
PRODUCTION MAN HOURS 
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Here's the most comprehensive review of the materials handling function ever 
published by a supplier. Devoted to the axiom that “every firm has a Materials 
Handling problem,” this new Spaulding Catalog illustrates the kind of solutions 
that. can save you time, money and production man hours. 


Sead for your 


copy Uday 


SPAULDING FIBRE COMPANY, INC. e 310 Wheeler Sireet, Tonawanda, N. Y. 


SPAULDING FIBRE COMPANY, INC. 
310 Wheeler Street 
Tonawanda, New York 


Gentlemen: Please send one copy of the new Spaulding 
Materials Handling catalog, free of charge. 


Name—_____ a 





Firm 


Address_ 





oe ae eee 


Materials Handling Division, Dover, New Hampshire 
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Price is Only 

a Small Part of the 

Trichlorethylene 
Story 


The Efficiency of Your Cleaning 
Operation Is of Much More Importance 


Detrex Perm-a-clor is universally recognized as a premium 


grade solvent, selling at regular price. There is none better. 


Buying from questionable sources or the use of unproved 
solvent can result in an inferior finishing operation which 


actually costs money instead of saving it. 


One sure way to save real money on trichlorethylene is through 
an expert engineering analysis of the overall degreasing 
operation—your equipment, your methods, the proper 


instruction of your people. 


Detrex engineers have been making such operational studies 
for more than 30 years. In many, many instances they have set 
up a program that has reduced solvent consumption by 15% 
to 25%. They would like to help you. 


CHEMICAL INDUSTRIES, INC. 





Box 501, Dept. P-261, Detroit 32, Michigan 


Depend on DETREX for 

Every Metal Cleaning 

and Processing Need 

® PERM-A-CLOR NA 
(Trichlorethylene) 

* Solvent Degreasers 

® Ultrasonic Equipment 

© Industrial Washer 

© Phosphate Coating Compounds 

© PAINTBOND Compounds 

® Aluminum Treating Compounds 

© Alkali and Emulsion Cleaners 

© Rustproofing Materials 

© Extrusion and Drawing Compounds 

© Spray Booth Compounds 


World’s Largest Exclusive Producer of Cleaning Chemicals and Equipment 
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Calendar of Coming Events 





Feb. 22-24. The Material Han- 
dling Institute: Pacific 
Coast Show, Cow Palace, 
San Francisco, Calif. 


Feb. 23-26. Nationa] Office Fur- 
niture Association: Colise- 
um, New York, N. Y. 


Feb. 27-Mar. 3. National Associ- 
ation of Educational Buy- 
ers: 13th Purchasing Insti- 
tute, Charterhouse Motor 
Hotel, Alexandria, Va. 


Mar. 5-8. Lighting, Lamps & Elec- 
trical Manufacturers’ Sales- 
man’s Assn.: Third National 
Lighting Exposition and 
World Lighting Forum, 
Coliseum, New York, N. Y. 


March 6-8. American Manage- 
ment Association: Data 
Processing Conference, 
Statler Hilton Hotel, New 
York, N. Y. 


Mar. 11-14. Stee] Founders’ So- 
ciety of America: Annual 
Meeting, Drake Hotel, Chi- 
cago, Ill. 


Mar. 11-15. National Association 
of Secondary Material In- 
dustries: Annual Conven- 
tion, Fairmont and Mark 


Hopkins, San Francisco, 
Calif. 


Mar. 13-14. Steel Founders’ So- 
ciety of America: 59th An- 
nual Meeting, Drake Hotel, 
Chicago, III. 


Mar. 20-24. American Society 
for Metals: Western Metal 
Exposition and Congress, 
Pan-Pacific Auditorium, Los 
Angeles, Calif. 


April 7-8. District One, National 
Association of Purchasing 
Agents: Victoria, British 
Columbia, Canada. 


April 17-21. Office Equipment 
Manufacturers Exhibits: 
Coliseum, New York, N. Y. 


May 3-5. National Association 
of Educational Buyers: 40th 
Annual Convention, Chase 
Park Plaza Hotel, St. Louis, 
Mo. 


May 7-11. National Office Man- 
agement Association: Sher- 
aton Jefferson Hotel, St. 
Louis, Mo. 


May 24-25. American Iron and 
Steel Institute: Annual 
Meeting, Waldorf-Astoria 
Hotel; New York, N. Y. 


May 24-26. Electronic Industries 
Association: 37th Annual 
Convention, Pick-Congress, 
Chicago, IIl. 


May 25-26. National Society of 
Business Budgeting: Statler 
Hilton Hotel, Dallas, Tex. 


May 29-30. Canadian Purchas- 
ing Agents Association: 
86th Purchasing Confer- 
ence and Products Display, 
Royal York Hotel, Toronto, 
Canada. 


June 4-7. National Association 
of Purchasing Agents: An- 
nual Convention, Conrad 
Hilton Hotel, Chicago, Ill. 





of any nge of addi 
postal zone 


) 
allow 5 weeks for change to 





ress. Be sure to give old as well as 


SUBSCRIPTION nN star cl Ce CHANGE OF ADDRESS: Write to Coatetion 
Department, PURCHASING 205 East 42nd Street, New York 17, Y. 
Please oe title and company aHfillation in all correspondence. N Noti pa A us ae 


dress; include 


number, and new name and title. Enclose > ede label from 
recent issue, if conti. & Since ray Be labels are addressed in advance, please 
cha become effective. 
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INDUCTION - CONSUMABLE - LEADED 


THE 521 00 nous: 


PETERSON 
STEELS, INC. 


Union, N. J. - 


Detroit, Mich. - Melrose Park, Ill. 
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Grond Ropids i 


@ it’s a problem. Many companies each 
year are “outclassed” by their freight 
classifications — and waste thousands of 
dollars in shipping costs. In many cases, 
their own descriptions are at fault. If you 
have the uncomfortable feeling that this 
is happening to your company, you can 
do one of two things. Become an expert 
on classification yourself by drudging 
study of the “National Motor Freight 
Classification” manual. That’s the hard 
way, as you well know. 


Two ways to keep 
from being outclassed! 


Or, do as many other companies are do- 
ing and ship Interstate System, the motor 
common carrier whose people are trained 
to give you every advantage in the book. 
You can’t afford to be outclassed — and 
you won't be with Interstate System. Call 
the Interstate transportation specialist. 
He’s in the Yellow Pages. 

Interstate System: 23,000 miles of author- 
ity in 24 states, connecting more than 
9,000 points with direct, single-line service 
through 76 modern terminals. 


INTERSTATE SYSTEM 


MORE THAN A TRUCK LINE... A TRANSPORTATION SYSTEM 
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Purchasing Pointers for the Office 
a EE OE 


EXPLAIN THE RULES—Sometimes purchasing department rules and procedures 
seem pointless or too rigid to visiting salesmen. If you must do 
some things in a certain way, why not explain why in your welcome 
booklet. Hector Wright, The E. B. Eddy Co., Ottawa, has a section 
called "Purchasirg Give-and-Take" in his booklet. In clear and 
breezy fashion he explains company policy on visiting hours and 
visiting days and asks for supplier cooperation in two para- 
graphs titled "You Look Us Over" and "What Is the Status of Our 
Last Order?" "The response," he reports, “has been so 
enthusiastic as to strain our credulity." 





HOW URGENT IS THE NEED?—A well-known Southern P.A. uses a requisition 
coding system to determine how urgently material is needed. If 
the requisitioner checks Box A, the P.A. knows no effort or cost 
should be spared in filling the requisition—long distance calls, 
air freight, etc. are justified. Checks in other boxes indicate 
varying degrees of urgency. Requisitioners and buyers have been 
carefully indoctrinated in the use of the coding system—and 
woe to the one who asks for a "rush" when normal service would 
have been satisfactory. 





AN ARGUMENT FOR VENDOR STOCKING—Most purchasing departments are under 
pressure to cut inventories. Managements want carrying costs 
cut, and they need cash to carry larger stocks to provide better 
service to customers. It's logical to ask suppliers to carry your 
safety stock—but a little difficult to convince them. A possible 
clincher is to show them your large finished-goods stocks. "We 
protect our cuStomers with extra inventory," one P.A. tells 
them. "So why don’t you do the same for me on the material I buy 


from you?" The practical demonstration has worked successfully 
for him. 





FOLLOW-UP _PROCEDURE-A Pennsylvania P.A. has found this planned procedure 
and schedule very helpful in reducing confusion and increasing 
efficiency in purchase order follow-up: (1) Purchased stock 
items and those with less than one month lead time-acknowledg- 
ment follow-up will not be sent, delivery follow-up will be sent 
on Thursdays at buyer's discretion. (2) Purchased items of one 
month lead time—same as above, except delivery follow-up should 
not be sent before one month from date of order. (3) Purchased 
items of over one month lead time—specify acknowledgment follow- 
up on a Thursday one month from date of order; delivery follow-up 
will be sent on Thursdays at buyer's discretion. 








NOW. 


Miawest — 
MAKES 


BOTH! 


120 fully rein 


The world’s most 
complete line of 
welding fittings...for 
maximum flexibility 
in piping design 


am olelilt hms 


eo] Me ssl e) - 


SOLD THROUGH aimee «oval 
STOCKING DISTRIBUTORS : i) PRS oP 


FROM COAST TO COAST 


sb For More Facts Write No. 200 on Information Card—Page 32 





——C = 


Beware of 


Whom? 


PurcHASING MAGAZINE 


Fesruary 13, 1961 


EDITORIAL 





C 
ly THE PLACE of the outmoded and now socially destructive 


caveat emptor, there must be created an institutionally rein- 
forced basis for establishing a policy of caveat venditor.” 


This bold suggestion climaxed an attack on consumer adver- 
tising by Professor Colston E. Warne before the recent annual 
meeting of the American Economic Association. Prof. Warne 
argues that all information about prices and quality of goods 
offered by sellers should have the status of warranty and should 
constitute full disclosure. He also called for more and better 
standards of identity, safety, performance, and quality. 


Warne’s words are bound to arouse controversy, particularly 
since they seem to encourage further government intervention 
in business. But whatever their merits in respect to consumer 
buying, the professor’s observations should be a good reminder 
to everyone concerned with industrial buying of the real na- 
ture of the purchasing job. 


It’s an old maxim but a sound one that there’s no good sale 
without a good purchase. The refinement of industrial purchas- 
ing techniques in the past few decades has done as much to im- 
prove selling as any other single factor. The interaction of the 
seller’s efforts to become a sole supplier, and the purchasing 
agent’s efforts to get maximum value tends to purge each of 
misrepresentation and incompetence. 


In general, the buyer-seller relationship in industry needs no 
caveat imposed on it from the outside. It actually becomes social- 
ly constructive when both sides conduct themselves intelligently 
and aggressively. For their part, purchasing agents should real- 
ize the dangerous consequences of failing to recognize—or worse 
yet, ignoring—suppliers’ efforts to give less than full value. 


Consumers obviously do not have the specialized knowledge 
to differentiate between the claims put forth by the makers of 
the bewildering array of products available today. But purchas- 
ing agents must have that knowledge, or know where to get it. 
And their responsibility grows greater as our technology grows 
vaster and more complex. 


Our industrial progress is based in large part on the genuine 
competition that skilled buyers and sellers generate. When we 


let that disappear by default by calling in the government in 
place of buyer-seller negotiation, then we all indeed must beware. 


E> 
dil Vth 








By Dean Ammer, 
Executive Editor 
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e Recession lowpoint has been reached 
e See no change in inventory policies 
e Stock cutbacks put 


T ue turning point of one of 
the mildest recessions in our his- 
tory came sometime late in Janu- 
ary or early in February. It was 
about then purchasing executives 
decided their inventories of pur- 
chased materials were just about 
in balance. The liquidation that 
had been going on since June, 
1960 was stopped. 

This turning point won’t be offi- 
cially confirmed until March 15, 
at the earliest, when the Com- 
merce Department issues its pre- 
liminary report on sales, inven- 
tories, and new orders for Janu- 
ary. And it may not be known 
until April 15 when the February 
figures become available. Pur- 
CHASING Magazine can confidently 
name the turning point today be- 
cause it went to the best sourc« 
of all for information on inventory 
policy: the P.A.’s responsible for 
it. 

An overwhelming majority 
(79%) of the respondents to a 
PURCHASING survey on _ inven- 
tories feel stocks of major com- 
modities are currently just “about 
right.” Those who think stocks 
are “too low” (9%) are offset 
by those who consider their stocks 
“too high” (12%). Similarly 
20% of the respondents think 
that inventories are low, relative 
to current sales, and 18% think 
they are high. The rest (62%) 
think they’re about average. And 
the fact that 60% of the respond- 
ents expect no change in inven- 
tories in the next three months 
while exactly 20% think they 
will increase and 20% think they 
will decrease points to only one 
conclusion: there will be little 
change in purchased materials 
inventories in the next three 
months. 

If this is true, we can safely 
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pressure on P.A.’s 


conclude the recession is over. 
The reason: manufacturers’ in- 
ventories of purchased materials 
almost always start downward 
shortly before anyone realizes 
business is declining. And the in- 
ventory decline stops about the 
time the economy hits bottom. 
The 1957-58 recession is a case in 
point. Inventories of purchased 
materials started dropping in No- 
vember, 1957 when most general 
business forecasts were still fairly 


bullish. They hit bottom nine 
months later in August, 1958. 
During this period, durable goods 
manufacturers whittled down 
their stock of purchased materials 
by $1.2 billion and non-durable 
goods manufacturers cut theirs by 
$400 million. 

What will go down in history 
as the 1960-61 recession will be 
much milder. It won’t have lasted 
as long and the declines will have 
been much less severe. Purchased 


A Pessimistic View .. . 


The possibility of a fall strike in the 
auto industry will delay inventory re- 
building in numerous industries. That’s 
the forecast of economist Eliot Jane- 
way, president of Janeway Research 
Corp. He thinks that although the 
strike threat may buoy car sales, “it 
will do this at the expense of pro- 


duction. 


Eliot Janeway 


“Just as fast as auto strike talk 
speeds up the movement of cars from dealers to the public, 
it is bound to slow down the spring movement of steel, alumi- 
num, brass, glass, rubber, plastics, leather, paint and textiles 
from primary producers to auto plants,” says Janeway. “It also 
threatens to inhibit third quarter ordering for delivery after 
Labor Day.” (Present auto contracts expire August 31.) 

The economist points out that normally spring auto sales 
success would prompt steel and other auto suppliers to rebuild 
inventories. This year, however, he expects that sales stimula- 
ted by the strike threat will stop the purchase of steel and other 


materials by the auto industry. 


According to Janeway, “it’s already late in the day for any 
last minute spring speed-up in auto assemblies to be based on 
materials not already in inventory or in process.” 

He concedes, however, that increased spring car sales stim- 
ulated by the strike threat “will tend to correct the dangerously 
bearish auto industry situation.” 





P.A.’s Report on Inventories 


One of the best indicators of what lies ahead for business is the direction 
industry's inventory policy takes. Hardly anyone is better informed 
on inventory management than the purchasing executive. That's why 
the findings below based on a Purchasing Magazine survey of 2000 top 


purchasing people 


(1) Are you currently buying 
many of your major commodi- 
ties on a hand-to-mouth basis? 


If “yes,” how long do 
you expect this policy to 
continue? 


(2) Do you feel your current in- 
ventory of the major commodi- 
ties you use is: 


(3) What is the relation of your 
inventories to current sales 
(as compared with your usual 
position)? 


If you believe your inven- 
tories are too low, do you 
plan to increase them in 
the next three months? 


materials inventories of durable 
goods manufacturers hit a record 
$8.8 billion (seasonally adjusted) 
in March, 1960. The decline 
started in June when they dropped 
to $8.7 billion. By November, they 
had dropped to $8.0 billion and 
in April (when the February 
statistics are published) we will 
probably learn that the total de- 
cline has been about $1.0 billion. 
The more stable non-durable 
goods industries have scarcely ex- 
berienced a recession at all. Their 
stocks of purchased materials hit 
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are so important. 
yes 


no 


3 months 
6 months 
12 months 


more than a year 


too low 
about right 


too high 


inventories are low 
inventories are high 
about average 


yes 


no 


a peak of $9.1 billion in Febru- 
ary and didn’t start declining 
until August. Latest figures show 
non durable goods inventories at 
$8.9 billion—down a negligible 
$200 million since the recession 
began. The February figures will 
probably not be significantly dif- 
ferent from this. 

All the statistics we have used 
so far concern purchased ma- 
terials inventories, not total in- 
dustrial inventories. Readers of 
this magazine — industrial pur- 
chasing agents — are naturally 



































most concerned with management 
of inventories of purchased ma- 
terials. They rarely have direct 
control over in-process or finished 
goods inventories. But there is 
another reason why even econo- 
mists should be more interested 
in inventories of purchased ma 
terials than in total inventories: 
they’re a more reliable barometer 
of the business trend. 

When business turns down, 
what can management do? It 
would like to cut finished goods 
inventories but this is almost al- 
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(4) Are deliveries from suppliers 
prompt enough to make a 
tight inventory policy com- 
pletely safe? 


(5) To what do you attribute the 
general trend toward inven- 
tory reduction? 


(6) If you buy steel, do you think 
your current inventory is: 


In the next three months 
will your steel purchases: 


(7) From talks with suppliers, 
other purchasing executives 
and top management, what do 
you think will happen to in- 
dustrial inventories generally 
during the next three months? 


Do you believe the trend to- 
ward inventory reduction will 
eventually result in a frantic 
scramble for commodities as 
companies run out of stock 
at about the same time? 


ways impossible—at least in the 
early months of the downturn 
Typically, sales drop faster than 
production and managements find 
themselves in the rough situa- 
tion of holding increased finished 
goods inventories in a declining 
market. This is exactly what hap- 
pened last year. In fact, finished 
goods inventories haven’t stopped 
rising yet. Finished stocks of dur- 
rable goods manufacturers have 
increased by about $1.0 billion 
in the last year while those of 
non-durable goods manufacturers 
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inventories were too high 


the business slump 


it’s easier to get suppliers 
to carry inventory 


other 


too high 

about right 

too low 

increase 

remain the same 


decrease 


decrease 
stay the same 


increase 


are up about $500 million. 

However, durable goods in- 
ventories should level off and 
start declining in the very near 
future, right about the time that 
purchased materials stocks start 
rising. 


It's All Up to Purchasing 


So management must put the 
pressure on purchasing in a re- 
cession if it is to keep inventories 


in line. Purchasing must find 
ways to reduce purchased ma- 


terials and in-process stocks 






































enough to more than offset the 
larger finished goods inventories 
that are almost inevitable in a 
period of declining sales. Pur- 
chasing can cut purchased ma- 
terials stocks by buying in smal- 
ler quantities and by cutting sup- 
plier lead times; it can also help 
step up flow of in-process ma- 
terials by always having material 
on hand even with the most flexi- 
ble scheduling. 

During the current recession, 
purchasing responded to manage- 
ment’s demands to cut stocks 
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more rapidly than it ever has be- 
fore. One reason for this—cited 
by dozens of respondents to Pur- 
CHASING Magazine’s survey—is 
improved inventory management 
techniques. Data processing and 
rnodern reporting systems are 
speeding inventory data to pur- 
chasing executives for decision- 
making more rapidly than any- 
one would have dreamed a few 
years ago. For example, one com- 
pany that carries 35,000 different 
items in stock used to operate 
on a max-min basis. On the aver- 
age it carried stocks enough for 
three months’ usage. Now it gets 
complete weekly inventory re- 
ports from a computer. Not only 
can it get along with half the pre- 
vious inventory but the weekly 
status reports permit rapid shifts 
in inventory policy. As the ma- 
terials manager describes it, “if 
management says cut stocks 10%, 
we can have the cancellation 
notices in the mail in a week and 
by the following month we will 
have almost achieved our ob- 
jective.” 


Not the Complete Answer 


The stepped-up inventory re- 
porting process will not work both 
ways, however. While it may allow 
purchasing executives to adjust 
stocks more rapidly, it will not 
bring an equally rapid increase 
in demand for material. In other 
words, the end. of the recession 
will definitely bring an end to in- 
ventory reduction. But it won’t 
mark the beginning of a period of 
inventory accumulation. On the 
contrary, it permits purchasing 
executives to operate with tighter 
inventories than.ever. As one ma- 
chine tool company P. A. puts it, 
“Modern inventory management 
techniques permit us to hit a $22 
million annual sales volume with a 
$4 million inventory; ten years 
ago we would have needed a $6 
million inventory to support the 
same sales volume.” 

Computers and EOQ formulas 
haven’t been the only tools to 
cut stocks. One of the best ways 
to cut inventory is also the most 
old-fashioned: negotiation with 
suppliers. Now, more than at any 
time since the beginning of World 
War II, purchasing executives are 
relying on suppliers to carry their 
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Drive for Inventory Reductions 
Sparks New Industrial 


Buying Techniques 


“As a result of our current inventory 


program, we've 


learned many new 


ways to purchase,” says B.G. “Don” 


Lowe, 


purchasing agent for Risdon 


Manufacturing Company, Naugatuck, 


Conn. 


“For example,” he says, “some sup- 


pliers had been giving us a lower price 
if we bought three or four months’ 


B. G. Lowe 


supply of certain chemicals at one 

time. By asking a few questions we found we were able to get 
the same price for a one month supply, which let us cut our in- 
ventories and keep our investment at a minimum.” 

The inventory cutback has made Lowe more conscious of 
both the original cost and carrying cost of purchased items. 
“Sometimes in boom periods you take a lot for granted and de- 
velop some bad habits,” Lowe says. “But with conditions the 
way they are today, we’re constantly aware of the material in 
our plant and are making every effort to reduce our stocks.” 

“It's easier to get suppliers to carry inventories nowadays,” 
Lowe reports. “We've found many vendors willing and anxious 
to cooperate to help us reduce our stocks.” 

Lowe says his inventories—which have been reduced con- 
siderably in recent months—are sufficient for present business 
levels. “Of course,” he declares, “when business picks up, in- 
ventories will have to be extended. But | think that this time, 
we won't be off to the races as fast as in previous business 


recoveries.” 


inventories for them. 

Typical is the approach de- 
scribed by one chemical company 
P. A.: 

“We used to carry a separate 
safety stock of each item we used. 
Suppose, for example, we used 
12 valves a month, and it took 
us two weeks to process a routine 
order for the valves. We would set 
our re-order point at about 9 
valves to allow for two weeks’ 
usage and a safety stock of 3 
valves. Our average inventory 
was about 4 or 5 valves. Now we 
operate with just one valve in 
stock. We’ve set up a blanket or- 
der arrangement with our local 
distributor and he guarantees that 
he’ll carry certain minimum 
stocks. Whenever we use an item 
—for example, the single valve 
we carry in stock—we add that 
item to those scheduled for de- 
livery the following day. With this 


approach, we expect to operate 
hand-to-mouth indefinitely and 
our inventories will never be what 
they once were even if we should 
double or triple our sales.” 

Other P. A.’s — particularly 
those who must control large in- 
ventories of basic raw materials— 
can never be as successful as this 
in cutting inventories to the bone. 
But there’s no doubt that the 
trend is toward letting suppliers 
carry inventories for immediate 
delivery to customers. This may 
well be one of the reasons why 
finished goods inventories have 
continued to go up for a much 
longer period in the current re- 
cession than they did in the 1957- 
58 recession. 

In the buyers’ market of 1961, 
companies must carry inventories 
for their customers whether they 
want to or not—and they then 

(Please turn to page 170) 
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What's New 
MRO Supplies 


Tue WAY industry has gone 
all-out for automated and mech- 
anized equipment during the 
past few years has created prob- 
lems for both plant engineers and 
purchasing agents. Not only has 
it made the maintenance job more 
difficult, it has also made it more 
expensive. 

In many cases new types of 
equipment were placed in old 
plants. This meant that floors 
originally designed for only foot 
traffic and an occasional hand 
truck, now have to support a 
steady stream of powered lift 
trucks. At the same time exhaust 
systems now have to handle more 
corrosive fumes than before. To 
protect sensitive machinery and 
controls, buildings have to be 
maintained better to seal out dust, 
rain, and wind. 

Fortunately there are a num- 
ber of new products and materials 
available to lighten the load of 
the maintenance man. Although 
initial cost may sometimes be 





This article was adapted from a speech by 
Kenneth N. Banthin, plant engineer at 
the Visking Co., a Div. of Union Carbide 
Corp., delivered at the 12th Plant Main- 
tenance and Engineering Conference in 
Chicago. 
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Modern production methods are hard on buildings 


and equipment. However, new materials and prod- 


ucts can reduce costs by making maintenance easier 


and longer lasting. 


more than comparable older ma- 
terials, the new products often 
do a faster, better job and last 
longer. This can mean savings in 
the long run. 

Specifically, there are four new 
items that have a particularly 
wide application in maintenance 
through industry: epoxy resins, 
plastic rope, plastic films, and 
pressure-sensitive adhesives. Each 
can be used in many ways to 
improve the maintenance job and 
to reduce cost. 


Epoxy. Some of the most ver- 
satile maintenance materials are 
the epoxy plastic formulations. 
They are available in the plain 
resin-type materials or mixed with 
powdered stainless steel, alumi- 
num, or lead for special purposes. 
When the components are mixed 
in the proper proportions and ap- 
plied to clean dry surfaces, they 
can be successfully used to: 

Prevent nuts from becoming 
loose on shafts where lock wash- 
ers have failed; 

Fill in and tighten loose gear 
and pulley hubs on shafts; 

Fill in and hold in place ball 


bearings in end bells of a motor 


instead of boring and bushing to 
size; 

Seal around rivets on a tank in- 
stead of welding; 

Patch defective spots in plas- 
tic-lined or lead-lined tanks; 

Set electrical junction boxes on 
concrete and brick walls; 

Fill holes in ferrous and non- 
ferrous castings; 

Make jigs, fixtures, and nests 
to hold irregularly shaped parts; 

Patch water and process lines. 


Plastic Rope. Manila rope is a 
standard item used by mainte- 
nance riggers and millwrights. 
World War II popularized nylon 
cord but high cost prevented its 
general use. Now, rope made of 
high-density polyethylene has be- 
come available. It has about 114 
times the strength of manila, is 
unaffected by rot or mildew, 
floats on water, resists acid, is 
non-conducting, and remains flex- 
ible. It costs about twice as much 
as manila, but where rope is sub- 
ject to acid contamination the 
polyethylene version lasts so much 
longer that it actually ends up 
costing less. It comes in a variety 
of contrasting colors, including 
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Reinforced fiberglass panels are ideal for windows subject to breakage such 


as skylights. 


mulation, transmits light evenly. 


standard yellow and black for 


safety barriers. 


Plastic Films. Until a decade 
ago, maintenance men depended 
on traditional materials: metals, 
wood, concrete, fabrics and rub- 
ber. Now polyethylene films that 
are flexible and durable, are be- 
ing adapted to a multitude of 
maintenance uses, including: 

Material covers; 

Temporary building enclosures 
and windows; 

Vapor barrier membrane under 
floors; 

Concrete curing blankets; 

Pond and ditch liners; 

Barrel liners; 

Paint-can disc to prevent skin- 
ning; 

Bags for small parts; 

Drop cloths. 

These films are available in 2- 
and 4-mil thickness, and in widths 
up to 24”. They are light-weight. 
and easy to handle—1000 square 
feet of 4-mil film weighs less than 
20 pounds. 


Pressure-sensitive Markers. To 
reduce lost production time, main- 
tenance of automated equipment 
has increased the need for rapid 
and accurate identification of 
switches, pipe lines, equipment, 
and spares. Directional signs are 
needed to facilitate product and 
traffic flow. Painted and stenciled 
signs continue to be used for these 
purposes but are supplemented 
by newer materials. 

— Self-sticking industrial main- 
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A smooth translucent material, the fiberglass reduces dirt accu- 


tenance and safety markers are 
available in many sizes and con- 
form to American Standards As- 
sociation nomenclature. The signs 
are card-mounted and after re- 
moval of the adhesive backing 
may be attached to any clean 
surface. Pipe and valve markers 
of this type find extensive use in 
the process industries. 

— Plastic reflective traffic and 
directional markers are now avail- 
able at reasonable cost. They are 
readily attached to aluminum 
supporting plates to make at- 
tractive, long lasting signs. For 
special purposes pigmented epoxy 
and urethane coatings on heavy 
aluminum sheet provide excellent 
resistance to corrosive atmos- 
pheres. They are more durable 
than baked or porcelain enamel. 

—Colored pressure - sensitive 
plastic tapes provide at-a-glance 
identification of pipe and duct 
systems. The colored bands roll 
on dry and stick easily. They may 
also be used for lane marking and 
hazard striving of dangerous ob- 
jects. 

—A small hand-operated em- 
bossing machine may be used 
right on the job to produce self- 
sticking labels on vinyl, alumi- 
num, stainless, copper, or monel 
strips. 

In addition to these generally 
useful products there are a num- 
ber of new materials designed to 
improve and cut the cost of build- 
ing maintenance. When faced with 
the need to buy conventional 
building materials it is worth- 


while to consider some of the al- 
ternatives now on the market. 

Window modernization with 
new materials can give old build- 
ings new life and simplify their 
future maintenance. One of the 
most versatile replacements for 
glass is the translucent panel 
formed by soaking a dense blanket 
of fiberglass in liquid polyester 
resin. Fiberglass glazing offers 
these advantages: 

— Sheets show no tendency to 
crack when subjected to severe 
impact; 

—It transmits diffused light 
that eliminates shadow area; 

— Because dirt does not show, 
less window cleaning is required; 

—Sheets are safe—no hazard 
is experienced from broken frag- 
ments; 

—Sheets are easily cut with 
ordinary shop tools, and in side- 
lighting installations corrugated 
sheets will fit right over the metal 
or asbestos side walls. 

When glass breakage is fre- 
quent but transparency must be 
retained, acrylic sheet materials 
provide an economical replace- 
ment for glass. Where %” acrylic 
sheet is used in place of double- 
strength glass, the cost of glazing 
will be about 20% higher, but 
acrylic sheet resists considerable 
impact, twisting, and shock. 

Transparent, acrylic plastic 
domes offer a solution for the re- 
placement of the leaky and de- 
teriorated skylights. Stock sizes 
are available in the square or 
rectangular shapes. Also, these 
domes can be readily installed at 
any new roof location where day- 
light may be required. 

An important factor in the 
maintenance of an_ industrial 
building is the care of the ma- 
sonry structure. Caulking mate- 
rials compounded with butyl and 
other synthetic elastomers remain 
elastic and weather-resistant con- 
siderably longer than the older 
oleo-resinous materials. This pro- 
vides a more effective seal and 
less deterioration of steel sash. 

To keep out water, mixtures 
of from 3% to 8% of silicones in 
a mineral mines provide a sealer 
that can be brushed or sprayed on 
outside walls without changing 
the color or texture of the treated 
surfaces. Because of silicone’s low 
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Materials handling equipment gives a beating to factory and warehouse floors. A thin 
surface of epoxy mortar will provide a tough surface that resists both corrosion and wear. 


surface tension, it penetrates 
deeply into the surface away from 
the exposed face which receives 
a wearing action from dirt and 
rain. 

The rapid growth and adoption 
of mechanical handling equipment 
has subjected factory floors to 
services that were not contem- 
plated in the original design. Com- 
plete replacement with hardened 
or armored top floors are often 
not justified. Therefore, a num- 
ber of patching and overlay mate- 
rials have been developed. 

A latex modified portland ce- 
ment mixture is used for patch- 
ing or resurfacing over concrete, 
wood, or steel surfaces. It elim- 
inates most of the laborious and 
costly preparation required by 
older methods. Where grade does 
not have to be maintained, none 
of the old floor has to be removed. 
The new surface is strong, and 
has the resilience to endure the 
wear of traffic. 

Epoxy surfacing and patching 
materials are fast becoming the 
standard materials where chem- 
ical resistance or resistance from 
abrasion, wear, and impact are 
required. They are being used 
both to protect new surfaces and 


to repair corroded ones without Urethane coatings protect stacks and other metal surfaces from highly corrosive 


costly contracting jobs or long vapors. Applied as easily as paint, urethane coatings retain bright colors in- 
shutdowns. P END definitely. 
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R. A. Anderson, purchasing agent at Continental Airlines, 
Denver, Colo., has made an interesting variation on the 
standard punched card used as part of his company’s IBM 
inventory control system. The punched card is sent to the 
tabulating department, which leaves purchasing without 
a record of the transaction. To solve this problem Ander- 


son uses a card with a detachable 214 in. tab on the right 
side. Essential buying information (amount ordered, quan- 
tity on hand, previous price, etc.) is entered on the tab 
which is then removed and attached to the purchasing 
followup copy, so that purchasing has a complete record 
on hand. 


This article is one of a 
series illustrating and ex- 
plaining the use of various 
purchasing department 
forms. All forms that will 
be described in this series 
have been selected from 
representative purchasing 


organizations around the 
country. 
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How Japanese Industry Buys 


Senior Editor Stuart Heinritz recently returned from Japan, 
where he had spent three months as a purchasing consultant to 
industry. The project was part of the technical assistance pro- 
gram conducted by the International Cooperation Administra- 
tion, under the aegis of the U. S. State Department. It had been 
specifically requested by the Japanese, who bore approximately 
half of its cost. 

For American purchasing executives who read this report on 
Japanese purchasing, Mr. Heinritz has a word of warning: “It is 
a grave error to assume that our science of procurement has 
come up with the universal answers, and that it can be incorpo- 
rated bodily into any business system, anywhere. It works for 
us, often amazingly well. But take it out of the framework of 
American industry and transplant it into another business cli- 
mate, and somehow it becomes less appropriate and inevitable. 

“This is not to suggest that other nations’ business systems are 
wrong, or backward—only that they are different.” 


a een 
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By Stuart F. Heinritz, 


Senior Editor 


Ir WAS my privilege a few 
years ago to observe at first hand 
the industrial purchasing prac- 
tices in several other countries. 
In England, France, Germany, 
Holland, and Sweden I found 
variances in business customs and 
climate that set a distinctive stamp 
upon purchasing policies and 
methods. But in every case there 
was sufficient unity of purpose 
and pattern to provide a sound 
basis for a constructive interna- 
tional federation of purchasing 
associations, spearheaded by the 
Purchasing Officers Association of 
Great Britain. In other words, 
despite the variations imposed by 
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local business custom, there 
seemed to be a significant com- 
mon language of purchasing ap- 
plicable to all. 

In approaching my assignment 
in the Orient, I relied confidently 
upon this basic common language 
as the means for presenting west- 
ern concepts of purchasing science 
and adapting them to whatever 
framework of management and 
custom I might find. Forty-eight 
hours and two plant visits after 
my arrival, I knew the task was 
not that simple. I realized that 
Japanese purchasing men have 
problems that our buyers have 
never imagined, much less had to 
cope with. And I began to feel an 
enormous respect for what they 
have accomplished espousing the 
cause of scientific procurement 
within a complex and deeply 
rooted social-economic-industrial 
system that sets up formidable 
obstacles. 


Finding Common Ground 


Our project coordinator was Mr. 
Shiro Kameoka, an able and ex- 
perienced management consultant 
in his own right and a specialist 
in inventory management. He was 
familiar with a great deal of our 
literature on purchasing and had 
translated some of it for the bene- 
fit of Japanese readers, as well 
as authoring an excellent text 
on inventory methods. Nothing 
would have been more pleasing 
to both of us than if the American 
purchasing science I expounded 
had fitted neatly into their pat- 
tern. But he was realistic and 
frank enough to warn from time 
to time, “This would not work in 
Japan.” And he had his reasons. 
The fault lay not in the science 
itself, but in its discrepancies 
within the framework where we 
were trying to apply it—a system 
entrenched not only by long tradi- 
tion and usage, but by a highly 
successful record in world trade 
competition and in producing 
prosperity and profits. From first 
to last, ours was a challenging 
problem of adaptation. So for 
three months we worked and 
learned together, seeking areas 
of common ground upon which 
we could build toward more ef- 
fective purchasing practices. 

This attention to similarities is 
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the more constructive approach. 
But for better understanding by 
American purchasing men we 
must first catalog some of the 
significant differences with which 
we had to deal. 

Here, purchasing has been most 
closely allied with the production 
function, and one of our problems 
has been to procurement 
from the domination of manufac- 
turing considerations and prefer- 
ences. In the representative 
Japanese company, purchasing is 
bracketed with sales in a depart- 
ment of “General Affairs.” This 
creates a somewhat different sort 
of domination, for selling is the 
first objective. 

Japan’s great success in world 
trade is based on the principle 
of giving the customer exactly 
what he wants. This is also the 
rationalization for the product 
imitation that other nations find 
so annoying. But in the ordinary 
course of business, to secure and 
satisfy customers in many dif- 
ferent lands, it sets up a strong 
tendency to accept customers’ de- 
signs and specifications for even 
the most commonplace items, so 
that many products we normally 
handle on a basis of industry 
standards and mass production 
become a subject for custom-type 
manufacture. As a result, the 
industrial buyer is_ seriously 
hampered in his efforts to apply 
standardization, quantity buying, 
and inventory controls. 


free 


Purchasing Under Pressure 
Further, to land the order, the 


sales arm is inclined to make 
overoptimistic commitments as to 
cost and delivery, so that the 
purchasing branch (in the same 
department) is under constant 
pressures to attain these targets, 
not just in the general fields of 
cost reduction and adherence to 
schedules, but in repeated in- 
stances of specific orders. Finally, 
to give service in response to cus- 
tomers’ demands, however un- 
reasonable, it is not unusual to 
make changes and to break into 
production runs on short notice. 
So, while detailed planning and 
scheduling have been developed 
to a high degree, these skills are 
frequently forfeited to meet some 
unpredictable, immediate emer- 


Shipbuilding—a traditional Japanese 
industry, is in a slight recession de- 
spite the fact that the Japanese econ- 
omy generally is booming. 


gency demand dictated by sales 
policy. 

The net balance sheet resulting 
from this sales-purchasing organi- 
zation shows highly successful 
sales and extraordinarily difficult 
procurement. The wonder is that 
the balance has been achieved at 
all—and at a profit. 

At this point we should pause 
to discard the prevalent but out- 
dated notion that low-cost Japa- 
nese products reflect only shoddy 
materials and exploited labor. To- 
day’s typical Japanese plant in 
almost any of the major industries 
is a thoroughly modern establish- 
ment with first-rate facilities, 
both technical and manufactur- 
ing. It is rather well mechanized 
except for materials handling, 
where manual methods still per- 
sist to a considerable degree. It 
is equipped with the best avail- 
able tooling from American, 
British, and Central European 
sources as well as from skilled 
Japanese toolmakers. It has a 
high and sincere regard for good 
engineering and quality control. 
I saw automated production lines 
that compare well with anything 
we have to offer. 

For such exploitation as does 
exist, and which we piously de- 
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Wage scales are low—the average Japanese factory worker gets about $35 


per month. 


But fringe benefits—housing, commissary, commutation fares, 


medical care, recreation, vocational education, etc.—amount to substantially 


more than the basic wage. 


cry, the blame rests largely upon 
the greed of foreign buyers who 
continue to foster the myth. I 
saw one parts order from a 
reputable American concern spe- 
cifying the price to be 20 per cent 
of the lowest bid submitted by an 
American supplier. A counter- 
offer of 40 per cent had been 
summarily rejected. The matter 
was still being negotiated, but 
the Japanese seller was loath to 
turn down the business and his 
unhappy purchasing agent was 
plainly worried about his role in 
meeting that target. In our in- 
dignation over such “unfair com- 
petition” there is certainly room 
for argument over who is being 
unfair to whom. 


Fringe Benefits for Workers 


The oft-quoted salary scales, 
from top executive down to the 
lowliest worker, are of course 
far below our standards. We are 
apt to seize upon the isolated 
statistic that an average factory 
operative receives only about $35 
per month—in cash. But this 
again calls for some further ex- 
planation. The fringe benefits— 
housing, commissary, commuta- 
tion fares, medical care, recrea- 
tion, vocational education, year- 
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Fishing—a traditional industry. Japan’s 
annual catch totals around 5 million 
tons—the largest in the world. 


end bonus, savings and loan plans 
—are enormous, amounting to 
substantially more than the basic 
wage and increasing automatical- 
ly with seniority and number of 
dependents. Most important, em- 
ployment in these companies 
comprises a unique “lifetime com- 
mitment.” There are no lay-offs, 
no dismissals. In other words, 
there is a built-in social security 
system financed and administered 
wholly by the employer. Con- 
sequently the labor force is ex- 
ceptionally stable and generally 
content, while management volun- 
tarily accepts a paternalistic social 
responsibility and a  fixed-cost 
payroll item of very substantial 
proportions. 

Unfortunately — and this is 
where purchasing is affected— 
these conditions in the front-line 
manufacturing companies apply 
to less than 25 per cent of total 
industrial activity and working 
force. Due to the fixed costs of 
the lifetime commitment, man- 
agement hesitates to expand the 
scope of its operations and perma- 
nent payroll without excellent 
assurance that they will be kept 
fully occupied. So, for many com- 
ponent parts and a variety of 
auxiliary operations, the company 


looks to procurement by purchase 


from subcontractors, a unique 
group whose relationship to the 
prime manufacturer has no ex- 
act counterpart in our system. 
Under this predetermined 
make-or-buy decision, almost 
every sizable plant depends on a 
dozen to sixty or more such satel- 
lite enterprises located within a 
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Going up—a thermoelectric power plant. Because of the higher costs 


involved in developing hydroelectric plants, Japan is placing more 
stress on thermoelectric generating units. 


short radius adjacent to the plant 
—foundries, galvanizers, metal 
formers, upholsterers, boxmakers, 
or whatever else is needed. Some 
of these subcontractors are of 
reasonable size and capabilities, 
but many would be classified as 
distinctly submarginal. They may 
have one or two obsolete, poorly 
maintained machines. Methods 
and working conditions are likely 
to be primitive. They are staffed 
with underpaid second-rate labor 
unable to find permanent employ- 
ment under the lifetime commit- 
ment plan. They are often so 
weakly financed that raw mate- 
rials and working capital must 
be provided by the prime manu- 
facturer, and they have little hope 
of improving that status. Since 
80 to 100 per cent of their out- 
put goes to the single customer, 
they are truly captive suppliers. 
But by the same token, the pur- 
chasing agent is a captive cus- 
tomer, with no alternative choice 
of source. 

The subcontractors’ chief as- 
sets as suppliers are proximity 
and low cost. There is an accepted 
rule-of-thumb that a subcontrac- 
tor’s cost per machine-hour or 
per operation should not exceed 
40 per cent of the corresponding 
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Heavy industry—India is one of the markets 


for Japanese steam locomotives. 


cost in the buyer’s plant. It is 
not surprising that their service 
is grossly unreliable, entailing 
disproportionate expediting effort 
by the buyer. Quality-wise, the 
problem is equally great. In one 
such shop I saw eight men with 
mallets at a long bench, manually 
straightening defective parts as 
they came off a single malfunc- 
tioning wire forming press. 
Though they do their best to meet 
exacting quality requirements, re- 
jections or returns for rework- 
ing may run as high as 35 per 
cent or even more in extreme 
cases, so that the buyer has scant 
means of knowing to what extent 
his requirement has been filled 
even when the delivery has been 
made. This situation may be com- 
plicated further by belated in- 
spection, when parts are urgent- 
ly needed. Yet, more often than 
not, within the strict price limita- 
tions of the transaction and with 
alternate facilities generally com- 
mitted to some other company, 
the buyer has no recourse but 
to exert such pressures and offer 
such technical assistance as may 
be at his disposal, hoping for 
better performance next time. 

In the organization of a pur- 
chasing staff by commodity as- 


signments, one usually finds a 
“Purchasing Section No. 2”, as 
big as all the rest, devoted ex- 
clusively to dealing with subcon- 
tractors. The buyers’ attitude in 
this relationship may be some- 
what cavalier, applying the com- 
pany’s own sales policy that the 
customer must be served—and in 
this case the purchasing agent 
is the customer. He dictates the 
price and sets the delivery sched- 
ule. To encourage prompt and 
acceptable deliveries, there is 
much interest in setting up a sys- 
tem of price premium incentives 
and penalties depending on per- 
formance. It is likely to end up 
only with penalty deductions for 
a variety of shortcomings and 
withholding of payments as a 
matter of policy and custom. The 
subcontractor who collects a 
major part of his invoice billing 
within sixty days considers him- 
self fortunate. The idea of a cash 
discount for more prompt settle- 
ment of accounts evoked mild 
amusement. A few purchasing 
managers seriously argue that no 
supplier’s invoice should become 
payable until the purchased goods 
are actually put to use. 

With all this autocratic author- 

(Please turn to page 166) 
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Can You Analyze 
Transportation Values? 


One of the most fertile fields for cost reduction in purchasing 
— transportation — is being overlooked because of personal 


preferences and old habits. A critical look at how you ship 
and what you're paying may produce some surprising results. 


By Thomas F. Dillon, 


Associate Editor 


Any PROGRAM of value anal- 
ysis, whether it be concerned with 
the design of a part, the selection 
of a product, or the choice of a 
material, requires one factor—an 
open mind, All bars of convention, 
all limitations of the past must 
be pushed aside. 

This factor is particularly im- 
portant in the value analysis of 
a service. Being intangible, serv- 
ices are subject to personal pref- 
erences, “salesmanship”, and 
other influences that cannot be 
held up to the light and care- 
fully examined. This is especially 
true of transportation. The first 
step in analyzing transportation 
values is to ask yourself just why 
you are using your present group 
of carriers. The answers may sur- 
prise you. 

@ Are you using them because 


“Is one of the reasons you use your 
present carrier because an officer of 
your company went to school with an 
official of one of your carriers?” 
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the brother-in-law of your ship- 
ping clerk works for one of them? 
@ Perhaps an officer of your com- 
pany went to school with an offi- 
cial of one of your carriers? 

@ Are you using them because 
the salesman who calls at your 
office is a nice guy? 

@ Are you using them because 
they send you a nice big wall 
calendar each year? 

e Are you using them out of 


habit? 





“Each carrier you use should earn his 
keep—he should show unusual interest 


in servicing your account.” 


Other things being equal, any 
one of these motives could ex- 
plain the selection of a carrier. 
Other things are seldom equal, 
however, especially in transpor- 
tation. 

Each carrier you use should 
earn his keep by offering some- 
thing that few other carriers can 
offer. 


Lower rates, broad area cover- 
age, good damage-free handling 
of shipments, unusual interest in 
servicing your account, and a con- 
sistently good service are what 
you should get from a carrier. 
Examine your carrier objectively 
to see if he can qualify by meet- 
ing one or more of those stand- 
ards. If he cannot, find out why 
you are using him instead of a 
carrier who can help you. 

Next, carefully and objectively 
analyze your own attitude to- 
wards transportation. Sweep out 
the cobwebs. When was the last 


time you used other transport 


“When was the last time you used an- 
other type of transportation to move 


your goods? 


media to move your goods? If 
you always ship via motor car- 
rier, when was the last time you 
used rail? If you consistently use 
express, have you ever consid- 
ered air freight. Today, U. S. 
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scheduled airlines are handling 
more than four times the freight 
they were handling in 1950; dra- 
matic evidence that shippers are 
changing their 
habits. 
After this 


transportation 


objective analysis, 





“How much statistical data do you 
have in your files on transportation 
purchases?” 


put your transportation house in 
order. Is your department set up 
to do a decent traffic job? Do you 
have the transportation informa- 
tion you need readily available? 
Do you have a transportation fact 
card on each of your vendors, 
listing the name of his traffic 
manager, the name of the railroad 
serving your vendor’s plant, the 
names of the carriers your vendor 
prefers, the local office of the 
carriers, and whom you must con- 
tact to trace or expedite a ship- 
ment? The card should also in- 
clude standard routing instruc- 
tions given to the vendor and the 
normal delivery time from his 
plant to yours. 

How much statistical data do 
you have on file concerning your 
transportation purchases? How 
much transportation are you buy- 
ing, anyway? How much tonnage 
is involved? Where do your ship- 
ments originate? Such basic in- 
formation is essential when talk- 
ing to carriers about rate adjust- 
ments. 

Do you have comparative rate 
schedules available on the prod- 
ucts you purchase regularly? 
Every purchasing agent sends out 
requests for quotations, yet, no 
quotation is complete until the 
increment for transportation is 
considered. You must know this 
increment to be able to negotiate 
reductions with the carriers han- 
dling your purchases. Compara- 
tive rate schedules have the 
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answer. 

Do you know the minimum 
weights necessary to take advan- 
tage of rate differentials? Such 
factors are your responsibility, 
not the vendor’s, since he is pri- 
marily interested in filling your 
order as you placed it, not in tell- 
ing you how much you should 
order. 

Any program of transportation 
value analysis will sooner or later 
focus on the use of “premium 
transportation”. But a word of 
caution: whether or not trans- 
portation is premium depends on 
the circumstances. For example, 
air transportation is not neces- 
sarily premium transportation 
when total costs are considered. 
One of the country’s leading 
manufacturers of chain saws 
makes extensive use of air trans- 
portation. Reduced packing re- 
quirements, smaller inventories 
at his wholesalers, and faster 
service for his customers, have 
convinced him that the total sav- 
ings more than outweigh the high- 
er freight bill. 

For years a leading East Coast 
motor carrier had a rate up to 23 
cts./100 Ibs. under competition on 
shipments weighing under 2,000 
pounds. Service was comparable 
to that of other motor carriers 
operating in the territory. Those 
charging the higher rate often 
wondered why the low price car- 
rier did not get all the business 
under 2,000 pounds. He did get a 
good portion, but far from all of 
it. The reason he did not get all 
was that shippers and consignees 
were just not aware of the rate 
differential. They were using 
premium transportation whenever 


“Just because a vendor makes a prod- 
uct doesn’t mean that he knows how 
to describe it for freight classification 
purposes.” 


they failed to take advantage of 
the lower rates. How often do 
you use premium transportation? 

Find out. But don’t stop there. 
The next step is to determine why 
premium transportation was au- 
thorized and by whom. Most of 
the time, that person will not 
be aware that it is premium trans- 
portation. Was it the vendor? Had 
he been previously instructed on 
how to route your shipments? Did 
he follow those instructions? Or, 
did someone forget to place the 
order on time? Did someone fail 
to keep close enough check on 
inventory? There is always a rea- 
son and it is rarely a valid one. 
When normal transportation is 
then used, the savings will be 
large, and often, service will be 
just as good. 

Once you have analyzed these 
internal transportation elements, 
consider your relationship with 


“Does your vendor consider your busi- 
ness important enough to take the 
time to do something about reducing 
your freight bill?” 


your vendor’s traffic department. 
Recognize that it spends a good 
deal of your company’s money, 
money for which the P.A. is re- 
sponsible. 

Does your vendor have a traffic 
department? How competent is 
it? Does it describe materials 
properly, in accordance with the 
proper freight classifications? 
Does it use trade names? The 
right name is particularly impor- 
tant when shipping chemicals. 
Unless the commodity is described 
word for word and letter for let- 
ter, you are probably paying too 
much. A common practice is to 
charge the shipper the higher rate 
when in doubt. 

On whose authority is your ven- 
dor basing his classification de- 

(Please turn to page 164) 
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The Games Theory: 


A New Tool for P.A.'s 


N EGOTIATING a price with a vendor. Forward 


buying of a raw material when the price is rising. 
Choosing among alternate components with dif- 
ferent quality and prices. Make-or-buy decisions. 
Are these games? Few purchasing executives 
think so, and yet the theory of games may aid 
P.A.’s in making better decisions in these and 
other complicated problems which arise in 
purchasing. 

The theory of games was first invented by the 
late mathematician, John von Neumann, in 1928. 
It did not gain widespread interest, however, until 
1944 when he and Oscar Morgenstern published 
Theory of Games and Economic Behavior (Prince- 
ton University Press). Since then considerable 
literature has appeared on the topic. Substantial 
work has been done in applying it to military 
problems. The theory has provided a clearer un- 
derstanding of the factors involved in a wide 
variety of business situations, and there have been 
some direct applications to business problems. 

The necessary elements of a situation for game 
theory to be applicable are players, rules and 
payoffs. The rules prescribe what actions each 
player can take, and the payoffs give the values 
of the outcome to each player which will result 
from any combination of these actions. Game 
theory provides a method by which a player can 
analyze the game beforehand and decide what 
actions to take to maximize his payoffs. 

These ideas can be made clear with an illus- 
tration. Two companies, A and B, manufacture 
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By Dr. Spencer B. Smith, 


Manager Operations Research 
Semiconductor Division 
Raytheon Company 


hi-fi sets and sell them to a number of depart- 
ment store chains. A new model year is approach- 
ing and A and B must each make a critical deci- 
sion, the choice of an amplifier. Each company can 
purchase either a P or a Q amplifier to be used 
in their set. In addition, B has facilities to make 
its own amplifier, R. The economics of production 
are such that each manufacturer must decide on 
only one amplifier for the year. 

The retailers have strong and differing opinions 
on the relative merits of the various amplifiers, 
other features of the two companies’ sets, and 
which amplifier is most suitable for which set. 
The retailers will buy 38,000 sets this year alto- 
gether from both companies. But how this market 
is divided between the two will depend largely 
on their choices of amplifiers. 

If A were to make a detailed analysis of the 
market, he might wind up the payoff matrix shown 
in the table below. This shows what A’s sales 
would be for each possible buying decision made by 
A and B. For example, the table indicates that 
if A selects amplifier P, then his sales will be 
25,000, 27,500, or 10,000 units depending on which 
amplifier B selects. If B decides on amplifier Q, 
then the payoff matrix shows that A’s sales will 
be 27,500 units. Since the total market is fixed 
at 38,000 units, then B’s sales will be 38,000— 
27,500 or 10,500 units. 

Obviously, B would not stick with amplifier Q 
for long should A continue to use P. He would 
switch to R and A’s sales would then decline, as 
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the table shows, to 10,000 units. Similarly, if A 
selected amplifier Q, its sales would be but 12,500 
units if B selected P but would be 35,000 should 
B be so foolish as to choose R. 

B 


P Q R 





p -s...1. 278.1 38 
35 


A 





Q i268 41 2 





A strategy which calls for following one al- 
ternative course of action every time the game is 
played is called a pure strategy. Obviously A’s two 
possible pure strategies leave the company in a 
highly vulnerable position. 

It seems likely that A could improve on this 
situation by choosing P some years and choosing 
Q in others. If this choice is kept secret in any 
given year until it is too late for B to change its 
choice, A will then have a chance of doing sub- 
stantially better in certain years, say by selling 
35 if B chooses R in the same year A chooses Q. 

This is called a mixed strategy. In order to 
specify a mixed strategy we have to say what 
percent of the time A should choose P and what 
percent Q. Then A would, in any given year, 
decide on P or Q by some chance method of selec- 
tion which in the long run would give the percent 
decisions for P and Q specified in the strategy. 
By using a chance device such as a roulette wheel 
to make the choice each time, it becomes impos- 
sible for B to figure out, or learn of, A’s choice 
in advance. 

There are a number of ways of determining 
what A’s strategy should be. We will do it graph- 
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Optimum Mixed Strategy for A. 
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ically, as this demonstrates the process most 
clearly. 

Let x represent the fraction of the time A should 
choose P. Then the fraction of the time A chooses 
Q must be 1 — zx. First, we draw a horizontal 
scale for x ranging from 0 to 1.0 as shown in 
Fig. 1. Then we draw two vertical scales, above 
x = 0 and above x = 1.0. Above x = 0 we plot 
the three payoffs to A that will occur if A uses 
Q and B uses each of P, Q and R. Above x 1.0 
we plot the three payoffs to A if A uses P and 
again B uses each of B’s three possible alterna- 
tives. Finally, join each pair of points on the two 
vertical scales representing the same choice for 
B, and the graph is complete. 

Look at the left of the graph where x = 0, that 
is A chooses Q all the time. The lowest line across 
the graph at this point represents B choosing P 
which would result in limiting A’s sales to 12.5. 

Now move to the right to x = 0.3. At this point 
A will choose P 30 percent of the time and Q 70 
percent of the time. Since the line representing 
B’s strategy of using P is still the lowest line over 
x 0.3, it would still be B’s best strategy against 
A, but we can see that A’s position is improved. 
By reading across from the intersection of x = 0.3 
and the P line to the vertical, we can see that, on 
the average, A’s sales will be 16.25. This improve- 
ment occurs because in the long run A will sell 
25 30 percent of the time and 12.5 70 percent of 
the time, assuming that B sticks to P. A’s average 
payoff can be calculated as follows: 

0.3(25) + 0.7(12.5) = 16.25 

Moving further to the right we come to x — 0.6. 
At this point the P and R lines intersect and, on 
the average, A will sell the same amount regard- 
less of whether B chooses P or R or, for that mat- 
ter, alternates between the two in any way. Which- 
ever of these strategies B follows, we see that A 
can be sure of average sales of 20. If x is less 
than 0.6, B can reduce A’s average sales below 20 
by choosing P, and if x is greater than 0.6, B can 
again reduce A’s average sales below 20 by choos- 
ing R. Therefore, 20 is the highest average payoff 
that A can guarantee getting. B cannot reduce 
this by any choice of strategy using P and R, and 
we can see from the graph that if B was foolish 
enough to use Q, A would do better than this. 

This maximum sales that A can be sure of get- 
ting is called the value of the game. By following 
the optimum mixed strategy which we have deter- 
mined, A can be sure of getting at least an average 
level of sales equal to the value of the game. 

Summarizing, in the graphic method the opti- 
mum strategy and value of the game for A are 
determined by finding the highest point on the 
lines that bound the graph from below. 


B's Strategy 


B’s objective is to minimize the payoffs to A. 
Returning to the payoff matrix, some analysis of 
B’s possible choices will be fruitfull. Consider P 
and Q. if A chooses P then B would be better off 
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27.5 sales would have been lost to A. If A chooses 
Q, again B would have been better off to choose 
P than Q as the sales loss would only be 12.5 
rather than 20. No matter what A’s choice is, P 
would be a better choice than Q for B. Under 
these circumstances we say that Q is dominated 
by P, and B will never use Q. 

We can now deiermine B’s optimum strategy in 
much the same way we determined A’s. Let y 
be the fraction of times B chooses P and 1 — y 
be the fraction B chooses R. Then we draw the 
graph as shown in Fig. 2. 

For y = 0, that is B using R as a pure strategy, 
A could use Q and sell 35 leaving only 3 for B. 
B would also be in a poor position using Q ex- 
clusively. In this case, A could stick to using P 
and sales would always be 25 for A and only 13 
for B. 


B’s best strategy is determined by finding the 
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lowest point on the lines bounding the graph from 
above. This is the point where the lines for A 
using P and Q intersect at y —0.67. This means 
that B should follow a mixed strategy, choosing 
P and Q with the relative frequency of 2 to 1. 
The value of the game to B can be read from 
the graph and is sales of 20 for A. This means that 
if B follows the optimum mixed strategy just cal- 
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culated, A cannot increase average sales above 
20 regardless of what strategy A follows. B can 
guarantee having sales of at least 38—20 or 18. 
The value of the game is the same whether cal- 
culated from A’s viewpoint or from B’s, that is 
sales of 20 for A. 


We now have a complete solution for the game: 
B 
A’s 
P Q Odds 
P 25 3 


Q 12.5 20 35 2 
B’s Odds 2 0 1 
Value of the game = 20 








A 














The game we have just solved is called a two- 
person, zero-sum, 2 x 3 game. The 2 x 3 means 
that one player has two alternative plays and the 
other player has three. If we increase the number 
of actions each player can take, we make the com- 
putation more difficult, but there is no theoretical 
difficulty. 

Zero-sum means that one player’s winnings are 
equal to the other player’s losses. There is, for 
example, no “house” that takes a cut on every 
play. Many real business problems are not zero- 
sum. For instance, if a buyer drives his only sub- 
contractor for a component too low on price, the 
subcontractor may go bankrupt and the buyer may 
have to stop production because of a shortage. 
Both players lose. Unfortunately, game theory as 
yet cannot cope completely with this problem. 

Two-person means that there are two players, 
two opposing interests. Again in a real business 
situation there are often more than two players, 
all the competing firms in your industry for ex- 
ample. Here too, game theory runs into difficulties. 

Now we will turn to a situation illustrating some 
other aspects of game theory. Mr. Jones has an 
opportunity to buy either 1000 or 2000 pairs of 
galoshes for his haberdashery early in the fall at 
a bargain price of $2 per pair. 

If he buys 1000 and the winter turns out to be 
mild, he will sell 1000 at $5 and make a profit of 
1000 (5 — 2) or $3000. 

If he buys 1000 and the winter is severe, he 
will sell a total of 2000 pairs at $5 making up the 
remaining requirement by buying 1000 later at 
$4 per pair. Then the profit will be 2000(5)— 
1000 (2) — 1000 (4) or $4000. 

If he buys 2000 now and the winter is mild, 
he will sell 1000 pairs at $5 and will have to 
dispose of the remaining 1000 by selling to the 
Alaska Trading Co. at $0.50 per pair. Then the 
profit will be 

1000 (5) -++ 1000(0.5) — 2000(2) or $1500. 
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If he buys 2000 now and the winter is severe, 
he will sell all 2000 at $5 for a profit of 2000 (5 — 2) 
or $6000. 


The payoff matrix is as follows: 


Nature 
Mild Severe Minimum 





Buy 1000 3000 4000 3000 
Buy 2000 }1500 6000 1500 
Maximum 3000 6000 








Fig. IV 
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You will note that something new has been 
added. Down the right-hand side we have listed 
the minimum payoff in each row, and across the 
bottom we have listed the maximum payoff in 
each column. The largest figure in the minimum 
column or max min is 3000. The smallest figure 
in the maximum row or min maz is also 3000. 

Wherever the max min equals the min max, we 
have what is called a saddle-point. In this case 
the saddle point is at the intersection of Buy 1000 
and Mild. The solution is that both players will 
follow pure strategies. Jones should always Buy 
1000 and Nature should always be Mild. Then the 
value of the game will be 3000. 

The reasoning is that from Nature’s point of 
view, Severe is dominated by Mild. Therefore, 
Nature will always play Mild. Knowing that Na- 
ture will always play Mild, Jones should always 
Buy 1000 as this gives him a profit of $3000 as 
opposed to $1500 if he buys 2000. 

The solution is the same if we use the graphical 
method of analysis demonstrated on the first ex- 
ample. This is shown in Fig. 3 and Fig. 4. 

This approach to Jones’ problem is based on an 
improbable assumption. It assumes that Nature is 
employing intelligence to limit Jones’ profit on 
the galoshes. The approach can be defended by 
saying that it leads to a conservative course of 
action. Jones assures himself a profit of at least 
$3,000 even if Nature acts as if it were out to get 
him. 

This argument does not appeal to everybody, 
however. If Jones has no idea how Nature will act 
and does not like to assume she is working to 
foil him, he could be an optimist and choose that 
course of action which could lead to the biggest 
payoff. In this case, Buy 2000 would be chosen as 
it could lead to a profit of $6000 if the winter 
turned out to be severe. 

If Jones were a pessimist, he could simply 
choose that alternative where the minimum payoff 
was the greatest, assuming the worst would hap- 
pen. He would again choose Buy 1000 for its max 
min of 3000. 

A variety of other approaches has been sug- 
gested, but none are generally accepted as the 
best solution as is the case where players are 
human, intelligent and have opposing interests. 


Mathematical Expectation 


Unhappy with these approaches, Jones might 
consult the weather bureau and find that for his 
city, on the average, 40 percent of the winters 
are mild and 60 percent are severe. Now he can 
calculate the mathematical expectation associated 
with each of his alternatives. 

If he were to Buy 1000, in the long run his 
average payoff or mathematical expectation would 
be 

0.4 (3000) + 0.6(4000) — $3600 
If he should choose to Buy 2000, it would be 
0.4 (1500) + 0.6(6000) — $4200 
In the long run he will be better off by buying 
(Please turn to page 162) 
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What You Should Know 
About F. O. B. 


Many of the legal questions raised by readers concern trans- 
portation and shipping: “When does title pass?”; “Who is re- 
sponsible for damage?”; “Who initiates a claim?” are typical 
queries. Answers to questions of this type appeared in two 
articles published by PurcHasinc Magazine during the past year: 
“Legal Aspects of Transportation” (Mar. 14, 1960), and “What 
Is a Bill of Lading?” (April 11, 1960). However, of the many 
letters we receive relating to legal questions, four recent ones 
presented some highly pertinent questions about F.O.B. terms 
and their implications. The letters are reprinted here along 
with answers prepared by our legal editor, Albert Woodruff Gray. 


TENN + 


Dear Sir: 

Much disagreement exists 
among several members of our 
company as to payment for mate- 
rials received but which have not 
passed inspection. We would be 
very interested in knowing wheth- 
er the law provides for such sit- 
uations, or perhaps whether gen- 
eral business procedure dictates 
some ruling. 

As a specific illustration, let us 
assume that the base of an elec- 
tric sander is found io be defec- 
tive by our company inspector. 
After checking with the manufac- 
turer, the dealer who sold the 
sander to us on an F.O.B. de- 
livered basis states that the de- 
fective base will be replaced. Our 
question is simply whether pay- 
ment ought to be made in the 
interim, or may we reasonably 
defer payment until the defect has 
been corrected, something which 
may take three or four weeks. If 
we do withhold payment in such 
a case, do we maintain our right 
to discount the invoice based upon 
the date of receipt of the replace- 
ment, or does the invoice date 
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still take precedence? 
I. Jacobson, Purchasing Agent 
Nuclear Development Corp. of 
America 
White Plains, N. Y. 


e@ Answer. Under the terms of 
a purchase contract, unless other- 
wise specified, there is always an 
implied agreement that the mate- 
rial purchased will be of mer- 
chantable quality. Since in this 
case the vendor has contracted to 
deliver the material to you, he 
has not fulfilled the implied terms 
of his agreement until he has 
furnished at your receiving point 
an electric sander and base free 
of defects. Consequently, since he 
has not fulfilled his part of the 
bargain you are not obligated to 
fulfill your part and are under no 
obligation to pay for the sander. 

If the vendor has contracted 
with you giving certain percent- 
age discounts for payment with- 
in a specified time, commonly 
known as cash or terms discounts, 
he is obligated to fulfill this por- 
tion of the contract the same as 
any other. Since he would not be 


entitled to bill you until he has 
complied with his contractual 
agreements to furnish a sander 
free of defects delivered to your 
location his invoice is not legally 
effective until the replacement 
sander is received by you. There- 
fore you are under no obligation 
to pay until the replacement sand- 
er is received, and if you then 
pay within the time specified for 
the terms discount, you are legal- 
ly entitled to deduct such discount 
from the total sales price. As a 
matter of procedure you could 
request the vendor to furnish a 
new invoice to replace the one 
prematurely issued covering de- 
fective equipment. 


Dear Sir: 

Some disagreement exists about 
how we should handle the fol- 
lowing problem. 

A vendor ships goods to our 
plant F.O.B. his factory. The ship- 
ment is sent prepaid and the 
transportation charges are added 
to our invoice. We never receive 
the material. 

(1) Must we pay the vendor’s 
bill? 

(2) Who institutes tracing pro- 
cedures ? 

(3) How is 
volved? 

(4) When does title to mate- 
rial transfer to the buyer? 

Although you have printed arti- 
cles discussing these matters in 
general, we would like to settle 
this specific instance authorita- 
tively. 

M. Pollinger, Purchasing Agent 

TEK Bearing Co. 

Bridgeport, Conn. 


the carrier in- 
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@ Answer. To your first ques- 
tion, “Must we pay the bill?” the 
answer is “Yes”. Since you con- 
tracted with the vendor to pur- 
chase equipment “free on board” 
his factory, and since the material 
was placed on a carrier for delivery 
to you, it became your property. 
Thus the vendor has fulfilled his 
obligation under the terms of the 
purchase contract. Since you pur- 
chased the material F.O.B. his 
factory you had the privilege of 
selecting the carrier. If he as- 
sumed responsibility for selecting 
the carrier he would be liable 
only if he used unreasonable 
judgment in his selection. 

Question 2: “Who institutes 
tracing procedures?” Since the 
material belongs to you after it 
is placed on board the carrier it 
is up to you trace with the car- 
rier to locate the shipment. Many 
manufacturers and suppliers who 
sell their products F.O.B. shipping 
point institute the tracing of lost 
shipments. But they do this as a 
favor to their customers and not 
as a legal duty. 

Question 3: “How js the carrier 
involved?” The carrier is respon- 
sible for any loss occasioned while 
the goods are in his possession 
unless the loss was caused by an 


act of God. It is up to you to 
secure reinbursement for 
from the carrier. 

Question 4: “When does title 
transfer?” As stated in the an- 
swer to question 1, title transfers 
to the buyer when the material 
is placed aboard the carrier by the 
seller since the contact of sale 
specifies that the goods are sold 
F.O.B. the carrier at the seller’s 
factory. 

You can see why the F.O.B. 
point is important. It is of course, 
to the buyer’s advantage to make 
a contract F.O.B. the place of 
delivery rather than the shipping 
point. 

Who Selects the Carrier? 


Dear Sir: 

In a recent article your author 
points out that ordinarily the 
party who is obliged to pay the 
freight and who must stand any 
loss in shipment has the right to 
select the carrier. Yet continuing 
on, the author points out that 
where there is no agreement as 
to the mode of delivery and no 
direction by the buyer, the seller 
has no general right to deliver 
goods to a carrier selected by 
himself. I would appreciate it if 
you would clarify this paragraph. 


loss 


“The carrier is responsible for any loss occasioned while the goods are in his 
possession unless the loss was caused by an act of God.” 
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Whose responsibility is it to se- 
lect the carrier? 

Also, how is the F.O.B. point 
written in a purchase order when 
the seller allows the buyer a 
certain amount of the freight 
charges? As an example, when 
casters are shipped from the West 
Coast at a rate of $6.50 a hun- 
dredweight, the seller allows 
$5.50 per hundredweight. Are the 
terms then stated as F.O.B. our 
plant or are they F.O.B. shipping 
point? 

H. W. McCarthy, Purchasing 
Agent 

Crescent Metal Products, Inc. 
Cleveland, Ohio 


@ Answer. In a purchase, the 
party obligated to pay the freight 
has the privilege of designating 
the mode of shipment. If the mate- 
rial is sold F.O.B. the buyer’s 
destination, the seller must pay 
the freight and he therefore has 
the privilege of designating the 
method of shipment. If the mate- 
rial is sold F.O.B. the seller’s 
factory or warehouse, the buyer 
is obligated to pay the freight 
and consequently has the privilege 
of selecting the carrier. 

When material is purchased 
F.0O.B. shipping point and no 
means of transportation is desig- 
nated by the buyer, the seller 
does not legally have a right to 
choose a mode of shipment. How- 
ever, from the terms of the pur- 
chase order or past business the 
seller may have an implied con- 
sent to select the carrier. In many 
businesses the history of past op- 
erations forms a basis on which 
the vendor selects the carrier, 
even when the purchase is F.O.B. 
the shipping point. 

In your last paragraph you ask 
how the F.O.B. point should be 
written on a purchase order when 
the seller allows the buyer a part 
of the freight charges. We would 
suggest that terms equivalent or 
similar to the following be used: 
F.O.B. shipping point (preferably 
naming the specific point) , freight 
allowed at $5.50/cwt. 


Dear Sir: 

We would like a further ex- 
planation of why the shipping 
point and F.O.B. point should be 

(Please turn to page 168) 
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Products and 


ideas 


New Tubing Standards 
Cut Costs 30% 


N EW STANDARDS for hy- 
draulic steel tubing open the door 
to savings of up to 30% in mate- 
rial costs. For many applications 
that formerly required seamless 
tubing, purchasing agents can now 
buy welded tubing of the same 
size and grade of steel at con- 
siderably lower prices. 

Making this shift possible are 
the revised “Hydraulic Standards 
for Industrial Equipment” recent- 
ly adopted by the Joint Industry 
Conference (JIC). The new stand- 
ards place the use of welded car- 
bon steel tubing on an equal foot- 
ing with seamless steel tubing in 
hydraulic applications. 

At its Alliance, Ohio, plant, the 
Babcock & Wilcox Co. is already 
mass-producing welded tubing to 


Hydraulic Line 


the new standards employing tech- 
niques similar to those used in 
making high-pressure boiler tubes. 

Although the JIC standards 
were originally intended for the 
automotive industry, over the 
years they have been accepted 
by others—such as the machine 
tool, farm machinery, road build- 
ing and automated equipment in- 
dustries. Today, they are estab- 
lished and accepted in areas where 
rapid growth in the use of hy- 
draulics makes standards neces- 
sary. 

In adopting welded tubing on 
an equivalent basis with seamless, 
the JIC recognizes that there may 
be wide differences even in the 
same grade of welded tubing when 
produced by hundreds of different 


Tubing Prices 





30 
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Dollar Cost / Hundred Feet 


10 
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1 





0.D. % % Vp 
WALL 035 .058 042 


Tube Size 
in Inches 


l 1% 1% 
083 .109 120 


New JIC hydraulic standards make it possible to substitute welded carbon steel 
tubing for seamless. Graph shows wide difference in price between the two. 
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manufacturers. For this reason it 
has written strict specifications, 
which spell out the chemical and 
mechanical properties. A series of 
tests—tensile, flattening, expan- 
sion, and nondestructive electrical 
—are required. Dimensional tol- 
erances are close, as are those on 
the method of manufacture, work- 
manship, cleanliness, and packag- 
ing. Uniform dimensional charac- 
teristics, ease of bending, adapta- 
tion to various types of joining, 
and relatively low cost have led 
to its general acceptance. 

Manufacturers and users of hy- 
draulic equipment have not been 
hesitant about applying welded 
tubing. In fact, a number of users 
have been using welded tubing 
for years, having first established 
their own required specifications 
with the tubing manufacturers. 

Availability has been something 
of a problem. Only a relatively 
few of the many producers are, 
or have been, capable of making 
a welded carbon steel hydraulic 
line tube to JIC standards. Steel 
distributors and supply houses 
have been reluctant to stock weld- 
ed tubing to JIC standards for 
fear of adding to their overhead 
on slow moving items. 

The problem of availability, 
however, is rapidly being elim- 
inated as the acceptance of weld- 
ed tubing for hydraulic applica- 
tions grows. The problem of eco- 
nomics in stocking the tube is also 
rapidly disappearing, as more and 
more industries producing equip- 
ment on a production line basis 
turn to welded tubing to cut down 
over-all production costs. 
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Is the machine age coming to a close? 


We can make this intricate part without using a single die or 
jig, without cutting or drilling or milling or stamping or any 
other mechanical operation. 

All we do is expose a piece of photosensitive glass to a pre- 
cise pattern and a series of chemical etchants. 

Think of the savings in heavy machine investment! 

Putting ideas like this one to work is the business of our 
Industrial Components Department. Its men have an ency- 
clopedic knowledge of glass and the 35,000 products we 
make from glass. 

They put glass to work in the oil industry as a container for 
the explosives used to stimulate oil wells to new life. Unlike 
metal, the glass dices into millions of tiny pieces which pass 
through the well’s pumps and valves without damaging them. 

They put a special high heat resisting glass at the end of 
welding torch nozzles so that the welder can see his work 


surface clearly. 

Over the years they have helped to improve and cut costs 
on thousands of other people’s products by putting the myr- 
iad properties of glass to work. Like the men in all depart- 
ments of our Technical Products Division, they sell by solv- 
ing problems. 

More often than not they have the answer to what seems a 
difficult problem already in stock. If you would like a look at 
some of this glass and how it can be put to work, write for a 
copy of our Industrial Glass Bulletin, 1Z-1. Address: 9702 
Crystal Street, Corning, New York. 


CORNING TECHNICAL PRODUCTS 
A DIVISION OF CORNING GLASS WORKS 


industrial components e plant equipment e glass for optics, lighting, laboratories 


For More Facts Write No. 202 on Information Card—Page 32 
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shows you 
“HOW’’..: 


the widest choice of floor trucks 
in the world can cut your costs! 


For regular or “special” design floor trucks it pays to talk to Nutting 
first. Here’s why: no other company makes more models, sizes or 
combinations of equipment than Nutting. Many times items which 
you may find listed as “specials” with other makes are regular equip- 
ment in Nutting’s complete line. As a result you get “custom built” 
trucks at production line prices. You not only get overall lower prices; 
you also get the benefit of 70 years of experience, design “know-how” 
and modern manufacturing skills. To save valuable hours of your time 
and get the right equipment for your plant, talk to a Nutting repre- 
sentative first, for all your floor truck needs! 


Nutting makes over 1000 products, here are just 16 of them 


1-—_ 
a GT 
For ames and: Sy trucks upto : All types of dollies For sub-floor & 
finished products : 10, 


= 


= 
4 


9) CASTERS : || 
—alltypes : | 





, : demountable rubber : . : 
Trailers — up to : tired, solidrubber, - : 2 wheelers 
7,000 ibs. capacity : plastic & metal : : for freight 


Ibs. capacity : forboxes&cases : overhead drag lines 

















Products 





Battery Cartridge Gives 
250 Life Cycles 


A rechargeable flashlight bat- 
tery cartridge offers 250 life cy- 
cles. Cartridge fits all “D” two- 
cell flashlights and has a remov- 
able cap which permits recharg- 
ing to full capacity in fourteen 
hours in any A.C. 110 volt outlet. 
Each charge is said to give 50% 
more continuous light than the 
average flashlight battery. On this 
basis cartridge would pay for it- 
self after 60 rechargings and 
would save the cost of 190 sets 
of standard “D” cells. Of nickel 
cadmium construction, batteries 
are hermetically sealed for long 
life. Gould-National Batteries, 
Inc., NICAD Div., St. Paul 1, 
Minn. 

Write No. 20 on Information Card—Page 32 


Fastening Kit Provides 
Compact, Handy Aid 


Steel & aluminum =:  Draglinetrucks& - ’ : 
frames for 4 oun for palietiess : Non-tilt platforms— ; Shelf trucks for 
cases & cartons : handling : Wood & steel frames ; sub-assemblies 


| 
at 


Dollies for cylindrical : Triform & box trucks : “‘Auto-Load’ barrel : Tilt style platforms — 
& odd shaped items ~ for packages & bundles - & drum trucks : Wood & steel frames 








Dollar for dollar, feature for feature Nutting is your best floor 
truck buy. Write for your free copy of new Junior Catalog 59G. 


A Shure-Set fastening kit pro- 
vides a compact, handy aid for 
contractors and craftsmen. Kit 
includes one Shure-Set tool, one 
shock-absorbing hammer, 50 drive 
pins, 50 threaded studs, and a 
ADDRESS___ _ — §& deluxe metal carrying case. With 

citv¥__ this kit electricians, carpenters, 
eR TEE ETO aT CTT ce plumbers and other craftsmen can 
For More Facts Write No. 203 on Information Card 


NUTTING TRUCK & CASTER COMPANY 
254 Division Street © Faribault, Minnesota 
Please send copy of Junior Catalog 59G. 


NAME_ ’ 
COMPANY NAME_____ 








Faribault, Minnesota 








(Please turn to page 98) 
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“Acco’s New Hi-Pli Slings Handle like Hemp!” 


THEY'RE SO PLIABLE THEY STRAIGHTEN OUT WHEN RELEASED 


© They combine the pliahility of hemp and Hi-Pli slings, like all acco slings, are registered 
the strength of steel safe. This is your assurance that they have been 
@ They will handle nearly any lifting job quickly factory proof-tested at twice load-carrying capac- 
and easily ity before they are issued an acco tag and certifi- 
@ They won’t kink and will always hang straight cate of registration. 
when released te 
@ Completely free of crankiness, they’re the kind Ask your distributor 
of slings your men like to work with about Hi-Pli slings now—or write 
The amazing pliability of Hi-Pli slings comes as af WA uhes-Barre, ru, for a 
: é new Catalog 10 which lists the 
from ACco’s arrangement of six ropes around strengths and weights of the full 
one. They have patented Dualoc endings which 4-_pjj, Strand-Laid and Braided 
double-lock the sling ends. They have a durable, Sling lines plus information about 
clean Galacco finish which resists rust. ACCO attachments and fittings. 


HI-PLI Sats" 


Wire Rope Sling Department » American Chain & Cable Company, Inc. 


Atlanta, Chicago, Denver, Houston, Los Angeles, New York, Odessa, Tex., Philadelphia, Pittsburgh, Portland, Ore., 
San Francisco, Bridgeport, Conn. ¢ In Canada: Dominion Chain Company, Ltd., Niagara Falls, Ontario 
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REVERE COPPER 

Plate and Tube fabricated by 
Matt Corcoran & Company 
into whiskey refinement 
distillation unit for 

Joseph E. Seagram & Sons, Inc. 











NIMS “to be sure” 


for its new 


ON these pages, you see what is known in distilling as a 
“doubler”. Doubling is further distillation of beverage 
spirits in a ‘“doubler” or copper kettle to acquire an addi- 
tional degree of refinement. Coupled with a larger capacity, 
this doubler offers a distinct advantage—a larger distillation 
cycle resulting in a greater uniformity of product. These 
are some of the reasons for the consistently fine quality 
of Seagram products. 

This doubler was fabricated in three sections which were 
transported on flat-bed trucks from the copper-smithing 
plant of Matt Corcoran & Company, Industrial Boulevard 
in Louisville, Kentucky to the port of shipping at Aurora, 
Ind. From there, they were trucked to the Joseph E. Seagram 
& Sons, Inc. Distillery at Lawrenceburg, Indiana. 

In order to install the doubler it was necessary to remove 
the roof from a distillery building. Once in the building, the 





used RE VE 
“Doubler’’. . 


three sections were welded together, and the roof was replaced. 

Revere Copper was selected for the doubler because the 
inherent characteristics of man’s oldest metal have proved 
superior in distilling fine whiskey. It does not react with 
alcohol and a wide variety of other liquids and gases. 

And, as to the advantages of working with copper, 
Matt Corcoran & Company, who has been working with 
this metal for over a half century has this to say, “Copper 
is extremely easy to work into any desired shape or design, 
it conducts heat quicker and with greater uniformity than 
any other commercial metal, and is quickly and economically 
welded by modern methods. This latter characteristic of 
copper was particularly important in the Seagram installation. 
In this case the three-section doubler had to be welded 
together under conditions where there was barely room for 
a man to get between the sides of the vessel and the walls 


ced 


of the building in which it was installed.” 

And, it was because of these same superior characteristics 
that copper was used in the interior of the doubler in the 
form of Revere Copper Tube . . . 1,000’ of 4’’ O.D. 

It is jobs such as this doubler that have given Revere the 
background of experience that can prove valuable in the 
solution of your particular metals problem . . . whether it 
involves copper, brass, aluminum, or any one of their alloys. 


REVERE 


COPPER AND BRASS INCORPORATED 
Founded by Paul Revere im 1801 


230 Park Avenue, New York 17, N. Y. 


Sales Officesin Principal Cities. Mills: Rome, N.Y .; Baltimore, 
Md.; Chicago and Clinton, lll.; Detroit, Mich.; Los Angeles, 
Riverside and Santa Ana, Calif.; New Bedford and Plymouth, 
Mass.; Brooklyn, N. Y.; Newport, Ark.; Ft. Calhoun, Neb 
Distributors Everywhere. 


be 


(left) LOWERING BOTTOM SECTION of the doubler into position. (above) —TOP SECTION OF DOUBLER is fitted into place. You can readily see why it was 
necessary to remove roof prior to installation. (above right) —TOP SECTION OF DOUBLER being removed from flat-bed truck and, placed aboard barge 
preparatory to trip to Aurora, Indiana, from where the three sections were trucked to the Joseph E. Seagram & Sons, Inc., Distillery at Lawrenceburg, Indiana. 
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For More Facts Write No, 205 on Information Card—Page 32 
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ROUTINE? 


WE NEVER HEARD OF IT 
AT WROUGHT WASHER 


Close to 75 years of manufacturing one type of products... washers 
and stampings ... has helped us gain a reputation as an old 
company with young ideas. 


One of them is that no matter how large or how small a company 
is, the job of manufacturing and selling its products should never 
be routine. 


We enjoy making better washers and stampings. We are proud 
of being the world’s largest producer of washers, but we don’t 
boast about it. 


We believe that shrewd purchasers of our types of products like 
to buy from us because we are constantly trying to improve what 
we make... and make doing business with us an enjoyable experi- 
ence. We have tried, with gratifying success, to instill this concept 
of better products and better service in everyone who works for us. 


Milwaukee Wrot Washers consistently maintain first place in sales 
volume. We suggest that whenever you need washers or stampings 
of standard or special types, or quotations, you call on us... first. 


PURCHASING PERSONNEL .. . Free samples available. Request on your 
letterhead, mentioning types of washers your company uses most frequently. 


Ww /2/6061 /NP 


ff 


74 WROUGHT 
of WASH ER wcrc. co. 


2101 S. BAY ST., MILWAUKEE 7, WIS. * SHeridan 4-0771 ¢ twx MI 277 


WORLD’S LARGEST PRODUCER OF WASHERS 
For More Facts Write No. 206 on Information Card—Page 32 


MILWAUKEE 
WROT WASHERS / 
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(Continued from page 94) 


perform over 100 different fasten- 
ing jobs, setting studs into thin 
steel or concrete with a couple of 
hammer blows. Ramset Fastening 
System, 289 Winchester Ave., 
New Haven 4, Conn. 

Write No. 21 on Information Card—Page 32 


Intermediate HP Ratings 
Match Motors to Pumps 


Twelve intermediate ratings 
permit selection of correct hp 
to match a particular hydraulic 
pump’s performance curve. Over- 
motoring is now unnecessary. 
Polyphase motors are available 
in drip proof and totally enclosed 
construction, with frame sizes 
from 182 through 365-U. Units 
come in following hp ratings: 
2-42, 4, 6-%, 8-34, 12-2, 17-'%, 
22-12, 27-42, 32-12, 35, 37-2 and 
45, as well as conventional rat- 
ings from % through 60 hp. 
Reuland Electric Co., Alhambra, 
Calif., or Howell, Mich. 

Write No. 22 on Information Card—Page 32 


Special Glass Comes In 
Factory-Assembled Units 


Heat resistant, glare-reducing, 
and safety glass is now available 
in pre-assembled units. Sections 
may use 3/16”, 7/32” or %4” crys- 
tal sheet or %” plate glass, clear, 
heat absorbing, or glare-reducing, 
with 44” or 4%” air space between. 
Specialized units can be made of 
tempered, safety, and bulletproof 
glass for observation windows in 
environmental chambers, indus- 
trial ovens, reactors, and control 
buildings. National DU-O-PANE 
Corp., 21 Grattan St., Brooklyn 
6, N. Y. 

Write No. 23 on Information Card—Page 32 
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| Heres what DIAMOND Rotter chain's 
HIGHER HORSEPOWER RATINGS 
| ‘mean to you 


DIAMOND CAIN Cemraey, | mc, 
eee 


manatee | amen © 


Write for New DIAMOND 
CATALOG No. 760 


Just off the press. DIAMOND Stock 
Roller Chain, Sprocket, and Coup 
ling Catalog No. 760 gives all the 
new horsepower ratings. Catalog 
760 also contains full data on four 
important new DIAMOND Roller 
Chain Products: Micropitch, Dura- 
Weld and Tuf-Flex chains and Hi- 
Cap flexible couplings. 





For Example: 


Former ratings for 1 inch pitch roller chain permitted sprocket speeds up to 
1160 RPM, whereas the 
rated horsepower capacities formerly did not exceed 49 HP, whereas the new 


new ratings include speeds up to 2800 RPM. Similarly, 


ratings exceed 150 HP. New, higher ratings mean that DIAMOND roller chains are 
capable of more work, will last longer (thus, cost less to operate) than heretofore 
considered practical. You now have more opportunities to specify high-efficiency 
DIAMOND Roller Chain drives. .. both in new equipment designs and in modifica- 
Write today for new DIAMOND Catalog No. 760. 
It contains all the new ratings as established by the Association of Roller and 
Silent Chain Manufacturers, of which DIAMOND is a charter member. 


tions of existing equipment. 


DIAMOND CHAIN COMPANY, 
A Subsidiary of American Steel 
DEPT. 521 * 402 KENTUCKY AVE. 
INDIANAPOLIS 7, INDIANA 


INC. 


Foundries 





If it’s made of 
WIRE 
get in touch with 
FASFORM 


Just tell us what you need, and if it 
can be formed with wire we'll give 
you a blueprint and a cost estimate. 
Write Fasform Formed Wire Products 
Division, Heller Roberts Manufactur- 
ing Corp., 6115 Carnegie Ave., Cleve- 
land 1, Ohio. 


Products 





Motion Detector 
Gives Maximum Security 


A motion detector is designed 
to provide maximum security at 
lower cost. Fail-safe system is 
simple to install and simple to 
maintain. It saturates area as 
large as an acre or as small as a 


several miles away. Entire system 
operates from ordinary 110 volt 
AC power, with emergency stand- 
by power supply available as 
an accessory. Singer-Bridgeport, 
Singer Military Products Divi- 
sion, 915 Pembroke St., Bridge- 
port 8, Conn. 
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High Speed Steel 
Increases Tool Life 


A recently developed grade of 
high-speed steel is designed to 
provide greatly increased tool life 
in machining hard-to-cut metals, 
including stainless steels, super 
alloys and titanium. Steel can be 
heat treated to Rockwell “C” 67 
to 69. On hard-to-machine metals, 
it is said to outperform other 
high-speed metals and increase 
tool life two to four times. In 
cutting more normal materials, its 


vault with pattern of radio fre- 
quency energy. Any motion is 
instantly transformed into audible 


For More Facts Write No. 208 and visual alarms at control sta- 
on Information Card—Page 32 tion, which can be as much as 


HELLER ROBERTS 


Manufacturing Corporation 


use permits increases in speed, 
feed or depth of cut. Crucible 
Steel Company of America, Pitts- 
burgh 22, Pa. 
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Now—EASTERN’S Flying Freighters offer 


OVERNIGHT . 
DELIVERY 


New York—Miami—San Juan 
New York—Atlanta—New Orleans—Mobile—Houston 
Chicago—Atlanta—Miami—San Juan 
@ Reserved space on every Freighter flight. 
@ Pressurized and temperature-controlled. 


@ Flights daily except Saturday and Sunday nights. 4 
@ Pickup and delivery service available. 


in addition, Eastern offers freight space on over 400 daily passenger 
flights —including DC 8-B Jets and Prop-Jet Electras—to 128 cities | 
in the United States, Canada, Bermuda, Puerto Rico and Mexico. 


For Information and Freight Reservations, call your 
Freight Forwarder, Cargo Agent or Eastern Air Lines. 


EASTERN AIR LINES a 
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one stop 
gift shop 

















all that’s new in 
gleaming stainless steel 
in one exciting display 
There’s something new in your favorite 


store. It’s the Stainless Stee] Shop. 
The latest in gleaming Stainless 








kitchenware, tableware, utensils and 
appliances are all gathered in one 

place for easy, beautiful selection. Carefree 
Stainless Steel makes a welcome present 
for a friend and for yourself, too. 


McLouth Steel Corporation > \ 


Look for the STEELMARK 


Detroit 17, Michigan ee a 


MCLOUTH STAINLESS STEEL 





And here's where we package 


the savings we make since 
we Switched to Bostitch 
in our shipping room 


You'll be pleased to put the money you save in your 
shipping room into the profit side of your ledger. And 
one of the best ways to do this is to switch to Bostitch 
stapling. Hundreds of case histories in our files prove 
that substantial savings can be made in time, space, 
and materials when you change to Bostitch. 

How is this possible? First of all, staples often cost 
less than other fasteners. Many times, you can use a 
lighter carton and save on freight costs. Damage re- 


Fasten it better and faster with 
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sistance can be increased, too. Space is saved because 
you can store cartons flat until you are ready to use 
them. And hardly any skill is required to operate 
stapling machines. 


A Bostitch Economy Man may tell you how you 
can make savings with stapling in your shipping room. 


In fact, he'll gladly set up an in-your-plant demonstra- 
tion to prove the point. He’s listed under Bostitch in 
your phone book, or you can write to the address below. 


BOSTITCH 


STAPLERS AND i a ee 


722 Briggs Drive, East Greenwich, R. |. 


For More Facts About Ad 
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No bake-out for wet motor: This Super-Seal 
motor, installed in a low-lying work room 
of a Connecticut paper mill, has repeatedly 
been under 5 to 6 feet of water. When the 
flood water recedes, the motor goes back 
into service without costly, time-consuming 
“‘bake-out.”” Poxeal and Silco-Flex insula- 
tions, used in Super-Seal motors, are im- 
pervious to moisture, dust, dirt, oils and 
most acids and alkalies. 


Vv 


ee: 





Ideas and news 


Why scrap something when you could be selling it! Helping you produce first-rate 
profits from throw-away fines is the specialty of the A-C continuous compacting 
process. Up to 70 percent recovery of waste fines—from coal to cereal—is re- 
ported by users of the process. Waste material is compacted into slabs. Then it’s 
flaked or granulated into saleable products of consistently high quality. Doesn't 
this suggest some profit-recovery ideas for your plant? 


4 


So low, two fit where one used to 
go: SpaceMaker control center is 
the first completely new 2- to 5-kv 
motor controller in more than a 
decade. Its compact, two-high de- 


sign cuts floor space in half. New 
flame-retardent, track-resistant 
Super Pyro-Shield insulation re- 
duces controller size and weight, 
adds to reliability. Full drawout 
construction makes this the saf- 
est, most accessible controller 
available. The door cannot be 
opened unless the contactor is 
disconnected with all “‘live’’ con- 
nections isolated. One man can 
roll the contactor carriage out of 
the enclosure for obstruction-free 
inspection and maintenance. Con- 
tacts are completely accessible for 
inspection and maintenance by 
simply lifting out arc chutes and 
barriers and rotating the pole 
pieces. The SpaceMaker control 
center is designed for squirrel- 
cage, wound-rotor and synchron- 
ous motors to 2500 hp at 4-5 kv 
and 1500 hp at 2.3 kv. Walk-in 
Shelter-Clad enclosures available 
for outdoor installation. ® 





Which one of these productive ideas could 
be working for you? 


A process that converts waste into profits . . . a high-voltage motor control 
center . . . open motors impervious to water. These examples demonstrate 
the extra value that is standard with A-C .. . the greater efficiency and the 
added productivity which are yours when you buy A-C products, systems and 
services. Call your Allis-Chalmers representative for details on A-C “worth- 
more” features. Or write Allis-Chalmers, Industrial Equipment Division, 902 
South 70th Street, Milwaukee 1, Wisconsin. 


A-C INDUSTRIAL EQUIPMENT DIVISION: motors, control, rectifiers, pumps, com- 
pressors, crushers, mills, screens, kilns, industrial systems. 


OTHER A-C PRODUCTS: thermal, hydro and atomic electrical generating 
equipment, electrical distribution equipment, water conditioning equipment, trac- 
tors, earth-moving equipment, engines, lift trucks. A-1401 


SpoceMaker, Pyro-Shield, Shelter-Clod, Super-Seal, Poxeal and Silco-Flex are Allis-Chalmers trademarks. 


ALLIS-CHALMERS 





COTTON* CHECKS OUT 
IN GROCERY CHAIN 


*Cotton toweling supplied to Millers 
Super Markets by Hamilton Towel 
Supply, Denver, Colorado 


@ A division of the National Tea Company, Millers Super Markets include 
38 stores and warehouses serving the Denver, Colorado Springs, Pueblo, 
Greeley and Cheyenne areas. For maximum operating efficiency, high em- 
ployee morale and good customer relations... sure, simple methods of neat 
housekeeping are essential. 

Every washroom throughout the Millers chain is equipped with cotton 
toweling —and has been for a number of years. It not only assures the clean- 
liness and litter-free atmosphere so necessary to a successful food operation 
—but also saves valuable storage space and eliminates plumbing problems. 
At no additional cost! 

Why not find out about cotton towels and toweling for your business? Write 
for free booklet to Fairfax, Dept. S-2, 111 W. 40th St., New York 18, N. Y. 


Here’s How Linen Supply Works... 


You buy nothing! Your linen supply dealer furnishes 
everything at low service cost—cabinets, pickup and 
delivery, automatic supply of freshly laundered towels 
and uniforms. Quantities can be increased or de- 
creased on short notice. Just look up LINEN SUPPLY 
or TOWEL SUPPLY in your classified telephone book. 


Clean Cotton Towels... 
Sure Sign of Good Management 


Fairtex. Towels &: 


x7 Lt 
WELLINGTON SEARS COMPANY, 111 WEST 40TH STREET, NEW YORK 18, N.Y. 
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Special Purpose Apparel 
Bans Lint, Static 


\ 

\ 
LA 
\, o 1 > 
aa B a 
A Dacron blend that is acid-re- 
sistant, lint-free and static-free is 
used in work clothing specially 
designed for work in corrosive 
areas, clean rooms and hazardous 
operations. Line includes styles 
for men and women, in coveralls, 
lab coats, shirts, trousers, dresses, 
slack sets and caps. Special pur- 
pose clothing is of particular im- 
portance in such fields as missile 
manufacturing, electronic guid- 
ance systems production, semi- 
conductor manufacturing, and nu- 
clear energy field. Where the ulti- 
mate in coverage is needed, styles 
featuring wrist- and ankle-hug- 
ging cuffs and hoods provide 
effective over-all lint-containment. 
Worklon, Inc., 253 W. 28th St., 
New York 1, N. Y. 
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“It's my lucky day, only two purchase 
orders were marked ‘rush!’” 


PURCHASING 





No capital needed 
to increase 


your manufacturing Capacity! 


NOW, WITHOUT A 


Kearney & Trecker Contract Division 
PAYROLL INCREASE, 


offers complete metalworking 


facilities: 
YOU CAN ADD 


PLANNING — 
491 MACHINE TOOLS 
LAYOUT — almost any size part 
TO YOUR 
MILLING — 
MANUFACTURING 


complete production engineering service 


naturally, unequaled anywhere 
OPERATION TURNING — 


tool room, engine, turret, automatic 


BORING — smallest to the largest 
PLANING — 


unos 


vod 


castings to 7 ft. square — 30 ft. long 
TOOLING — 


all types, latest techniques 
GRINDING — 


complete facilities for all types 
GEAR CUTTING — 


any type, almost any size 

HEAT TREATING — all modern methods 
ASSEMBLY — one unit or thousands 
CLEANING — all modern methods 


QUALITY CONTROL—the best anywhere 
PAINTING, HANDLING, 


CRATING, SHIPPING 


In other words, you furnish the print 
Send for this 


— we deliver the finished part or ma- 


chine, in any quantity, to suit your 
requirements. 
fact-filled booklet... 


Contract Division 
write to... KEARNEY & TRECKER CORP. 


6800 W. NATIONAL AVE., 
Fesruary 13, 1961 





MILWAUKEE 14, WIS. 
(or phone GReenfield 6-8300... direct Distance Dialing Code No. 414) 
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EXIDE POWER PACKAGE 


Exide Industrial Marketing Division, The Electric Storage Battery Company, Philadelphia 20, Pa. (esa) 





THE NEXT BIG STEP IN POWER ECONOMY 


You’re going to get a lot more for 
your money when you buy a battery 
from today’s broader Exide line, 
especially when you compare it with 
any battery you replace. Figure on 
longer life potential and less cost 
per year of use—which add up to 
greater economy. But you can have 
still more economy than that if you 
want it. 


The trick is to consider the whole 


mre 


Which battery life would you prefer? Bars show how 
battery life can suffer from inadequate charging or service. 
For greatest battery economy, get the right power package 
for your trucks. 
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power package that you need for 
your electric trucks and buy accord- 
ingly. This means not only the 
battery, but the charger used with 
it and a supervised plan to insure 
proper maintenance and operation. 


For example, which battery is best 
for your particular trucks? It 
depends on your application require- 
ments. Your Exide man Seiden 
mine, on a scientific cost basis, the 
type and size battery you should 
have. He will recommend the battery 
offering you the maximum economy. 
Today Exide offers the broadest line 
of batteries for industrial truck 
power: Exide-Ironclad with tubular 
positive plate construction, Exide- 
Powerclad premium flat plate, and 
the improved Exide nickel-iron- 
alkaline (invented by Thomas A. 
Edison). 


The right charger for your batteries 
protects their life. Exide’s complete 
line of chargers for industrial truck 
batteries, including both rotating 
and rectifier types, features maxi- 


mum efficiency for lowest-cost 
operation, plus charging character- 
istics that bring batteries safely to 
peak capacity day in and day out. 


Once you have Exide batteries and 
chargers installed for your truck 
fleet, your Exide service engineer can 
help you operate them and maintain 
them for optimum performance and 
economy. He will help you set up 
sound operating and maintenance 
practices. 


Make sure you get all the battery 
economy possible in your electric 
truck operations. Get this one-source 
power package from Exide. For 
complete information, write Exide 
Industrial Marketing Division, The 
Electric Storage Battery Company, 
Philadelphia 20, Pa. 


Exide 


PURCHASING 
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Tailor-made Assemblies— 
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NEW ANACONDA TYPE T4 HOSE OF 
TEFLON WITH REUSABLE FITTINGS 


Now you can get stainless steel wire-braided hose as- 
semblies of Teflon from your local Anaconda distrib- 
utor. He can make them up to your exact needs in a 
matter of minutes, using simple hand tools. It’s fast 
and easy. 


Type T4 Hose takes the roughest service. The flexible 
core is tough virgin Teflon. It's reinforced with stainless 
steel wire braid for added strength. Reusable fittings 
for Anaconda Type T4 Hose are designed to withstand 
high working pressures and temperatures. 


It’s easy to attach, detach, 
and reuse Type T4 Fit- 
tings. All you need is a 
vise and a wrench. 


*Dupont Trademark 


ANACONDA 


METAL HOSE 


Where you can use Anaconda Type T4 Hose. Use it for 
general industrial uses to handle hydraulic and corro- 
sive fluids, hot tar, steam, air, fuel, food, lubricants and 
gas — within a temperature range of —65° F through 
450° F. 

Anaconda Type T4 Hose is available in %-inch 
through 14-inch actual inside diameters. Standard fit- 
tings for Type T4 Hose are available in cadmium-plated 
brass, N. P. T. males. To find out more about how this 
new assembly can help simplify your maintenance 
work, fill out the coupon and mail it today. 


60126L 


Anaconda Metal Hose 
P. O. Box 791, Waterbury 20, Conn. 


Please send me more details about New Anaconda Type T4 Hose 
and Type T4 Fittings. 





Mm a review of 
your company’s 
fire protection 
program...now, 
may turn out to 
be one of your 
best decisions 





ol 
ANSUL © 


Write for our latest catalog describing 
Ansul’s complete line of hand portable 
dry chemical, carbon dioxide and water 
extinguishers, wheeled, stationary, mobile 
units and automatic systems. 





Name 





Title 





Company 





Address 





City 


ANSUL CHEMICAL COMPANY 
1 STANTON ST., MARINETTE, WISCONSIN 
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Gas-Burning Salamander 
Provides Temporary Heat 





A gas-burning portable sala- 
mander provides heat quickly 
and effectively in any situation 
requiring temporary heat. With 


| a capacity of 50,000 btu (85,000 
| to 100,000 


upon request), unit 
quickly radiates, circulates and 
spreads heat over a wide area 


| by means of heat equalizing baf- 
| fle and 
mander burns either L-P gas, bu- 


distributor shield. Sala- 


tane or propane. Lighting is in- 


stant. In the event of flame fail- 


ure, gas shuts off automatically. 


| Hauck Mfg. Co., Brooklyn, N. Y. 
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| Throwaway Razor Blade 


Knives Cut Costs 


Throwaway razor blade knives 


reduce costs in industrial cutting, 
slitting, trimming or slicing opera- 


| tions. Long-handled, razor-sharp 


knives cost only $6 for 290, three 
cents each, and can be discarded 
when dull, eliminating time and 
cost of sharpening. Knives are 5 
in. long with 2 in. razor-sharp 
steel blade and are safer than 
many old-fashioned cutting tools. 
Suggested uses include trimming 
textiles, linoleum, plastic materi- 
| als; and many types of paper 
| products. Edmund Scientific Co., 


| Barrington, N. J. 
' Write No. 28 on Information Card—Page 3Z 
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shapes and grades of © 
steel and aluminum tubing 
are carried in our stocks 
available for immediate 
shipment. 


In addition we can furnish 

mill quantities of tubular items 
for standard 

and special applications. 


Seamless and Electric Welded 
Cold Drawn Butt Welded 
Hydraulic Pressure Tubing 
Squares and Rectangles 
Stainless Tubing and Pipe 
Stainless Fittings and Valves 
Stainless Aircraft Tubing 
Aluminum Tube and Holobar ¢ 
Aluminum Pipe and Fittings { 
Write Dept. N-2 for stock list 


C.A.ROBERTS CO. 
Steet EAlbuminum. Tube Specialists. 
2401 25th St., Franklin Park, lll., GLadstone 5- 6400 


6 warehouses serving the middlewest 


CHICAGO « DETROIT « INDIANAPOLIS 
ST. LOUIS « TULSA ¢ N. KANSAS CITY 
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Specially compounded and molded parts gave this 
manufacturer the competitive edge he wanted! 


Hydro-Line Manufacturing Company posed this 
problem to C/R: produce an elastomer rod seal 
and dirt seal with the highest possible resistance 
to wear (equal or superior to Buna-N) — that will 
function dependably in air at temperatures ranging 
from —40° to 450° F. Further, the seals must be 
compatible with the widest range of industrial hy- 
draulic fluids. 


C/Rt Sirvene engineers selected Viton-A* as the 
base material. They specially compounded it, pig- 
mented it to permit distinct color-coding, then 
molded the rod seal and auxiliary dirt seal you see 


above to precise tolerances. These seals have wear- 
resistance equal or superior to Buna-N. They have 
the highest continuous service temperature resis- 
tance of any elastomer on the market, and their 
compatibility will assure long service life in vir- 
tually all industrial applications. The manufacturer 
is able to standardize — safely and economically. 
C/Rt can do the same for you. We have the special 
te chniques, knowledge and facilities to help you give 
your product a competitive advantage. Call or write for 
immediate information or engineering assistance. 


“DuPont registered trademark 


M. Reg. U.S. Pat. Off 


' IDE MANUFACTURING COMPANY | 


SIRVENE DIVISION, 1239 ELSTON AVENUE * CHICAGO 22, ILLINOIS 
Offices in 55 principal cities. See your telephone Ok 
In Canada: Chicago Rawh 
Export Sales: Geon Intern 


Canada, ltd., 8 

rp., Great Neck, New York 

c/R propucts: C/R Shaft & End Face Sealse Sirvis-Conpor mechanical leather cups, 
packings, boots ¢ C/R Non-metallic gears 
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NEED 
FASTER MAINTENANCE REPAIRS? 


The right ‘Buffalo’ Machine Tools can clean up a backlog of maintenance 
repair jobs in a hurry without putting on more help or enlarging plant space. 


Take the ‘Buffalo’ Universal Iron Worker. It does the work of SIX metal- 
working ~ machines — cuts, punches, shears, slits, copes and notches — 
handles angles, bars, tees, channels or flats — does two operations at once. 
Steps up your fabrication 600%, all in the space of one machine. 


Take ‘Buffalo’ Drilling Machines. Complete selection — 1 to six spindles 


—micro-size to 2” drilling in steel — sensitive or power feed — bench 
or pedestal models — hand or foot feed — any type of arrangement for 
convenience, accuracy and rapid drilling, tapping and reaming. 
Whatever your metalworking problem — 

maintenance or straight production — call 

in your nearby ‘Buffalo’ Machine Tool ‘Buffalo’ 

Representative. He'll have suggestions that Universal 

will get your work done at the lowest pos- Iron 

sible cost, in the shortest possible time! Worker 


MACHINE TOOL DIVISION 
BUFFALO FORGE COMPANY 
Buffalo, New York 
Canadian Blower & Forge Co., Ltd., Kitchener, Ont. 


Buffalo air handling equipment to move, heat, 
cool, dehumidify and clean air and other gases. 


S \ Buffalo Centrifugal Pumps to handle most liquids 
4 and slurries under a variety of conditions. 
4 
Squier machinery to process sugar cane, coffee and rice. 
_ Special processing machinery for 


Buffalo Machine Tools to drill, punch, shear, bend, silt, 
notch and cope for prod or plant 





chemicals. 
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Vibrating Platforms 
Compact Materials 


A line of electric vibrating 
platforms for packing containers 
on standard roller conveyors can 
be installed on existing conveyor 
equipment. Applications include 
settling ore, chemicals, powders, 
grain or other materials in drums, 
cartons or molds, as well_as fa- 
tigue testing, jogging paper, etc. 
Electric vibrator units on each 
side of platform provide settling 
action. Because they operate on 
rotating eccentric weight prin- 
ciple, belts and pulleys are elim- 
inated. Coil springs which never 
need tuning isolate the vibra- 
tion from surrounding structures. 
Three phase, a-c current powers 
vibrator units in choice of volt- 
ages from 110 to 550 v. Cleveland 
Vibrator Co., 2828 Clintow Ave., 
Cleveland 13, Ohio. 
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Plastic Strips and Dots 
Lay Out Circuit Pattern 


Convenient kits of plastic strips 


and dots have been developed for 


PuRCHASING 





laying down circuit patterns on 
copper-clad “Fotoceram” printed 
circuit grid boards. Strips and 
dots withstand acid. When grid 
boards are dipped in copper-etch- 
ing solution, the only copper that 
remains consists of desired circuit 
layout. Plastic adheres on contact, 
yet lifts easily after etching or, if 
corrections are desired before 
etching. Grid boards are copper- 
covered glass ceramic with .052 
in. holes on a 1/10 in. grid. They 
enable designers to make proto- 
type printed circuits in 15 min 
without leaving desk. Tape kits 
contain ten 9 x % in. strips and 
forty 3/16 in. dots. Corning Elec- 
tronic Components, Corning Glass 
Works, Corning, N.Y. 
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Low Voltage Switchgear 
Features Unique Design 








A unique design in low voltage 
drawout switchgear incorporates 
complete compartmentation of 
breakers and bus and cable ter- 
mination. Compartmentation pro- 
vides isolation against spread of 
short circuits. Ample cable space 
is provided. Complete isolation of 
incoming conductors from the 
main bus reduces the hazard of 
fault communication. All control 
devices and instruments are read- 
ily accessible from the front. 
Breakers can be racked to con- 
nected, test, or disconnect posi- 
tion with door closed. Positive in- 
terlocks prevent inserting or with- 
drawing breaker when closed. 
General Electric, Low Voltage 
Switchgear Dept., 6901 Elmwood 
Ave., Philadelphia, Pa. 
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Whats your best fan buy today ? 











In an industrial fan, you need air handling service that won’t let 
you down. This requires design and construction that doesn’t cut 
corners. In the long run, you save driving power costs and main- 


tenance downtime costs far in excess of any first-cost advantage. 


A sure way to get low-cost, dependable performance is to specify 
‘Buffalo’ Fans. They’re ventilating factories, offices, public 
buildings, tunnels, stores and even submarines and giant aircraft 
carriers. They’re supplying large air conditioning systems, air 
washers and pollution control equipment — exhausting materials 
and corrosive fumes — supplying mechanical draft for power... 


quietly, efficiently and most economically. 


Isn’t it best to get a fan whose performance is beyond question? 
Specify ‘Buffalo’ and enjoy the most economical air service over 


the years — trouble-free air service! 


AIR HANDLING DIVISION 
BUFFALO FORGE COMPANY 


Buffalo, New York 
Canadian Blower & Forge Co., Ltd., Kitchener, Ont. 


Buffalo air handling equipment to move, heat, 


cool, dehumidify and clean air and other gases. 
_ Buffalo Machine Tools to drill, punch, shear, bend, silt, 
Ce 
iS 


Y 4 Buffalo Centrifugal Pumps to handle most liquids 
se ° and slurries under a variety of conditions. 
R notch and cope for production or plant maintenance. es 


Squier machinery to process sugar cane, coffee and rice. 
Special p: ing hinery for je 
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WRAPPING PAPER 
FOR EVERY 
INDUSTRY 

FROM 
CONTINENTAL 
CAN COMPANY 


CONTAINERBOARD AND KRAFT PAPER DIVISION 


CONTINENTAL CAN COMPANY 


Sales Offices: 530 Fifth Ave., New York 36, N. Y. 

87 Walton St., Atlanta, Ga. = 38 Newbury St., Boston 16, 

Mass. ® 135 So. La Salle St., Chicago 3, Ill. 
1131 National Bidg., Dallas, Texas = 919 Fisher Bldg., 

Detroit 2, Mich. # 1 Belmont Ave., Bala-Cynwyd, Pa. 

115 E. Pennsylvania Ave., Southern Pines, N. C. 

1435 “G” St., N. W., Washington; D. C. 
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Grounds Tractor Works 
Twelve Months A Year 


An all-seasons grounds main- 
tenance tractor can be used twelve 
months a year for applications 
from lawn maintenance to snow 
removal and light hauling. Pow- 
ered by 7 hp 4-cycle air-cooled 
engine and floating pulley clutch, 
tractor gives large tractor per- 
formance at small tractor costs. 
It has large hood, fenders on rear 
wheels and upholstered seat with 
back seat. Three forward and 
three reverse speeds can be shift- 
ed almost effortlessly. Baird Ma- 
chine Co., Stratford, Conn. 
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Hand Unit Tacks and 
Welds Thermoplastics 
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A hand welder and tacker is 
especially designed for use on 
thermoplastics such as polyethy- 
lene, polypropylene, PVC, and 
others. Lightweight, low-priced 
unit is supplied with 320 watt 
heating element, one round tip, 
one tacker tip, and a needle valve 
for air-flow control. Welder is 
made of stainless steel through- 
out, with 16 ft of neoprene air- 
hose attached. It can be plugged 
into any 115 volts AC outlet. 
Kamlar Products Co., 932 Wash- 
ingtor St., Norwood, Mass. 
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Hex Wrench 


Perfect Mate 
for your 


Rika(Ib 
Pipe Wrench! 


Six Sizes with Maximum Jaw 
Openings of 1146”, 1%”, 1%", 
2\4". 3/2" and 47%" across flats. 


Finest of All Adjustable Smooth-Jaw Wrenches 


MORE GRIPPING POWER... 
for all nuts. Puts a wrap-around 
grip on hexes that just won’t slip. 
Because you're pulling with at 
least three flat sides at once, 
you'll never round off shoulders. 
Works on square nuts, valve 
packing nuts, unions and gas 
cocks and flat shapes, too. Smooth 
jaws won’t even mar polished or 
plated surfaces. 


RUGGED CONSTRUCTION... 
built good and solid. Thin but 
extra-strong jaws slip into tight 
places. The first time you use a 
hex wrench you’ll know that 
here’s a wrench you’ll use for a 
long, long time. It’s every bit as 
rugged as your familiar RiIfeaID 
Pipe Wrench. 


No. E-110 Offset Hex Wrench 
Big Jaw, Short Handle for Sink and 
Tub Drain Nuts—Maximum Jaw 
Opening—2%”’ across flats 


RiEAID 
No. E-11 End Hex Wrench 
Offset Jaw for Easy Work in Tight 
Places 
Maximum Jaw Opening— 
1%” across flats. 


From experience you know it’s easier to work 
with the best of tools.Order your Feit Hex 
Wrenches from your Supply House today! 
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Here is Your Guide to 


ARGE FASTENER 
w\Y 


HEX, SQUARE AND SOCKET HEAD BOLTS 


Tt | 


THREADED Ban. LOOP RODS 


4 


HEX, JAM AND 
SQUARE NUTS 


ft 


HEX AND SOCKET HEAD CAP NUTS 


RECESSED PIN 
NUTS AND PINS 


X\ 


PILOTS AND DRIVING NUTS JF 


ve ee ee wa aun agers ere 
= if 


BRIDGE SOCKETS TURNBUCKLES CLEVISES 


Now you can meet all your large fastener require- 
ments quickly, easily, from one dependable source. 
Bulletin 160 describes the complete line of large 
fasteners of every description mady by this 88-year 
old manufacturer. Forged for greatest resistance to 
impact and shock, these fasteners cut costs on 
bridges, power plants, docks, heavy machiner§, 
dams, locks, etc. Send for your copy today. Write for 
Bulletin 160, Joseph Dyson & Sons, Inc., 5125 St. 
Clair Avenue, Cleveland 3, Ohio. ’Phone HE 1-6157. 


Size: 13/4” thru 12” bolt diameter 
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Torch Produces High 
Heat Without Fuel 


A plasma torch uses an RF 
field to generate heats approach- 
ing the temperature of the sun, 
yet consumes no fuel or electrodes 
whatsoever. Torch operates by 
using the energy of a high-fre- 
quency electro-magnetic field to 
dissociate and ionize gas mole- 
cules into their component atoms, 
then allowing them to recombine 
into their original state, at which 
time the absorbed energy is lib- 
erated in the form of heat in ex- 
cess of 3000 deg. C. without com- 
bustion and without oxidation. 
Applications are anticipated in 
spraying high melting point met- 
als and ceramics, petroleum crack- 
ing, welding, machining, chemical 
processing, etc. Amperex Elec- 
tronic Corp., 230 Duffy Ave., 
Hicksville, L. L., N. Y. 
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“Yes, Ed, with the money we've saved 
buying from you, we’ve been able to 
make many additional purchases— 
two extra packages of paper clips, 


one box of rubber bands, two pen- 
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The nearsighted MISTER MAGOO says... 
“1938? What magnificent memories. I gave that 
boy Corrigan his navigating instructions, and 
General Electric invented the reflector lamp. Happy 
birthday, G-E Reflector Lamps! Blast this carafe! 
How do they expect a man to get a cup of coffee?” 


Cy, 





HAPPY 


RHIAN 


© uPA 
PICTURES, INC. 


General Electric Reflector Lamps 
laugh off dirt and dust— 
send more light where it’s needed 


Now you can cut maintenance costs—and get more 
light overnight—without spending a penny for new 
lighting equipment or increasing your power costs. 

How? Switch to General Electric Reflector Lamps 
in your filament or mercury lamp systems. 

A pure silver reflector (or phosphor in mercury 
lamps) is sealed inside a specially shaped bulb where 
it can’t get dirty. It directs more light down on the 
job—day in, day out. You get all the light you pay 
for. Everybody gets more light, can do better work 
faster. 

Maintenance men seldom, if ever, have to clean 
fixtures. All they do is change burnouts—and the 
long, uniform life of G-E Lamps means changing can 
be done on a regular schedule. 


Fesruary 13, 1961 


General Electric Filament Reflector Lamps (devel- 
oped in 1938) are available in 500-W, 750-W and 
1000-W sizes with pure silver reflectors (above). G-E 
Mercury Reflector Lamps (1952) come in 400-W 
(silver or phosphor reflectors), and 1000-W (phosphor 
reflector) sizes. Your General Electric Lamp distrib- 
utor can help you pick the best one for your business. 
Call him today. General Electric Co., Large Lamp 
Dept. C-12, Nela Park, Cleveland 12, Ohio. 


Progress /s Our Most Important Product 


GENERAL @@ ELECTRIC 
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Kor fast 


sheet delivery 


ALUMIN 


THE DOW METAL PRODUCTS COMPANY 
Division of The Dow Chemical Company 
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New source... 
personal service 


NOW-—get personalized service on 
custom rolled sheet from Dow’s 
modern Jackson (Michigan) plant— 
formerly a facility of the Sheet 
Aluminum Corporation, with 35 
years of sheet rolling experience. The 
plant’s experienced operating staff 
gives personal attention to all orders 
... and fast delivery in the Midwest! 

This new Dow plant produces 
aluminum coil and flat sheet, in alloys 
1100, 3003, 5005, 5050, 5052, 5357, 
5457, 5557. Typical commodity items 
are residential siding sheet, lamp base 
stock, weatherstrip, fin stock, and 
building sheet. 

The centralized location of this 
new aluminum source means short 
transit times to customers in the area 
shown on the map above. And quick 
in-plant order handling adds up to 
short order-to-delivery time. 

Send for it! There’s a wealth of 
information in Dow’s new Aluminum 
Mill Products data book ... important 
details on alloys, sheet sizes, anc 
facilities. Write today for a copy. Th 
Dow Metal Products Company, 
Midland, Michigan, Merchandising 
Dept. 1105EE2-13. 
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Roof Decking Resists 
Fire and Rot 


Rot-resistant, fire-resistant roof 
decking provides a_ structural 
deck for built-up roofing or a 
finished non-flaking ceiling that 
needs no paint or maintenance 
and gives excellent light reflec- 
tivity. Inorganic asbestos-cement 
composition makes decking espe- 
cially efficient in such “wet proc- 
essing” plants as food processing, 
pulp and paper mills, meat pack- 
ing plants, etc. Decks provide 
high strength-weight ratios with- 
out metal reinforcing. Decking 
comes in 8 lb and 10 lb per sq ft 
weights; maximum span is 8 ft 
and 10 ft. Thickness of sheet is 
3g in. Keasbey & Mattison Co., 
Ambler, Pa. 
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One-Passenger Truckster 
Transports Personnel 


A dependable, one-passenger 
electric truckster is intended for 
supervisor or plant security trans- 
portation over large area or for 
frequent trips around small area. 
Unit will operate in 25 in. pas- 
sageways. Two cu ft carrier space 
can be used for tools, mail, ete. 


Vehicle can be equipped with 2- 
way radio for centralized opera- 
tional control. It has forward 
speeds of 5 and 11 mph and re- 
verse speed of 5 moh. Turning 
space is only 70 in., and weight is 
645 Ibs. Vehicle will travel up to 
40 mi. before batteries have to be 
recharged in 110 volt outlet. Cush- 
man Motors, Lincoln, Neb. 
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Aluminum Spray Paint 
Resists High Heats 


An aluminum spray paint is 
able to withstand a temperature 
of 1000 deg. F for intermittent 
periods and a temperature of 500 
deg. F indefinitely. Packed in 16 
oz aerosol can, paint is specially 
formulated for high-temperature 
applications. Covering fast and 
economically, it is intended for 
steam pipes, furnaces, ovens, mo- 
tors and engines, etc. Industrial 
Supply Div., Sprayon Products, 
Inc., 2075 E. 65th St., Cleveland 
3, Ohio. 
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Vinyl-Coated Felt Costs 
Less, Cuts Noise Better 


A perforated vinyl-coated acous- 
tical felt material provides from 
100 to 300% more sound absorp- 
tion and costs 26% less. Flame- 
proof felt has use as lining mate- 
rial in business machines, compu- 
ter equipment and other indus- 
trial applications where noise 
abatement is a requirement. Ma- 
terial is % in. thick and comes 
in plain grey or black vinyl col- 
ors, in 65 yd. rolls (72 in. wide) 
or in cut parts. Western Felt 
Works, 4021 Ogden Ave., Chicago 
23, Il. 
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® 
Pancnacitee Acie lodsitar 


Unit Provides Fast 
HERE’S A HOIST the newest of hoists... the 


rts Inspection 
first truly heavy-duty version of the Small Pa Pp 


YOU REALLY mol lect he 
CAN'T AFFORD [iuueteueetenober 
TO OVERLOOK J 


...@ hoist that is priced surprisingly 


WHEN BUYING low because of its more efficient 


design and automated production. 


A low-cost optical instrument 
that shows a greatly magnified 
illuminated image on a ground 
glass screen provides rapid, pre- 
cise examinations of points and 
-tips of very small parts and toc!: 
(under 1/32 in. in diameter). 
Unit plugs into any 110-120 volt 
AC. outlet. Screen measures 25% 
x 2% in. Instrument can provide 
many useful functions, including: 
examination of small drills and 
cutters by machinists; quality con- 
trol by assembly line checking; 
detection of flaws in fine lab- 
oratory tools; checking surface 


ELECTRIC i Complete range of capacities from smoothness of small precision 
HOIST ' : Ye to 2 tons and lifting speeds from 8 castings. Robins Industries Corp., 

vo 60 fpm. Single and 3 phase. Flushing C6, Tera: 
Ye ton size weighs only 51 Ibs. Write No. 39 on Information Card—Page 32 


Electric Brake 
TYPICAL FEATURES Makes Driving Safer 
@ Safe, Heavy Duty Performance 
@ Push Button Control 
@ Lifetime Lubrication 
@ Self-Adjusting Magnetic Brake 
@ Ultra-Modern Electric Braking 





@ Minimum-Maint Operation 
@ Fully Enclosed Protected Components 
® Lowest Headroom 


@ “CM-Alloy” Flexible Link Chain 


Request catalog and name 
of local stocking distributor 


CHISHOLM-MCORE HOIST DIVISION d 
Columbus McKinnon Chain Corporation An electrical braking device 


Tonawanda, New York long in use in Europe provides 


REGIONAL OFFICES: NEW YORK e CHICAGO e CLEVELAND HOISTS extra safety for trucks, trailers, 
in Canada: McKinnon Columbus Chain Limited, St. Catharines, Ontario (Please turn to page 120) 
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WINSMITH | 6 


SPECIAL BRONZE WORM GEARS 
cast to recommended AGMA 
standards. Low coefficients of fric- 
tion and thermal expansion for 


cooler, more efficient operation. 
CAST IRON HOUSINGS 


designed for high heat radia- 

tion. One-piece construction, 

close-grained gray iron for max- 

imum strength and rigidity. TAPERED ROLLER BEARINGS 
for minimum maintenance, 
long bearing life, permanent 


POSITIVE OIL SEALS 
keep oil in, dirt out. Shafts 
lapped to micro-finish under 
seals for uniform contact, 
longer seal life. 


CASE-HARDENED STEEL WORMS 
cut integral with the shaft. Heat 
treated for close-grained tough 
core, carburized and hardened 
before grinding. Meet AGMA 
long-wear specifications. 


@ 108 Models 
e@ 7/100 to 34 H.P. 
@ Ratios 5:1 to 4460:1 


@ Max. Output Torque 
142 to 34,767 in. /bs. 


e e e Winsmith Speed Reducers are made by 
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shaft alignment. Capacity to 
handle high radial and thrust 
loads. 


AVAILABLE in single and 
double reduction models, for 
intermittent or continuous 
service. Order from stock with 
right-angle or parallel shafts, 
worm on top or bottom, all 
worm gear or combined worm 
and helical. All types of spe- 


cial units also available. 


Winsmith “C” Series Reducers are compact units which offer a wide range 
of horsepower and torque output in minimum space. Their design and con- 
struction provides high shock load resistance; maximum thermal capacity 
without induced cooling; greater overhung load capacity; all moving parts 
totally enclosed in a dirt-proof housing and lubricated from a central oil bath; 
and complete interchangeability of major components. These features add up 
to smooth, trouble-free performance—an extremely low rate of wear—high 
mechanical efficiency—and greater overall economy per horsepower dollar. 

For complete information on Winsmith Speed Reducers, write today or 
call your nearest Winsmith Representative. You’ll find one in every major in- 
dustrial area, listed in the Yellow Pages. They are technically trained experts 
who are always ready to help you with any speed reducer problem. For both 
standard and special power transmission applications, you’ll find it pays to 
standardize on Winsmith. 


WINSMITH, INC. 
225 Eaton Street, Springville, (Erie County), New York 


American craftsn meet American design and production 
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THE BIG 
DIFFERENCE 
INA 

BRUSH 

IS THIS 
NAME 

ON ABRUSH 


Metal Finishing Machines. . 


When you buy brushes that carry the 
Osborn name, there’s no guesswork. You 
know the quality is there. Osborn quality 
always pays off . . . jobs are done better, 
quicker, less expensively. 

For over 68 years Osborn has made the 
widest range of fine power, paint and main- 
tenance brushes available anywhere. And 
even at this moment, the search for improved 
products is going on at Osborn to make the 
best even better. For your copy of our new 
catalog — write or call The Osborn Manu- 
facturing Company, Department U-62, 5401 
Hamilton Avenue, Cleveland 14, Ohio. Phone 
ENdicott 1-1900. 


. and Finishing Methods 


Power, Paint and Maintenance Brushes + Foundry Production Machinery 
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(Continued from page 118) 


school and commercial buses. In- 
serted in drive shaft and perma- 
nently geared to rear wheels, de- 
vice requires only the battery for 
excitation. Vehicle’s own energy 
is used to retard its motion. Re- 
tarder alone provides a decelera- 
tion on a 14 ton truck from 47 to 
6 mph within 220 yds. No water, 
oil or other auxiliary medium or 
energy source is needed. Braking 
device is primarily intended to 
relieve strain on conventional 
brakes and serves as safety de- 
vice not only in mountainous re- 
gions but also on flat roads. It 
comes in four models for 6, 11, 
20, and 35 ton vehicles. Lear 
Electro-Mechanical Div., 110 Ionia 
Ave., N.W., Grand Rapids 2, 
Mich. 

Write No. 40 on Information Card—Page 32 


Self-Contained P.A. 
System Includes Lectern 


A public address system which 
is completely self-contained and 
portable is fully transistorized 
and battery-operated for maxi- 
mum dependability and portabil- 
ity. Enclosed in lightweight lug- 
gage-type carrying case, unit in- 
cludes lectern, microphone with 
goose-neck stand, 10 watt ampli- 
fier, 10 in. heavy-duty speaker, 
output for external speaker and 
tape recorder, and phono micro- 
phone inputs. Batteries have an 
average life of three months. Unit 
is 16 in. high, 18 in. wide, and 
8% in. deep. Kinematix, Inc., 1616 
N. Damen Ave., Chicago 47, Ill. 
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CONTAINER CORPORATION OF AMERICA WORLD'S LARGEST PRODUCER OF PAPERBOARD PACKAGING 








BEGINNING YESTERDAY, 
CCA PEEL-PROOF 
MEANS A 

WAX LAMINATION 
TWICE AS STRONG 

AT NO INCREASE 

IN COST 











Our laboratories researched it, 

our mills developed it, the 

new Concora Peel Tester verifies it: 
CCA's PEEL-PROOF laminating process 
more than doubles bond strength, 
hence carton performance. One way 
to be sure of lamination strength 

is to spot-check shipments with 

your own Peel Tester. Easier 

still, specify PEEL-PROOF board and 
depend on CCA facilities coast to 
coast to deliver nothing less. The 

CCA packaging system will pack, 
move and sell your product faster, 
better — more profitably. Information 
from Container Corporation of America 
99 Park Avenue, New York 16. 

















FOLDING CARTONS SHIPPING CONTAINERS SEFTON FIBRE CANS MOLDED PLASTIC PRODUCTS POINT-OF-PURCHASE DISPLAYS PAPERBOARD 
CONTAINER CORPORATION OF AMERICA CHICAGO 3... LOCAL SERVICE FROM 122 STRATEGICALLY LOCATED MARKETING CENTERS 
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Victor E. Clarke, Vice-President and Chief En- 
gineer at Gables Engineering, Inc., holds tiny 
Bristol Multiple-Spline set screw, one of those 


used in 22 locations in tape reproducer (right) 
—including six in the vital, synchronous-motor- 
driven capstan assembly. 


Bristol’s Multiple-Spline socket screws 
help make music on the jet airlines 


If you've traveled by jet recently, chances 
are that tape-recorded soft music and spe- 
cial announcements greeted you as you 
boarded the plane. 

Chances are good, too, that they were 
played on a Model G-825 Tape Repro- 
ducer, manufactured by Gables Engineer- 
ing, Inc., Coral Gables, Florida and sup- 
plied to the fleets*of 20 leading U.S. and 
foreign air carriers. 

Bristol Multiple-Spline socket screws, 
selected for their reliable holding power 
and easy assembly, are used in 22 locations 
in the G-825. “...Our uncompromising 
standards of quality,” says Gables Vice- 
President and Chief Engineer Victor E. 
Clarke, “do not permit even the slightest 
risk of fastenings working loose as a re- 
sult of stress or vibration in flight. Along 
with reliability, the Bristol screws provide 
simplicity of installation which contributes 


substantially to fast assembly...” 

These remarks are typical of the good 
word received from users of Bristol-orig- 
inated Multiple-Spline socket screws. A 
few others: Can be wrenched up tighter 
... holds better under shock and vibration 
... 80cket doesn’t round out...can be 
loosened and tightened more times. 

Bristo! socket screws, with industry 
standard hex as well as Multiple-Spline 
sockets, come in a complete line from 
No. 0 ASA gauge to 1%”. Set and cap 
screw types, including flat-head and button- 
head types, are available. Order them from 
your authorized Bristol 
Socket Screw Distributor. 

He carries a large selection 
in stock for immediate deliv- 
ery and can help you select 
the right screw for your ap- 
plication. A.0.9 


Precision socket screws since 1913... by the makers of famous Br 
Pe eS 


dl Bristol’s Hex Socket Screws 


Via tae 


THE BRISTOL COMPAN 


A SUBSIDIARY OF AMERICAN CHAIN & CABLE COMPANY, 


Socket Screw Division 
Waterbury 20, Conn; 


INC 
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Dock Leveler Has 
Four-Way Action 


A “four-way” dock leveling de- 
vice not only raises and lowers 
but also extends and retracts, pro- 
viding what is described as “di- 
mensional” action. Platform con- 
sists of two basic assemblies and 
is operated by two hydraulic pow- 
er supplies. Principal advantage 
is low space consumption and 
more flexible use in restricted 
areas, since trucks can be serv- 
iced even when perfect position- 
ing is impossible. The Wayne 
Pump Co., Div. of Symington- 
Wayne Corp., Griffin St., Fort 
Wayne, Ind. 
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Punch and Die Sets 
Save Operator’s Time 


Time-saving assortments of 
commonly used punch and die 
sets in specially built metal con- 
tainers are ready for use “right 
now.” High-quality assortment 
costs 10% less than price of in- 
dividual units, and _ store-and- 
carry chest with individual com- 
partments is included as a bonus. 
Set No. 1 contains 30 sizes of 
round punches and dies from 
3/64 in. to % in. in increments 

(Please turn to page 126) 
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(iss) Cyclone Fence with new Amershield wire 
lasts up to three times as long 


Now—Cyclone gives you steel and aluminum in one 
fence! USS Cyclone Amershield aluminum-coated 
wire combines the strength of steel with the weather 
resistance of aluminum. After eight years of rigorous 
testing, we know that this new wire lasts up to three 
times as long as galvanized fabric. Yet it costs little 
more, so you get a lot more fence for your money. 


USS Cyclone Amershield wire is a high-quality 
product which will provide added years of mainte- 
nance-free service in severe industrial and marine 


USS, Cyclone and Amershield are registered trademarks 


American Steel & Wire 
Division of 
United States Steel 


Cyclone Sales Offices coast to coast 


atmospheres. It’s far more corrosion-resistant than 
any other metallic coated fencing material. It with- 
stands temperatures as high as 1650°F., and all with 
the strength of steel. 

You'll want this new, better protection around 
your plant or property. Get all the particulars—fea- 
tures, physical properties, specifications—just by 
sending in the coupon. Our free descriptive literature 
will be sent to you immediately. 


This mark tells you a product is made of modern, dependable Steel 


American Steel & Wire 


Dept. 1103, 614 Superior Ave., N. W. 
Cleveland 13, Ohio 


Piease send your free descriptive literature on USS Cyclone Fence 
with Amershield Wire. 


Name 
Address 


City State 











NOWooe 
YOU GAN SE 


CHAIN ORIY 
NCREASED | 


Ts zie 














A completely new manual designed to help you 
choose the right chain drive for any application... FREE . . . The most complete, most useful 
selection guide ever published! A completely 

. ee new engineering catalog, incorporating the new 

horsepower ratings for American Standard Roller 


® NEW HORSEPOWER RATINGS 
INCREASED CHAIN CAPACITIES 
Chain proposed for adoption to ASA by the 
e UNIQUE NEW SELECTION PROCEDURES... Association of Roller and Silent Chain Manu- 
SIMPLE, QUICK, ACCURATE. facturers . . . PLUS complete listing of 
revolutionary new MSL self-lubricating chain as 

¢ VALUABLE ENGINEERING DATA well as all ASA Chain and Sprockets. 
Ask your Whitney Chain Distributor to reserve a 


MSL SELF-LUBRICATING CHAIN, ASA 
CHAIN AND SPROCKETS, ATTACHMENTS 


copy for you. 


CHAIN COMPANY 


4581 S. Western Bivd., Chicago 9, Ill, 


THE WHITNEY 
a subsidiary of FOOTE BROS. 
GEAR AND MACHINE CORPORATION 


POWER TRANSMISSION DRIVES 





Cr AY LORD containers conform 


right downthe line 


One non-conforming container can jam your packaging 
line, increase production costs. Avoid this. 

Buy Gaylord containers that meet all your specifications, 
well within allowable tolerances. They arrive in 

uniform bundles, too. 


Get the precise facts from your nearby Gaylord Man, today. 


CG CROWN ZELLERBACH CORPORATION pea cares mere 


GAYLORD CONTAINER DIVISION ee oe Se 


PLANTS COAST TO COAST 


For More Facts About Ad 
<on Facing Page Write in No. 233 
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“*Show me how an engineered cord 
set can... 


@ improve product appearance 

@ cut assembly costs 

® increase customer satisfaction 
® multiply trademark mileage 


for the same — OR LESS — money 
than I’m spending now!” 


SEE FOR YOURSELF 
WRITE FOR 
CATALOG P 1 


For More Facts Write No. 2 


Miller Electric can show you 
hard-working cord sets that give 
you these advantages — and more. 
Imaginative design, the industry’s 
broadest line of stock cord set 
components, plus our complete 
engineering service for problem 
applications. 


g-y¥ MILLER ELECTRIC CO. 


120 Main St., Pawtucket, Rhode Iisiand 
35 on Information Card—Page 32 





Don’t Tie 


Up Money 


in Inventory 


of wear-resistant alloys for production and maintenance 


Your AMPCO’ 
distributor carries 


ready-to-deliver stocks of 


Ampco 18 Centrifugally Cast 
Stock Bars * Ampco DiBronze* 
* Ampco 18 and 21 Extruded 
Rectangles * Ampco 8 
Sheet and Plate 
* Ampco 18 Solid Rods 
* Ampcoloy 666 
Extruded Man- 
ganese Bronze 
*Patent pending 


Products 
(Continued from page 122) 


of 1/64 in. Set No. 2 contains 
round punches and dies from 1/16 
in. to % in. in 1/16 in. increments, 
round sizes from % in. to 2 in. 
in % in. increments, squares in 
¥y in., 4 in., %4 in. and 1 in. sizes, 
one die holder and two die adapt- 
ers. O’Neil-Irwin Mfg. Co., 601 
Eighth Ave., Lake City, Minn. 
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Vibration Monitor 
Protects Equipment 


A resonance-type electronic vi- 
bration monitor protects equip- 
ment and processes against dam- 
age from excessive vibration. De- 
vice is sensitive to vibrations as 
minute as two-millionths of an 
inch amplitude. Monitor flashes 
a signal or stops machine if safe 
limits are exceeded. With acces- 
sory plug-in attachment it also 
becomes a portable balancer to be 
used in correcting condition caus- 
ing vibration. Unique feature ex- 
cludes all vibration frequencies 
except that for which it has been 
pre-set. Industrial Balancer Dept., 
Stewart-Warner Corp., 1826 Di- 
versey Parkway, Chicago 14, Ill. 
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Your Ampco stocking distributor carries a full 
range of sizes for immediate delivery. So you 
ean hold your in-plant inventories of copper- 
alloy products to a minimum, without getting 
into a “jam.” 

You reduce scrap and labor costs, also — be- 
cause your nearby Ampco distributor cuts rod, 
sheet, and plate to the exact lengths you need. 
He's no farther away than your telephone. 


CALL YOUR AMPCO DISTRIBUTOR NOW 


AMPCO METAL, INC. 


Dept. 3748, Milwaukee1, Wis. 
West Coast plant: Huntington Park, Calif. 

srland (Dallas County), Texas “Smith go in and negotiate for Wil- 
son.” 
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Gown by 
Fon Tayne 
reflected in 
stainless by 
_ Crucible 
Steel 
Company 
of America 




















Stainless by 








CRUCIBLE 


where a fine finish is only the beginning 
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Office Equipment and Supplies 





Clerical Testing Can Be 


The Answer to Misfits 


To SOME purchasing agents 
the process of selection and place- 
ment of employees may seem 
mysterious and confounding, but 
it need not be. Fundamentally, 
the process is similar to choosing 
equipment or material for pur- 
chase. 

The first step is to draw up spe- 
cifications. These must set forth, 
in clear terms, the education, ex- 
perience, aptitudes and attributes 
which an applicant should possess. 
All too often, this important step 
—analysis of the job—is neglect- 
ed, ignored, or relegated to some 
obscure cook-book formula. Stat- 
ing that a “general clerk” is need- 
ed is no more helpful than is the 
specification of “some paper” 
when buying office supplies. 


Analysis Must Be Precise 


The job analysis should also 
include a complete listing of the 
operations or duties of the em- 
ployee, the general importance or 
time spent on each operation, a 
clear statement of the difficulty of 
each duty and the level of re- 
sponsibility, and the knowledge 
or skills which the employee must 
possess. 

Once this careful analysis has 
been made, the purchasing agent 
is ready to begin choosing those 
who are most likely to fulfill the 
requirements of the jobs in his 
office. Through various techniques 
—the application form, inter- 
views, psychological tests, and 
conversations with former fellow- 
workers—he gathers information 
about the candidates and matches 
it against job specifications. 

In assembling this information, 
psychological tests play an im- 
portant role. Such tests probably 
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are used more often in the selec- 
tion of office personnel than for 
hiring persons in any other job 
category. However, despite their 
apparent usefulness, tests are only 
one technique and should be used 
in conjunction with other devices, 
such as the application form and 
interview. 

The choice of proper techniques 
is based on the nature and abund- 
ance of information that is need- 
ed. For example, if one job spe- 
cification demands “the ability to 
get along with suppliers,” the 
most economical and reliable way 
of determining whether an appli- 
cant is qualified would be to check 
with his former co-workers or 
teachers. On the other hand, a 
candidate’s ability “to do simple 
computations quickly and accu- 
rately” can be evaluated most re- 
liably and economically by a short 
test that measures arithmetic 
ability. 

A wide assortment of tests for 
selecting office personnel are 
available. These are often similar 
to one another and are adapta- 
tions of the first tests developed 
to test office workers more than 
25 years ago. 

In choosing tests to administer 
to purchasing personnel, the man- 
ager must consider the practical 
problem of time. An economical 
testing program has to provide 
the maximum information in a 
limited period. Usually this can 
be achieved by administering a 
variety of short tests instead of 
a smaller number of longer ones. 
Ultimately the choice of tests de- 
pends on three criteria: 
® Does the test measure an im- 
portant item in the job classifica- 
tion? 


e@ Is the test practical to admin- 
ister? 

@ Is the test economical to ad- 
minister? 

The final selection should be 
made only after careful study of 
the available tests and their ac- 
companying manuals to determine 
how well they fit the job speci- 
fications and operational situation. 

One of the newest battery of 
tests is the “Short Tests of Cler- 
ical Ability,” published by Sci- 
ence Research Associates. This 
battery includes the following 
tests: 

Business Vocabulary—A meas- 
ure of general verbal ability, as 
well as knowledge of common 
business terms and office pro- 
cedures. 

Arithmetic—Ability to do sim- 
ple computations rapidly and ac- 
curately and to solve typical bus- 
iness arithmetic problems. 

Checking—Ability to check the 
accuracy of names and numbers 
rapidly. 

Coding—Ability to memorize 
rote material rapidly and to code 
information accurately. 

Filing—Ability to file materials 
rapidly and accurately according 
to standard filing practices. 

Directions, Oral and Written— 
Ability to remember and use oral 
instructions and to follow written 
directions. 

Language—Ability to recognize 
errors in grammar, punctuation, 
capitalization and spelling. 

On-the-job training and promo- 
tions which best use the talents 
of personnel usually builds high- 
er morale and productivity. It 
also sidesteps the pitfall of lower 
morale which sometimes results 
from bringing in new employees. 
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ARITHMETIC TEST—PART | 


ARITHMETIC TEST—PART Ii 


Wheat sold for $1.68 per bushel for 6 months, and for $1.80 during the 

next 6 months. What was the average price per bushel for the year” 

A business buys an item for $10 and sells it for 15°, more. What is the 

selling price” 

If 1900 tablets were sold for Se each, what was the gross income from 
> 


O 81.72 
Os. 


O $10.15 
O $11.05 


O $9.50 


0 81.76 
O None of these 


O 811.50 
O None of these 


O $900.00 





J. K. Doolittle 


List te be checked 


Benson Archer 
Seott Carson 
Norman Adams 
4. K. Doolittle 
Robert L. Burner 





0.305,00 None of that 





CHECKING TEST 


Correct list 


Justin & Hansell 
Kemper Aerodynamics 
Xaver Klaus 

H. K. Mallory 
Rodger P. Milles 


OO0O0O0O &£ 





List to be checked 

47.96 
546.30 
632.92 
265.42 
243.63 


Kemper Aerodynamics 
H. K. Mallory 

Justin & Hansell 
Rodger P. Milles 
Xaveer Kinuse 








1. A corporation w owned by its 
'@) executives 


O license O deposition 


quel til be files 2.00. 


O stockholders 


2. A person can act for another in legal and business matters if he has a 


3. An imeurance company will not recompense the insured for a casualty 


BUSINESS VOCABULARY 


16. Vendors often offer 


O employees O partners promptly 


2) imvowes 
O power of attorney 


O warranty O tabulating 


O bonuses 


17. Coded information may be recorded on a card with a 


18. The complimentary close and 
degree of formality 


as inducements to customers to remit 


O discounts O franked envelopes 
machine 
O key punch 


of « letter should agree in 


O multigraph O calculating 
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FORM A 


SHORT TESTS OF CLERICAL ABILITY |- 
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O secretary 
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Age 





Most office jobs require the workers to do some filing. This test will show how 
rapidly and accurately you can index and alphabetize materia! for filing 


On the back of this page you will find columns of names. The list on the left side 
of each column is called the “Existing File 
is the material “To Be Filed.” Following each name in this list of material to be 
filed are three numbers and a blank circle. You are to look at the name, then look 
in the “Existing File” on the left, and find the number of the name which the 
new name should follow. For example. 


EXISTING FILE TO SE FLED 
John Jones 

J. C. Kile 

Thomas Morris Company 
Paulson Company, Inc 
Sally White 


James Knight 
A. B. Reynolds 


James Knight should follow J. C. Kile in the existing file. J. C. Kile is number 
“2”, so the “2” has been crossed out. A. B. Reynolds,should follow Paulson Com- 
pany, Inc., which ie number “4”. However, “4” is not one of the numbers listed. 
so the “X" has been placed in the blank circle. Are there any questions? 


Remember to work just as rapidly as you can without making mistakes. You will! 
have 5 minutes on this test. When you come to the bottom of the first column, 
do not stop. Continue working on the second column. Wait until the examiner tells 
you to turn the page and begin. 


Copyright © 1959 by Science Reseasch Associates, Inc 
All nghts reserved 


Cote Moyer 72013 


Printed in U.S. A 


The list on the right side of each column 


pvenant 


oe in his 
abstract 


O proxy 


O brief 
for retirement income 
pay O annuity 
fith a an 
I © hard lead pencil 
b should be 
frenced O classified 
letters 

O registered 
litated by knowing his 


O commission 


ected immediately by 
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O bill of lading 
check 
O cashier's 














Often, these openings might bet- 
ter be filled by qualified persons 
who are already working in the 
department. 

Responsibility for a psycholog- 
ical testing program cannot be 
delegated; it must rest with the 
purchasing manager. Other per- 
sons can be trained to perform 
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High cost of improperly placed personnel can be overcome by use 
of o series of short clerical tests. Samples of such tests are shown here. 
The instructions appear on one side of the sheet and the test itself on 
the other side. Scoring is quick and easy with a transparent sheet 
placed over the test; red circles show position of correct answers. 


certain routine tasks in the pro- 
gram, such as how to administer 
and score tests. But particularly 
in the initial stages, the purchas- 
ing agent himself mus‘ take an 
active and decision-making role 
in the program. 

Today, a positive personnel pro- 
gram utilizing the most modern 


techniques is available to any 
purchasing agent interested in 
achieving maximum value of the 
human resources in his depart- 
ment. He will find that the costs 
in materials, effort, and time will 
be returned many times over in 
manpower savings. 

Write No. 19 on Information Card 
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NEW 
GENERAL 
COLOR-TEX 
PENCIL 


EBRASES 
WAHTWOUL 
AY UTRAKGLS Y 


Any work is easier, goes 
faster, looks cleaner with new 
erasable Color-Tex colored 
pencils. No ghosts, no 
shredded paper! 

Color-Tex lines disappear with 
any eraser... yet can’t 
smear, can’t smudge. Strong, 
thin leads resist breaking. 
Sharp points last and last! 


TRY COLOR-TEX FREE 

AND SEE FOR YOURSELF! 

Write for Free Samples on 
your letterhead today! 
Available in Carmine Red or 
Indigo Blue... in medium or 
hard grades with or 

without erasers. 


(GENERAL 
PENCIL COMPANY 


69 FLEET STREET, JERSEY CITY 6, N. J. 
For More Facts Write No. 244 
on Information Card—Page 32 
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Announcement of an addition 
to their line of office equipment 
was made recently by Jayem 
Sales Corp., 230 Fifth Avenue, 
New York 1, N. Y. The product 
is called “Swing-Wing Displayor” 
and is made in floor, wall and 
counter top models. The boards 
are well-suited to display com- 
ponents and products to be ex- 
hibited in a value analysis pro- 
gram. 

Write No. 45 on Information Card—Page 32 


Communication system designed 
for small and medium-sized offices 
helps receptionist know who’s in 
and who's out of the office. The 
system, a product of Edwards 
Company, Inc., Norwalk, Conn., 
goes to work when a staff mem- 
ber flips the register to “in” posi- 
tion. When callers arrive, recep- 
tionist pushes proper button on 
her desk; if the green lamp lights, 
the executive is in, if the red, 
he’s out of the office. 

Write No. 46 on Information Card—Page 32 


Printing buyers will be aided 
by the recently published esti- 
mating kit for predetermining the 
cost of a full-color printing job. 
The kit contains sections on 


photography, color separations 
and printing, with a number of 
suggested layouts and actual 
samples of catalogs, brochures, 
and mailing pieces. A free copy 
will be sent by Colorcrafters, 4750 
Chestnut St., Philadelphia. 

Write No. 47 on Information Card—Page 32 


New revolving file can be ex- 
panded sixfold. Wassell Organiza- 
tion Inc., Westport, Conn., re- 
cently introduced a six-tier mod- 
ular assembly with a capacity 
equaling 24 conventional file 
drawers. Elevated base, supported 
by 6-inch pillars, is available for 
use with a beginning set of two 
tiers. 

Write No. 48 on Information Card—Page 32 


” ~ 


Portable laminating machine 
will force-weld any material be- 
tween two transparent sheets of 
Acrylic or Vinyl plastic by the 
application of heat and pressure. 
Clear and colored plastic sheets 
may be used in any combination 
for color coding. The new ma- 
chine is a product of Warner 
Electric Company, 1512 W. Jarvis 
Avenue, Chicago 26, Il. 

Write No. 49 on Information Card—Page 32 
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WHO ELS E& 


can give you communications with all these features: 


® communications which can meet your internal and e@ which require no capital investment 
external needs in one integrated system on your part 


e@ which have been engineered by the largest com- @ which include normal maintenance and 
munications research laboratories in the world repairs—at no extra cost 


@ which are tailored to your special needs @ which are backed by 80 years’ experience 
and can be changed as your needs change in serving American business 


Fast, reliable teletypewriter service... 


hei gis 
po as 


Modern, compact desktop switchboards... 


...Who else but the Bell System? 





Whether your business operation be large or small . . . whether 
you need better inside or outside communications, voice or written 
communications . . . the Bell System can serve you as no one 
else can. 


We offer you equipment and services which can improve effi- 
ciency throughout your organization. We can help you save valu- Rs ES 
able time, improve service to customers and increase profits. We've 
done it for thousands of firms. 


Just call your Bell Telephone Business Office and ask for a 
Communications Consultant. He’ll visit you, make a personal study 
of your operations, and recommend the communications you need— 
no more, no less—to function at top efficiency. Telephone soon. 
m may be the most profitable call you’ve made in years. 


E E L L T £ a & i be Oo N E SYST &. M §/ oo, \ ne Data-Phone sinitée that lets business 


machines “talk’’ to each other by telephone. 
THE ONE SOURCE FOR ALL BUSINESS COMMUNICATIONS 





AS Bee 





See how a VERTI- FILE 
installation can save you 
up to 68% in floor space? 
You start saving the mo- 
ment you install one. 


CUT FILING COSTS IN HALF WITH VERTI-FILE 


You can actually save up to 50% in equipment costs when you convert from 
conventional drawer filing to the vertical shelf concept perfected by Royal’s 
DeLuxe VERTI-FILE* system. This is because VERTI-FILE cabinets cost no more but 
hold twice as much. Savings in floor space, too, run as high as 58% because 
VERTI-FILE substantially reduces required aisle width by eliminating space- 
consuming drawers. This advanced idea in record-keeping makes filing up to 
35% faster, easier, more accurate. DeLuxe VERTI-FILES by Royal bring you all 
the advantages of open-shelf filing, including maximum visibility, ease of access 
and entry, fully adjustable shelving, and “security-lock” doors if desired. DeLuxe’s 
exclusive “Equalizer” feature insures easy opening of VERTI-FILE doors wher- 
ever pressure is applied. Steel construction and baked enamel finish give 


VERTI-FILE units the quality appearance of fine office furniture. And there is no need to buy new 


folders or change your existing system. Write today for complete information to DeLuxe Metal Products 
Division, Royal Metal Manufacturing Company, Dept. 10-B, One Park Avenue, New York 16, New York. 
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EBERHARD FABER usa MONGOL 482 « 





WOODCLINCHED <@> EBERHARD FABER Ys MONGOL 482° => —ablaniidtland 
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WOODCLINCHED <#> EBERHARD FABER use MION GOL 482 ¢ 

WOODCLINCHED <@> EBERHARD FABER use MIONGOL 482 e 
oS MggT etme coer 1 ER SRP teen nee 

WOODCLINCHED <@> EBERHARD FABER wen MONGOL 482 ° 

WOODCLINCHED <@> EBERHARD FABER ue MONGOL 482 © 

WOODCLINCHED <@> EBERHARD FABER use MONGOL 482 © 

WOODCLINCHED <&@> EBERHARD FABER use MIONGOL 482 ¢ 


WOODCLINCHED 





NEW BOON TO BUSINESS! New Mongo! “Diamond Star” 

lead is superior in all five points: ; 

® Longest Writing Mileage @ Jet Black Writing 

e Uniformity of Degree Silky Smoothness Ml DIAM 0 N D STA R” LEAD 
e@ Exceptional Point Strength 

Mongol’s new “Diamond Star” lead is the only lead of its 

kind available in all five popular degrees: 1—very soft, 2— : All 4 p 

medium, F—firm, 3—hard, and 4—very hard. Comes six 12 n egrees . 
packs in a ¥2 gross box—a convenient inventory and issue 

unit. No increase in price! 


; Teuk IN 4 
See your nearest stationery supplier for Mongol pencils with anal ape 


new “Diamond Star” lead by EBERHARD FABER —your one EF, EBERHARD FABER 
source of supply for all writing needs. pila <a Qua lag an ate 


Tm Meg VO Por OF ene Orner Coumres 


Wilkes-Barre, Pennsylvania/ New York/Toronto, Canada 


For More Facts Write No, 241 on Information Card—Page 32 
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AP S(; () Office Equipment 
Ba : a Al ) New booklet entitled “IDP Products In Action” 
SHARPENERS | segeetmzttstes te ttre hoot 


ers data processing systems which are controlled 


. T automatically by Friden business machines. For in- 
BE LONG 1\ stance, it includes a step-by-step illustration and 
explanation of purchase order writing. The book- 
ma let has been released by Friden, Inc., 1 Leighton 
. | Ave., Rochester 2, N. Y. 
YOUR OFFICE - For More Facts Write No. 50 on Information Card—Page 32 


Folder has just been published that shows the 
complete line of labels by The Allen Hollander 
Company, Inc., 385 Gerard Ave., New York City. 
The folder features small mailing labels, gold 
bordered round, rectangular, and oval labels for 
pricing, as well as file folder labels in eight colors. 
For More Facts Write No. 51 on Information Card—Page 32 





Full-color illustrated folder on movable parti- 
tioning system is available from the Unistruct 
Products Co., 933 W. Washington Blvd., Chicago. 
The folder contains application photos of partition- 
ing in offices and will be of interest to purchasing 
executives planning offices which are growing or 
undergoing changes. 

For More Facts Write No. 52 on Information Card—Page 32 


The Apsco GIANT Comprehensive, 24-page catalog has been re- 
leased by J. S. Staedtler, Inc., 25 Dicarolis Court, 
Hackensack, N. J. It presents a broad variety of 
Pencil bovat-isel-lalois pencils for standard and specialized requirements. 
Eighty-one high-quality items are shown and de- 
scribed. 
For More Facts Write No. 53 on Information Card—Page 32 

The GIANT, ‘one of the most popular of the 

complete Apsco line of pencil sharpeners, fea- 
sem pili te aia Sample book has been issued by Byron Weston 
oaty cmeteils son less frequent emptying. yn Dalton, Mass., to show a line of cotton 
Very popular for general office use, the GIANT r bond papers. Information about stock sizes, 
features the long-life replaceable cutterhead substance weights, and weights per 1000 sheets of 


with positive point stop. Years of dependable standard items is presented. 


service are yours with the Apsco GIANT. For More Facts Write No. 54 on Information Card—Page 32 


Specify Apsco products for YOUR office - 

pet eeaneoees: ¥ A new booklet is being offered without charge 

‘ai oe : by Pitney-Bowes, Inc., 49 Crosby St., Stamford, 
Pm ” bs 72 Conn. It is entitled “How Do You Measure Up on 

The Apsco “CHICAGO” | ' 

Sion Cintaaich Cree S448 . = ° Postal Know-How?” The booklet points up key 

base, long-life cutterheads os | j ° 


Tina ised aban, and 2 Agee F ° facts of helpful postal knowledge and shows the 
1 ’ g B.S 18 . ¥ . $ ; 

lon dial selector. Another 6 re ° reader many ways of saving on his postage costs. 
quality product from Apsco. es P 


For More Facts Write No. 55 on Information Card—Page 32 
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i leve Ap talog, Free wall chart of conversion factors is available 
eras aoc from Precision Equipment Co., 4411 Ravenswood 
APCD PRODUCTS, ING, | St Cement ht nein: conventions mith 


P.O. Box 840, Beverly Hills, California Dept. 32-2 -- inches to centimeters, watts to HLP., cu. ft. to 
liters, microns to meters, and the like. 


For More Facts Write No. 56 on Information Card—Page 32 
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no carbon/required 


pity 


WORLD AIRLINES, INC.* U.S.A.* EUROPE * AFRICA * ASIA 








“NCR PAPER 


saves us its entire cost every year.” 
TRANS WORLD AIRLINES, Inc., Kansas City, Mo. 


“We use NCR Paper (No Carbon 
Required) for many different types 
of forms, including forms which are 
bound into books. 

“The cleanliness of NCR Paper 
is a very worthwhile and economic 
factor. Users of NCR Paper seem to 
develop a better mental attitude to- 
ward their work because they do not 
have to bother with carbon sheets. 

“Moreover, on NCR Paper sets 
there is no need to waste space to 
provide a gripping area for removing 
interleaved carbons. Instead, infor- 


mation can be printed to the edge 
of the sheets when space is critical. 

“Though the price of NCR Paper 
is often more than forms with car- 
bons, we estimate the time saving 
and other advantages of NCR Paper 
offset the extra cost many times 
over, thus saving us its entire cost 
every year.” 


Te uni, mc SM See 


Vice President-Purchasing 
TRANS WORLD AIRLINES, INC. 


ASK YOUR LOCAL PRINTER OR FORMS SUPPLIER ABOUT NCR PAPER 


Another Money-Saving Product of 


THE NATIONAL CASH REGISTER COMPANY, Dayton 9, Ohio 


1039 OFFICES IN 121 COUNTRIES + 76 YEARS OF HELPING BUSINESS SAVE MONEY 





Trans World Airlines 
saves time and money with 
these NCR Paper forms: 
Jet Aircraft and Engine Log 

Flight Operations Enrollment 
Flight Operations Release 

Refund Settlement Advice 

Aircraft Load Record 

Interline Baggage Tag 

Record Ticket and Baggage Check 
Charter Ticket and Baggage Check 
Company Ticket and Baggage Check 
File Requisition 

Ticket Look-Up 





NCR PAPER 
ELIMINATES 
CARBON PAPER 
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THE MAN WHO SELLS FOR YOUR COMPANY ... deserves all the help he can 
get. With it, his job becomes more useful, more productive, more profitable to the company. One 
way to back him up on the home office front is to achieve excellence in everyday business-to-business 
communications. Letterheads, envelopes, invoices, purchase orders, etc. printed on PLOVER BOND are 
visibly better — help your salesmen, help your company. 

THE MAN WHO BUYS FOR YOUR COMPANY .... has the opportunity to improve 
the appearance of the firm’s corporate image. PLOVER BOND, the visibly better letterhead paper, is 
the perfect backdrop for all business communications regardless of function. White, bright, strong 
PLOVER Bonp is rigidly controlled to top quality standards. Selected raw materials combined with 
the purest papermaking water in the world make PLOVER Bonp the value buy in fine paper. 


WHITING- 


better papers are made with cotton fiber 
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a One of the many extras that make GF office furniture so much better 


Be J 









































How much “mileage” will you get? 


THAT OFFICE CHAIR OF YOURS travels a lot farther than you 


and seats to casters. We do it so you can be sure of getting 
might think in the course of a year... back and forth, side- 


extra “mileage’’ and long life when you buy GF Goodform 
office chairs. The General Fireproofing Co., Dept. PM-12, 
Youngstown 1, Ohio. 


ways, in circles. Actual estimates by our demon statisticians 


indicate that 814 miles a year would be an average figure. 
THE WHEELS YOU TRAVEL ON are your chair casters. The 


body you ride in is your chair frame. Both take a beating. ENERAL 


That’s why we “torture-test’” everything from chair frames BUSINESS FURNITURE 


IREPROOFING 
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NO 
PLASTIC 
PLUMBING 
In our 
BALL PEN... 


Because only 


SOLID BRASS 


can do the job! | 


ENGINEERED FOR BETTER WRITING, 
the solid brass cartridge of the new 
Eagle Sticxpen is filled with the 
finest ink made! Ink that writes best 
may attack a plastic cartridge form- 
ing a “sludge” that contaminates ink 
and causes the annoying skips and 
false starts of ordinary ball pens. 
But the solid brass cartridge of the 
new Eagle Stickpen keeps its finer 
ink pure and smooth-flowing for the 
life of the pen! And your StickPEN 
writes better... longer. . . because 
this solid brass cartridge occupies 
the full length of its handsome 
molded barrel! 


A SOLID BRASS CARTRIDGE, 
FILLED WITH THE FINEST INK, 


Plus All These Extra 
Quality Features! 


SILVERED TIP FOR “CUSHIONED” 
WRITING 


PRECISION TURNED BALL SOCKET 
STAINLESS STEEL BALL 

MOLDED (Not Extruded) BARREL 
SCULPTURED “FINGER-FIT” GRIP 


EACH PEN INDIVIDUALLY 
TEST-WRITTEN 


29¢ 


MEDIUM POINT 
Fed. Tax. Incl. 








a 


MO) = | 


and only 


AT ALL 
STATIONERS 


EAGLE ° \\' 
TICRPEN: 


GUARANTEED BY EAGLE RESEARCH 


EAGLE PENCIL COMPANY 
Headquarters: Danbury, Connecticut 


NEW YORK + LONDON + TORONTO + MEXICO + SYDNEY + BOGOTA 


For More Facts Write No. 247 
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Electrically driven folding ma- 
chine will automatically feed, fold 
count and deposit 110 sheets a 
minute into an adjustable re- 
ceiver. The new machine is a 
product of Heyer, Inc., 1850 
South Kostner Ave., Chicago 23, 
Il. 


Write No. 57 on Information Card—Page 32 


New, portable punched-tape un- 
winder is available from Western 
Apparatus Company, Div. of 
Comptometer Corp., 5600 Jarvis 
Avenue, Chicago 48, Ill. The 
low-cost unit eliminates manual 
rewinding and holds a 12-inch 
reel of up to 1300 feet of chadless 
tape or up to 2000 feet of fully 
perforated tape. 


Write No. 58 on Information Card—Page 32 


Whiteprinting machine for high 
production of engineering and 
office paperwork will turn out up 


to 2000 letter-sized copies an 
hour. It was recently introduced 
by the Ozalid division of General 
Aniline and Film Corp., Johnson 
City, New York. The new ma- 
chine is designed to copy single- 
side originals up to 19 inches 
wide by any length. It will pro- 
duce anything typed, printed, 
written or drawn on translucent 
paper, film, plastic, or 
cloth. 

Write No. 59 on Information Card—Page 32 
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Mobile file with 30 compart- 
ments designed to store various 
sizes of self-contacting and jack- 
type wires for tabulating depart- 
ments has been placed on the 
market by Edward Ochman Sys- 
tems, Box 141, Fairfield, Conn. 
The mobile feature allows the 
wiring technician to have at his 
finger-tips all types of wires 
normally needed to wire the con- 
trol panels. 
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Sanitizing spray for telephones 
is being sold in an aerosol can. 
Laboratory tests have proven that 
a one-second spray sanitizes tele- 
phones on contact and provides 


PURCHASING 





residual germ-killing action for up 
to six days. The new spray is a 
product of The American Tele- 
septic Co., Inc., 507 Fifth Avenue, 
New York, N. Y. 
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Fluorescent surface lighting fix- 
tures that are completely en- 
closed, yet less than 314” deep, 
are a new product of Litecraft 
Manufacturing Corp., 100 Dayton 
Avenue, Passaic, N. J. The fix- 
tures have a wrap-around pris- 
matic diffuser extruded 
clear polystyrene. 
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New self-sticking labels are be- 
ing offered by W. H. Brady Co., 
727 W. Glendale Avenue, Milwau- 
kee 9, Wisc. It is possible to write 
with ballpoint pen, pencil, type or 
rubber stamp the new labels. 
They come in three different ma- 
terials: Viny] cloth, soft aluminum 
foil, and paper. A bulletin and 
free testing samples will be sent 
upon request. 
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Improved version of its out- 
ward clinch stapler was recently 


introduced by Fastener Corpora- 
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tion, Franklin Park, Ill. This 
stapler diverts the staple legs out- 
ward and upward as it is driven 
but without a metal plate or anvil 
beneath the tool. The improved 
version has an adjustment device 
which enables the user to control 
the amount of curl of the staple, 
and to compensate for wear after 
long usage. 

Write No. 64 on Information Card—Page 32 


Self-contained background mu- 
sic system was recently intro- 
duced by Musi-Pak Inc., 145 Hud- 
son St., New York, N. Y. The new 
system uses a continuous loop 
magnetic tap cartridge which 
gives uninterrupted music. It may 
be purchased or leased on a 
monthly basis. A microphone jack 
permits use of the system for 
paging or other interoffice com- 
munications. 
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V2 INCH DIAMETER 
CAPACITY 600 PAGES 


Multi-ring loose-leaf binder 
made in a 2%” size has been in- 
troduced by General Binding Cor- 
poration, 1101 Skokie Highway, 
Northbrook, Ill. Features of the 
new 19-ring binder include its 
positive locking devices and solid 
steel back plate. The king-size 
binder will hold more than 600 
pages. 
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EAGLE | 
STICAPEN 


+ 
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TICKPE 
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included in 


FREE SCIENTIFIC 
WRITING TEST KIT! 


Purchasing agents who've used this 
kit acclaim it “The most practical 
measure of ball pen performance ever 
devised!” 

Get the actual handwriting test that 
every Eagle Stickpen must pass after 
it has successfully passed 10 other 
rigid “Quality Control’ tests! Specially 
devised by Eagle laboratory techni- 
cians, this scientific writing test 
shows up even the slightest impertec- 
tion of any ball pen .. . under actual 
writing conditions! No buying execu- 
tive responsible for supplying his per- 
sonnel with good office pens can 
afford to be without this instructive 
test -kit! 


GET YOUR SCIENTIFIC 
WRITING TEST KIT... 
NOW eee FREE! Compare in 


your own hand, the Free Eagle Stick- 
PEN against any other ball pen—using 
your own individual writing method 
and style! 


FILL OUT AND MAIL THIS COUPON! 


EAGLE PENCIL COMPANY, DANBURY, CONN. 


Without obligation, please send me the 
new Eagle STICKPEN included in the FREE 
WRITING TEST KIT that shows up even the 
slightest imperfections of any ball pen, 
under actual writing cond:tions! 


Name ™ 


Title - 


Company___ 


OO 
City Zone 
State 








P 
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Cincinnati Workshop 
Tackles 
Expediting Problems 





Maurice Halpin (I.), W. T. Johnston 
Co., president of the Cincinnati 
Association of Purchasing Agents, 
discusses the membership program 
with chairman John Krieg, purchas- 
ing agent for the City of Cincinnati, 
at the January meeting. 


At the pre-meeting work- 
shop the topic was 
Should The Vendor Do 
Your Expediting? Lynn 
C. Percival (c.), American 
Tool Works Co., was 
moderator for the pro- 
gram. Appearing on the 
panel were William A. 
Smith (r.), National Lead 
Company, and Edwin H. 
Rabe, General Electric 


Cav 
Ww 


Four Cincinnati P.A.'s 
held an informal discus- 
sion before the meeting. 
They are (I. to r.): John 
Ellis, William Powell 
Valve Co.: Elmer Hoeltge, 
Hoeltge Brothers; and G. 
W. Riches and E. L. Clay- 
ton, Philip Carey Mfg. 
Co. 
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how Parish 
ingenuity reduced 
a forming operation 


” 1A,000 


of a second! 


4 


, & 
bel ue fees 2 


5 4 , ria a 
é 7 Operator removing an outer warhead shell formed and shaped by explosives. 


problem : How to reduce the time and cost involved in forming large aluminum alloy 
missile warheads. 

solution: Parish research engineers reduced the forming rate of aluminum inner and outer 
warhead shells to 1/1,000th of a second with explosives. A split die equipped with 
vacuum seals and an open top was used, with water serving as a transmitting 
medium for the Primacord explosive. Parish ingenuity dramatically reduced 
forming rates while keeping springback and work hardening to a minimum. 


Parish facilities, skill and ingenuity have ma- _—- welding, balancing, forming and assembling, 
terially reduced time and cost on thousands of why not insure top-flight quality and per- 


intricate production problems. If you have a formance by calling Parish today? 


oduction problem—large or small—requiri 
a »ductio I ie aap Write for your copy of this illustrated booklet describ- 


stamping, machining, forming, heat-treating, ing the diversified facilities available to you at Parish. 


PARISH 


PRESSED 


DIVISION OF DANA CORPORATION © READING, PENNSYLVANIA 
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Most efficient, most economical way 
to line drums, cartons, cans, pails 


GER-PAK 


POLYETHYLENE 


LINERS IN Fi LLS 


SAVE 
WORK! 


Just slip GER-PAK Liners 
onto any holder above 
work area. No handling 


problem! 








SAVE 
TIME! 


Pull Liner down over 
mandril. Then zip off 
quickly, cleanly at per- 
foration! 








FUSS! 


No smoothing-out by 
hand! Insert mandril and 
Liner into container, 
“cuff” around top, ' 
move mandril! 


For drums 
For cartons 
For cans, pails 


om . re 

et ye 
¢ Quality-made to seal out dirt, moisture, all contamination! 
« Chemically inert to protect containers! 
¢ Up to 120 inches in width; no limit to length! 
e Available gusseted and non-gusseted! 
¢ Tie-off or peel-over construction! 
e LEAKPROOF DOUBLE SEAL optional upon request! 

Write Dept. PM2 for samples. 


the short way to say superior polyethylene sheeting 


GER 


GERING PLASTICS, division of STUDEBAKER-PACKARD CORP., 
Kenilworth, N.J. 
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Let SUN SHIP 
solve 
your 
machine 
problem 


When you need machine work or specially built 
machinery of any kind, you'll find Sun Ship 
qualified to do the job exactly to your specifi- 
cations. We have machine tools of every size, and 
the facilities and skills born of long experience. 


When you have a machining problem, write or 


phone 
SALES ENGINEERING DEPARTMENT 


SHIPBUILDING & 


Sun DRY DOCK COMPANY 
CHESTER, PA. 
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AUTOMATICALLY 
EJECTS 
SPENT NAIL HERE! 


EASY 
ONE-HAND 
OPERATION! 


NEW IMPROVED DESIGN 


S # AP 0 AUTOMATIC 


DELUXE 
RIVET GUN “~~ 


onty $2D99 SCitnreivere 


® Pocket Size ® All-Steei Construction 
For “blind” —and for many non- H The Finest “Blind” | 
blind applications—here is the an- | RivetGun Made | 
swer to low-cost, quick assembly. | We invite you to | 
“SNAPO Automatic Deluxe” is compare, and you'll 
jam-proof because of automatic agree that this is 
ejection of the mandrel nail after | the most durable, 
the unique rivet is set. Eliminates | highest quality ! 
many welding jobs, replaces sheet | easiest-to- use! 
metal screws, bolts and nuts, gets | “Blind” rivet gun 
into confined areas. Rivets abso- | made. Save time | 
lutely will ig heap won a heads | and money on fas- | 
countersun or eas inishin i ir j 
Write today! y g- | tening, repair jobs. H 


RICHLINE €O., UNG. wicsscis sin 
sy @ Minneapolis 4, Minn, 
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It’S BOUND TO BE BETTER WITH (iss) STEEL STRAPPING TOOLS 


New air-powered tool 


speeds strapping of boxcar parts 
at Pullman-Standard 


There is no more burdensome hand- 
operated strapping done at Pullman- 
Standard division of Pullman Incorpo- 
rated. They now automatically flat strap 
steel boxcar flooring and steel compart- 
mentizer doors with the new USS pneu- 
matic Model 7300 stretcher. A slight 
twist of the control knob on this heavy- 
duty machine automatically stretches 
strapping to a pre-set tension. Result: 
A tighter, more compact bundle with no 
shifting or damage in transit. 


The portable Model 7300 is built for 
long service, little upkeep. It’s light- 
weight, simple to operate. With the 
Model 7300, you can have a uniform 
strapped package every time. There’s no 
repackaging because of loose straps. This 
automatic machine can unitize and pal- 
letize any size shipment faster and better 
than any previous method. 


Learn how the Model 7300 can up- 
grade your strapping operation. For 
more information, send the coupon. 


U. S. Steel Supply 
Division of 
United States Steel 


Fesruary 13, 1961 


U. S. Steel Supply 

U. S. Steel Corporation 
208 South LaSalle Street 
Chicago 4, Illinois 


Please send me more information on the new automatic USS Model 


7300 Stretcher 


Name 


Company 





Address 








4 
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Through the eye of PURCHASING’S Camera 
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WILMINGTON—At a recent luncheon meeting, the Purchasing Agents 
Association of Wilmington paid public tribute to all former presidents. 
John K. Conant (seated, left) served in 1943-44 as the first president. The 


group was formed in that year by members of the Philadelphia Association 


J 


working in the Wilmington area. 


# 


NEW ENGLAND—Thirty-one purchasing executives from various parts of 
New England recently journeyed to Boston to attend an advanced man- 
agement weekend seminar. Dr. Howard T. Lewis and Wilbur B. England, 
professor of Business Administration at Harvard Graduate School of Business, 
conducted the course. 
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He’s carrying a day's supply of towels for 


Steiner Company American 
Automatic paper towel dis- 
penser. Holds roll of 500 
towels. 


Fesruary 13, 1961 


a plant of 500 


When a maintenance man can carry a whole day’s supply of towels under 
one arm, it proves two things. One, you cut towel costs because it doesn’t take 
many roll towels to supply the needs of a plant of 500 employees. Two, mainte- 
nance costs are reduced because keeping washrooms supplied with towels takes 
little time. Steiner Company controlled towel dispensers assure you of these 
advantages. With these cabinets you determine the rate at which towels are 
dispensed . . . the best rate to keep washroom traffic moving and to keep 
employees or customers satisfied with service. For details contact . . . 


STEINER COMPANY 


STEINER Dept. 60-3, 740 Rush Street, Chicago 11, Illinois 
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New England Assn. 


Sponsors Seminar 


The University Club in Boston 
was the setting for the “Dynamic 
Purchasing Management Semi- 
nar” sponsored by the New Eng- 
land Purchasing Agents Associa- 
tion. An impressive roster of 31 
purchasing executives(see picture 
on page 144) came from all sec- 
tions of New England to study ad- 
vanced management techniques 
under two of the nation’s leading 
educators in the field of purchas- 
ing from the Harvard Graduate 
School of Business: Dr. Howard 
T. Lewis, professor emeritus, and 
Wilbur B. England, professor of 
Business Administration. 

The weekend seminar was de- 
veloped from an idea by Harold 
Bloom, Avco Everett Research 
Laboratory, chairman of the pro- 
fessional development committee 
for the New England Association. 
Enthusiasm had been slow in 
building for a seminar which 


would start on Friday evening 
and end at Sunday noon. 

However, announcement that 
Dr. Lewis and Professor England 
would present the weekend pro- 
gram—using some of the practical 
management cases from Harvard 
Business School—brought in the 
maximum number of registra- 
tions. 

Participants lived, studied, and 
ate all in the same building. To 


cram as much as possible into the . 


“short weekend,” the first case 
v'as mailed to each registrant in 
advance. First class convened 
promptly at 7 P.M. on Friday 
evening. 

The program was arranged to 
permit two full evening sessions, 
two morning sessions, and one 
afternoon session. Discussion of 
of the first case ended early Fri- 
day evening and the second case 
was assigned for individual study 
by each man in the privacy of 
his room. 

At the outset of the seminar, 
Dr. Lewis stressed the point that 
the men were to think as man- 
agers, not as purchasing agents. 


Each problem was to be viewed 
from the position of top manage- 
ment. The six problems represent- 
ed many years of actual business 
experience and the cases covered 
many aspects of management be- 
sides purchasing. 

Winthrop E. Prescott was gen- 
eral chairman of the seminar. He 
was assisted by the chairmen of 
the professional development sub- 
committee on seminars, Donald I. 
Holbrook, Rust Craft Publishers, 
Inc., and Ralph Hayden, Foxboro 
Co. 


New York P.A.’s Warned 
of World Problems 


Dr. Robert Morris, president of 
the University of Dallas, told an 
audience of over 200 purchasing 
agents at the January dinner 
meeting of the Purchasing Agents 
Association of New York that we 
are losing the war against Com- 
munism. 

Dr. Morris told the group that 
of the 38 nations who have gained 

(Please turn to page 148) 





thermometer 
at its hest 


Something much 
finer in a dial ther- 
mometer: finer because 


DISTANT 
READING J 


©8000 8808000000808ee8e 
. 


LET THE ENGINEERING EXPERIENCE OF 
THE OLDEST EXCLUSIVE EXTRUDER OF 
THERMOPLASTIC SHEET HELP YOU... 
By consulting the experts at Midwest Plastic 


it is the bourdon tube type of thermometer 
at its best...embodies the greater precision 
and lasting accuracy of the Marsh Pres- 
sure Gauge. 

Both vapor tension and gas-filled types 
are available in either distant reading or 
rigid stem types. In the broad Marsh line 
you have a complete selection of tempera- 
ture ranges, case sizes, styles, and finishes. 


Products, you enjoy the benefit of more than a 
quarter century of experience with hundreds of 
end-products. Look first to Midwest for practical 
suggestions to insure products with every desired 
quality. Easily formed, dimensionally stable 
MIDLON materials are available in choice of 
color, and custom-cut to your specifications. 
High impact polystyrene, cellulose acetate, cel- 
lulose acetate butyrate, polyethylene and acrylic 
for your needs. Prompt delivery assured from 


our central location. 


1801 CHICAGO ROAD 
CHICAGO HEIGHTS, ILLINOIS 


big ‘ A k fi t, 
RIGID sk for the Thermometer Catalog 


a MARSH 


MARSH INSTRUMENT COMPANY, Dept. G, Skokie, Ill. 
Division of Colorado Oil and Gas Corporation 
Marsh instrument & Valve Co., (Canada) Ltd. 
8397 103rd St., Edmonton, Alberta, Canada 
Houston Branch Plant, 1121 Rothwell St. 
Sect. 15, Houston, Texas 


Write Dept. P. 
For Free 


Calculator! 
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hoover 
quality 


.- - CONTROLLED 
FROM START 
TO FINISH 

















Hieh a Hoover Quality, widely recognized by bearing 
shee Wine ts auctioned ter th users, is the result of complete control of every 


Cuyahoga Steel and Wire step in the manufacture of bearings. 
Sankar Gaaaaeee ener Specialized knowledge gained through the oper- 


ation of its own wire drawing mill aids Hoover in 
setting and controlling the quality standards of 


Micro-Velvet balls are pro- wire from which balls are made. 
duced in the Hoover Ball 


Division plants in Middle- : As America’s leading producer of balls, Hoover 
town, Ohio, and Erwin, — oF has the experience and equipment it takes to make 
Tennessee. aaa ; balls of exceptional quality. Micro-Velvet balls 
used in Hoover bearings are accurate within 
millionths of an inch! 


And Hoover utilizes exclusive processes that 
assure product superiority. Hoover Honed race- 
ways are super smooth, superbly finished. Testing 
and inspection at various stages of manufacturing 

Hoover is actively en- ; are accomplished with specially designed equip- 


gaged i aa ment. Even non-destructive electronic inspection 





line of non-destructive , is employed. 
poner nore! en Hoover Quality is the result of complete control 


. . . from start to finish. 





Hoover Quality bearings are -™& POODU®) 
the final result of the com- . 


ee on oe Se BALL AND BEARING COMPANY 
specialized, yet integrate nae 
oover divisions. 5400 South State Road, Ann Arbor, Michigan 
Zone Sales | 8581 South Chicago Ave., Chicago 17, Illinois 
Offices and | 290 Lodi Street, Hackensack, New Jersey 
Warehouses | 2020 South Figueroa, Los Angeles 7, California 


Micro-Velvet and Hoover Honed are Hoover Trademarks. 











SODIUM 
SILICATES 








SAMPLES? 
TEST SHIPMENT? 
REGULAR SUPPLY? 


Prompt complete service is as- 
sured you from PQ’s 


@ extensive line—over 50 liquid 
products, 25 powders 


@ convenient deliveries from 9 
plants; less truckloads from distrib- 
utor stocks in 80 cities 


@ broad experience in manufactur- 
ing silicates and helping industry 
use them (a century’s accumulation) 


Our number is MArket 7-7200 
(area code 215); or write us. 





PHILADELPHIA 


QUARTZ CO. 
1033 Public Ledger Bidg., Phila. 6, Pa 
manufacturers of 


SOLUBLE SILICATES 


TRADEMARKS REG. U.S. PAT OFF 


10TH 
ANNIVERSARY 
1831-1961 


Associates: Philadelphia Quartz Co.of California 
Berkeley & Los Angeles, California; Tacomi 
Wash. National Silicates Limited, Toronto & 
Valleyfield, Canada 


PQ PLANTS: ANDERSON, IND.; BALTIMORE, MD.; BUFFALO 
N.Y.; CHESTER, PA.; JEFFERSONVILLE, IND.; KANSAS CITY 
KANSAS; RAHWAY, N.J.; ST. LOUIS, MO.; UTICA, ILL 
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(Continued from page 146) 
their independence in recent 
years—largely with our assistance 
—only a handful have joined the 
forces of democracy. Decrying our 
foreign aid program, our fiscal 
policies, the United Nations ac- 
tion in the Congo, and our soft 
treatment of dedicated enemies, 
Dr. Morris stated that this coun- 
try cannot exist as a democracy 
twenty years from now if we con- 
tinue to follow the same course 
we have taken in the past. 

He warned that our recognition 
of Red China would be a victory 
for the Communist world and 
would cause us to lose influence 
in the Far East. Dr. Morris point- 





Dr. Robert Morris makes a point in 
his address to the New York asso- 
ciation. Seen on the dias are Gailon 
C. Fordyce, president, (I.) and Charles 
B. Adams, second vice president. 


ed out that up to now our rela- 
tions in the Far East have been 
more successful than in any other 
part of the world. He added that 
we have never successfully nego- 
tiated with the Communist world 
and stated that we would have 
nothing to gain and much to lose 
by recognition of Red China. 
The General Forum, moderated 
by Charles B. Adams of General 
Electric Co., was addressed by 
Harold E. Torell, executive vice 
president and director of Syra- 
cuse Supply Company, who dis- 
cussed “What Makes the Small 


er Small and Its Procurement 


R. Robertson, director of 
market development of Winchell 
Company, addressed the office 
supply and equipment group on 

Please turn to page 150) 





IT'S A 


FACT 


YOU CAN DO BETTER WITH 


STAMPING 
QUALITY 


Our customers are known 
for the quality of their prod- 
ucts, and have associated 
themselves with us to main- 
tain those high quality 
standards. We have been 
successful in doing just that 
for 45 years. If your prod- 
ucts require the same high 
quality standards: it’s time 
you checked what De-Sta-Co 
has to offer. Better your 
product—better your profits 
—better do it now! 


FOR MORE FACTS 


REQUEST OUR GRATIS 
ENGINEERING SERVICES 


YOU CAN 
DEPEND ON DE-STA-CO 


DETROIT STAMPING COMPANY 


360 MIDLAND AVENUE <a> 


DETROIT 3, MICHIGAN 
ai nhc i / 


re avert 


For More Facts Write No. 255 
on Information Card—Page 32 


PuRCHASING 








CS Ree x 
Poy 


ay 


Realock Fence won’t last as long as 
the Pyramids but... 


... this sturdy chain link fence will give your property a 
lifetime of reliable protection. Made from top grade steel 
wire, Realock Fence is strong and durable, neat and trim 
looking. It’s recommended where security of buildings, 
grounds and equipment is essential. 

Realock Fence is completely galvanized to assure long- 
lasting resistance to corrosion, and is available in a variety 


of types. For a free estimate at no obligation, call the The Colorado Fuel and tron Corporation 


Denver + Oakiand » New York 
nearest CF«l office. 8128 bane Offices in All Key Cities 
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(Continued from page 148) 


“Integrated Printing.” The Food 
Industry Buyers Forum heard 
Joseph Scher, Owens-Illinois Pa- 
per Products division, discuss 
“How to Buy Corrugated Boxes.” 

Ed Close, chairman of the Out- 
side Activities Committee, an- 
nounced plans for a plant visit 
to the Fairless Works of the 
United States Steel Corporation 
in Morrisville, Pennsylvania. 


Economic Forecast Is 
Topic at D.C. Meeting 


A recent meeting of the Pur- 
chasing Agents Association of 
Washington, D. C. was devoted 
to a general forecast of the na- 
tional economic picture and a 
specific analysis of business ac- 
tivity in the Washington, D. C. 
area. 

Louis Paradiso, assistant direc- 
tor of the Office of Business Eco- 
nomics of the Department of 
Commerce, handled “Forecast of 


Business for 1961.” 

The local picture was given to 
purchasing agents in the nation’s 
capitol by M. Hadley, financial 
editor of The Washington Star. 
Alvin Sebastian, Washington 
Brick Co., president of the As- 
sociation, presided at the meeting. 


Joint P.A.-Sales 
Meeting In Dayton 


The opening meeting for 1961 
at the Dayton Association of Pur- 
chasing Agents was held jointly 
with the Dayton Sales Executive 
Club. 

Featured speaker at the meet- 
ing was Dr. Lewis Hailstones, 
from the economics department of 
Xavier University, Cincinnati. Dr. 
Hailstones said that 1960 was a 
good year in spite of the poor 
showing at the close. He pre- 
dicted that the recession would 
run through the first quarter, 
perhaps even to mid-year. 

“However,” the economist said, 
“the economy will stumble up- 
ward to a Gross National Product 


of $515 billion in 1961.” Dr. Hail- 
stones pointed out that the Amer- 
ican economy is characterized by 
fluctuations, but violent changes 
will take place because of gov- 
ernment spurs to the economy, 
both direct and indirect. 

In conclusion, he stated that he 
believed President Kennedy’s ad- 
ministration would be more force- 
ful and quicker to use govern- 
ment programs to offset reces- 
sions. The government will be 
more deeply involved in the labor 
movement and less concerned 
about inflation and deficit spend- 


ing. 


Educator Speaks to 
Buffalo Association 


Dr. Howard T. Lewis, profes- 
sor emeritus of the Harvard 
School of Business Administra- 
tion, was the featured dinner 
speaker at the Jaunary meeting of 
the Purchasing Agents Associa- 
tion of Buffalo. His topic was 
“Materials Management and Pro- 
fessional Development.” 

(Please turn to page 154) 








NOW! 


2 types — 

3 capacities 

— from .35 

to 1 ¢.f.m.— 
up to 24” 

vac. or 25 
p.s.i.g. Choice 
of motors; 

a.c. and d.c. 





GAST OIL-LESS MINIATURE 


Capacities 
4,000 through 
6,500 Ibs. 


=F 1,4 1): 


cs 


VACUUM PUMPS — COMPRESSORS 


For Controls, Instruments, Lab and Business Machines 


Have a portability problem? Or limited space? You can provide 
moderate vacuum or pressure of surprising capacity with these 
compact Gast Air Pumps! They're completely oil-less. Carbon 
vanes lubricate themselves. A/r is ofl-free! Positive displacement 
rotary design is simple and dependable. Numerous motor choices: 

(1) Model 1030 (also 0630), 1/12 or 1/20 h.p. split phase. 
- (2) Model 0330, belted to 1/20 h.p. split phase a.c. 

(3) Model 0330, direct coupled to series motor a.c. or d.c. 

(4) Model 0330, coupled to shaded pole motor a.c. 
If your products require compact, light weight components, inves- 
tigate Gast semi-miniature Air Pumps! 

WRITE TODAY FOR BULLETIN M-OVP 

Gast Manufacturing Corp.,P.O.Box 117-X. Benton Harbor, Mich. 


Side-loading electric fork truck with cushion tires. Works 
in extremely narrow aisles, stacks capacity loads to 144” 
heights. Various lift heights available. Permits straight- 
line pick-up and delivery. Call your BAKER Industrial Trucks 


Representative for information on “a complete line for every 


handling need”. 


OTIS ELEVATOR 
COMPANY 8053 
BAKER AVENUE 
CLEVELAND 2 
OHIO 


Baker 
Industrial Trucks 
Division 


© COMPRESSORS TO 30 P.5.1. 
@ VACUUM PUMPS TO 26 IN. 
“Ale may be your answer!” 
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48 years ago 
Mt. Vernon 
created this ‘movie star’ 


CASE HISTORIES FROM 
MT. VERNON FILES 


...and here’s why the original die is still performing 


Back in 1912 in the days of the nickelodeon 
when the movie industry was in its infancy, the 
people who made Simplex theater equipment 
needed a quality die-casting job. They turned 
to Mt. Vernon for a die that would turn out 
the gear end for a*hand operated film rewinder. 

That was Mt. Vernon’s 34th die. Yet even 
today, 48 years later, the original die continues 
to turn out these same gears without a single 
change. The movie industry still uses Simplex 
Film Rewinders, and Cinesound Service Cor- 
poration of New York who are the current 
manufacturers still rely on Mt. Vernon to 
produce the castings. 

The fact is that Mt. Vernon’s original 
die proved itself in actual use . . . despite all the 
myriad changes in die-casting techniques and 


on Ae, Ok, Molt-mren--bael Ecmenel-t-lel-e Galel. 


STAMFORD, CONNECTICUT 


FIELD SALESMEN 
BALTIMORE, MD.: Mr. C. M. Gordan, 919 St. Paul St. 


machines since 1912. For our dies are built to 
give continuing top performance . . . backed 
by the stability and reliability of a firm that is 
already in its second half-century. 

When you are in the market for die cast- 
ings think first of Mt. Vernon. We have the 
abilities to make long lasting dies . . . we have 
the stability and reliability that insure de- 
pendable service . . . not for only a year, or ten 
years, but for 48 years and more if need be. 
Contact any of our Field Salesmen. They're 
eager to help you also make a ‘Star’. 


a gt Tee 8 


MARIETTA, N. Y.: Mr. Burt J. Meldrum, Olanco Road 


PITTSBURGH, PA.: Mr. Andrew W. Anderson, 300 Pasadena Drive So. 


BROOKLYN, N. Y.: Mr. Robert V. Moore, 2317 Plumb 2nd St. STAMFORD, CONN.: Mr. Anker Anderson, Cascade Road 


CLEVELAND, OHIO: Mr. Grant Eller, 6 East 194th St. 
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Simplified lubrication with versatile 
inventories, cuts maintenance costs... 


How many different lubricants do you carry in your 
inventory? Gulf engineers frequently find up to five 
times as many as necessary are used. Up to five times 
as many ordering, billing, handling, stocking prob- 
lems. Five times as many chances for human error 
in lubricating expensive equipment. 

At General Electric’s Louisville, Kentucky, plant 
for example, lubricants were reduced from dozens to 
six. At the same time efficiency was improved, 


This happens because Gulf engineers can relate 
their experiences with hundreds of lubricating prob- 
lems to your problem. It happens because they can 
usually recommend these versatile Gulf lubricants: 
Gulf Harmouy® Oil, Gulfcrown® Grease, Gulf- 
crown® Grease, E.P., Gulf® E.P. Lubricants. 

You can simplify your lubrication program with 
multipurpose Gulf products. For additional infor- 
mation use the coupon. 








Lubricant inventory—AFTER 


Gulf® oils and greases reduces 
GULF MAKES THINGS RUN BETTER! 


1 

; GULF OIL CORPORATION 
Dept. DM, Gulf Building 

1 Houston 2, Texas 


Send me the booklets on Gulf Multipurpose Lubricants: 
' Name 


! Company 


| Title 


' Town _ | et: * aR ey 





AS ZS 2 


R /M FLUOROBESTOS*—an asbestos 
felt impregnated with “Tefion,’’t is fast 
becoming the accepted gasket material 
for missile fuel systems. 

Approved by leading missile manu- 
facturers for its compatibility with LOX 
and other exotic fuels, this new material 
combines “Teflon” and Pyrotex,® a 
carded asbestos felt based on extra-long 
spinning grade fiber. 























In airborne and ground support ap- 
plications, gaskets of Fluorobestos offer 
weight savings, high resistance to acids 
and solvents, and less deformation under 
load (as little as 0.1% under pressures 
of 2000 psi at temperatures to 500°F). 

Fluorobestos is available in standard 
sheets of 40 x 40 in., in thicknesses 
from .015 to .125 in. Write for complete 
information and test samples. 


*Registered trademark for R/M reinforced asbestos Teflon sheet. 
tRegistered trademark for Du Pont fluorocarbon resins. 


PLASTIC PRODUCTS DIVISION 


RAYBESTOS-MANHATTAN, INC. 


BIRMINGHAM 1 « CHICAGO 31 © CLEVELAND 16 


Manheim, Pa. 
© DALLAS 26 © DENVER 16 © DETROITs2 


HOUSTON 1 « LOS ANGELES 58 « MINNEAPOLIS 16 « NEW ORLEANS 17 « PASSAIC e PHILADELPHIA 3 


PITTSBURGH 22 « SOUTH SAN FRANCISCO 5 


© SEATTLE 4 « PETERBOROUGH, ONTARIO, CANADA 


SPECIALISTS IN ASBESTOS, RUBBER, ENGINEERED PLASTICS, SINTERED METAL 
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Preceding the dinner meeting, 
a forum on “Purchasing Ethics” 
was moderated by Walter E. Wil- 
lets, Conover-Mast Publications, 
Inc., chairman of the eighth dis- 
trict committee for professional 


Dr. Howard T. Lewis 


development. Panel members were 
Ernest Gustafson of Ross Heater 
Exchange division of American 
Standard, George MacFayden of 
Wales Strippet Corp., Clarence 
Baier of American Machine and 
Foundry Co., and Patrick Bagar 
of Senica Steel Service. 


Program Chairman For 
National Convention 


Harold A. Berry, “manager, pur- 
chases & stores, Chicago Rock Island 
& Pacific Railroad Co., was appoint- 


ed program chairman for the 1961 


convention of the National Associa- 
tion of Purchasing Agents. He is 
president of the Chicago Association 
of Purchasing Agents and national 
chairman of the committee for profes- 
sional development. 


PURCHASING 





The man with 
the “know power” 
gets all 
the facts fast 


Timely 
knowledge is the key to 
the important decisions you make each day 
as a purchasing agent. Putting the facts you need 
into readily available and easy-to-understand form is a 
primary aim of the Industrial Tape Division of Minnesota Mining 
and Manufacturing Company. Your 3M Representative or ‘“‘SCOTCH”’ 
BRAND Tape Distributor can quickly give you all the information you 
need about applications. He can suggest cost-saving ways to use tapes 
in production, packaging and maintenance. He has the backing of ex- 
tensive 3M laboratory ‘‘know-how’”’ to help you predict shelf life of tapes . . . 
gain the advantage of larger quantity discounts. And, he can help you 
select the exact tape that fits your needs best. He can supply the 
‘proof’ to support your buying decisions. And, 3M encourages your 
examination of all product facts so that you may judge soundly, 
weigh value wisely, guide purchases correctly. Call your 3M 
Representative or ““SCOTCH”’ BRAND Tape Distributor to- 
day for the information you need. Or write 3M 
Co., 900 Bush Ave., St. Paul 6, 
Minn., Dept. IBJ-21. 


He chooses 


SCOTCH BRAND 


industrial tapes 


Minnesota iininc ann (ANUFACTURING COMPANY 
.. WHERE RESEARCH IS THE KEY TO TOMORROW 


*“*SCOTCH'’’ IS A REGISTERED TRADEMARK OF 3m CO ST. PAUL 6. MINN 
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‘for 


A BETTER 


FAIRFIELD 





GEAR PERFORMANCE to match the 
speed, size, and power of modern machines 
is a Fairfield specialty. This is possible be- 
cause Fairfield is a leader in utilizing the 
most advanced methods, machines, and 
techniques for producing better gears. By 
keeping apace with modern engineering 
progress, Fairfield renders an invaluable 
service to many of the nation’s leading 
machinery builders: “Gear Performance 


Made to Order!” 


If you use gears in the product you make, 
we believe it will pay you, as it has others, 
to become acquainted with FAIRFIELD — 
the place where fine gears are produced to 
meet your specifications EFFICIENTLY, 
ECONOMICALLY! Check with Fairfield 
NOW on your gear requirements. Call or 
write. 


FAIRFIELD 
MANUFACTURING 
co., INC. 


2321 South Concord Road . Lafayette, Indiana 
TELEPHONE: SHerwood 2-7353 





Gears and Differentials (AREY Made to Order for: 





Book Review 





The Spenders 


By Steuart Henderson Britt 
McGraw-Hill $4.95 


The biggest spenders of all, 
the nation’s industrial purchasing 
agents who spend 52% of their 
companies’ sales dollar, may well 
find this book interesting. The 
author considers it an answer to 
the leftish critics whe accuse bus- 
iness of artificially and monopo- 
listically manipulating the Amer- 
ican consumer’s taste to suit their 
own ends. It just isn’t so, says 
Britt. The consumer is king and 
business has never been so com- 
petitive before. Dr. Britt de- 
scribes how advertising helps us 
choose a good product and also 
points out that a poor product 
just won't sell regardless of how 
well it is advertised. He describes 
the meticulous care that goes into 
research of consumer taste, how 
packages are carefully researched 
so that they bring maximum sat- 
isfaction to the consumer. 

The Spenders is easy to read 
and should be of interest to any 
purchasing agent not thoroughly 
familiar with modern marketing. 


Management of the Physical- 
Distribution Function 


American Management 
Association, Inc. $5 25 


$3.50 AMA members 


As more companies investigate 
the feasibility of grouping under 
one head the various distribution 
functions of transportation, ware- 
housing, purchasing, inventory 
control, materials handling, etc., 
it becomes increasingly impor- 
tant for the P.A. to learn all he 
can about this broad management 
concept. Physical distribution, de- 
scribed as the third largest cost 
of doing business, was the subject 
of two special AMA conferences 
held in late 59 and early ’60. 
The papers, written by distribu- 
tion managers, included in this 


TRACTORS * HEAVY DUTY TRUCKS * AGRICULTURAL MACHINERY * POWER SHOVELS AND CRANES 
MINING MACHINES * ROAD GRADERS ¢ BUSES «+ STREET SWEEPERS + INDUSTRIAL LIFT TRUCKS 


volume are based on material 


(Please turn to page 158) 
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CORNERSTONE-LAYING WITH N() CEREMONY 


tee In today’s hustling, bustling construction 
business there’s no time to stand on ceremony 
. .. No point in risking costly equipment failure. 


To short-circuit mechanical downtime, leading 
construction equipment producers specify Ohio 
Tubing for power cylinders and fluid lines, 
mechanical and structural members. This gives 
equipment the heft and brawn to shrug off 
brutal, grinding punishment . . . gives equipment 
users a high degree of protection against 
disastrous delays. 


You can strengthen your product — and its 
‘hd tee, 2 mechanical reputation — by specifying Ohio 

. t Custom Made Tubing. The name Ohio is the 
hallmark of the highest quality in tubing, both 
seamless and welded. And we're now able to 
deliver a broader range of welded tubing sizes, 
wall thicknesses and grades than ever before. 


Let’s not stand on ceremony. We want your 
tubing business — seamless to 7” OD, welded 
up to 74" OD. For a fast start, contact your 
nearest Ohio representative, or send part 
drawings to the plant at Shelby, Ohio— Birthplace 
of the Seamless Steel Tube Industry In America. 


Ohio Seamless offers the broadest parallel 
range of both welded and seamless quality 
steel tubing in the industry. 


OHIO SEAMLESS TUBE 
r’ Division of Copperweld Steel Company + SHELBY, OHIO 


Seamless and Electric Resistance Welded Stee/ Tubing © Fabricating and Forging 





Representatives in principal cities. Check 
leading directories: THOMAS’, MacRAE’S, 
CONOVER-MAST, SWEET’S, FRASER’S. 


A-3308A 





.love that fast 
}”? 


chart delivery! 


"T never run short on recording 
charts any more because GC 
gives me the fastest service on 
the broadest range of charts.” 


The heart of the GC delivery 
story is speed—and there are two 
good reasons why: 


1. WE STOCK MORE CHARTS. Our 
inventory of over 9 million 
charts fills four miles of shelf 
space and is kept current by our 
electronic data processing sys- 
tem. Most of the 15,000 items in 
the GC Stock List are here— 
circular, strip and rectangular 
charts—ready for off-the-shelf 
delivery to you. 


2. WE PROCESS YOUR ORDER FASTER 
with the most advanced elec- 
tronic data processing system 
in the industry. And no one else 
can match our speed in produc- 
ing charts to meet your “special” 
requirements. 





RECORDING | 
CHARTS 





r-———- Use This Coupon-——— 
1 TECHNICAL SALES CORPORATION 
I A subsidiary of 

I GRAPHIC CONTROLS CORP. 

1 189 Van Rensselaer St., Dept. PM 
Buffalo 10, New York 


Please send me your stock list and samples l 


| of GC Recording Charts. No charge or obli- | 
gation, of course. 


| Name. 





! Firm 
| Address 
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presented at these conferences. 

Starting with a broad analysis 
of physical distribution manage- 
ment and the distribution man- 
ager’s place in the new organiza- 
tion structure, the volume con- 
tinues with a discussion of the 
role of the common carrier in 
product distribution and then 
offers a symposium on container- 
ization. 

The book includes six case 
studies of physical-distribution 
management as it functions in na- 
tionally known companies. These 
case studies, together with the 
preceding text, offer the P. A. 
practical information in an area 
that may have considerable in- 
fluence on his career. 


People, Problems and Profits 


By Saul W. Gellerman 


McGraw-Hill Book Co. $5.95 


Managers need more than plant 
and equipment to operate. They 
need people and they are a com- 
pany’s most useful and most com- 
plex resource. This book, written 
by a psychological consultant for 
industry, describes how manage- 
ment can use psychology to bet- 
ter achieve its objectives. The 
author describes what a psycho- 
logist can and cannot do for man- 
agement. He gives some pointers 
on how to diagnose a company’s 
personality and spot the pace- 
setters that mold it. Both clinical 
and actuarial psychological tech- 
niques are discussed in some de- 
tail. The author makes a case 
for the neurotic—the man who 
doesn’t conform to the psycho- 
logist’s norms. Neurotics often 
make excellent executives (in 
some cases, they’re the only ones 
that can stand the pace) and man- 
agement should not try to weed 
them out. Instead the real wasters 
in business are the men with de- 
pendent personalities who are 
afraid to make decisions on their 
own or do anything that departs 
in the least from the accepted 
norm. 





Reprinted 
by popular 
ofsdaar-lale 





a handy new G-E 
Maintenance Guide 
for Fluorescent Light laiei 
that hangs on your 
wa// or fits 
Availat 
makers of dependab/e 


Genera/ Electric Starters 


in your file 


le free from the 


@ Lists trouble symptoms and 
remedies on easy-to-use chart. 


@ Helps you select properly 
matched components. 


This new G-E guide is a handy reference 
chart for maintaining your present sys- 
tem...and more! It helps you to deter- 
mine whether, and how, improvements 
can be made in the combination of 
lamps, ‘starters, ballasts, etc., that you 
have now...to deliver more of the type 
of light you require, at lower cost. It 
brings up points you may not have rea- 
lized before, that can make your job 
easier. 

Ask your General Electric distributor 
for the new G-E)Maintenance Guide for 
Fluorescent Lighting, or. write General 
Electric Company, Wits Device Dept., 
Providence 7, R. 1. ‘ 


GENERAL @® ELECTRIC 
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AT BCA everything's new but the 


name 


BALL BEARING “HEARTBEATS” 


checked 


With a stethoscope checking the “heartbeats,” this unique 
fatigue tester is putting BCA ball bearings through a battery 
of exaggerated, but controlled, speed and load tests. 


The fatigue testing machines are part of a group of testing 
devices that provide essential data for BCA’s research pro- 
gram. Hydraulically testing BCA bearings at a variety of 
rotational speeds and under many combinations of radial 
and thrust loads, each machine checks to see that BCA ball 
bearings are maintaining the highest fatigue life standards . . . 
evaluates the fatigue characteristics of new ball bearing ma- 
terials and new processing methods . . . helps select ball bear- 
ing lubricants to provide the longest possible fatigue life. 


These machines and BCA’s other unusual testing devices are 


BEARINGS COMPANY 
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with unique new fatigue tester 


designed and built to help us develop the highest quality ball 
bearings available. By simulating actual operating conditions, 
BCA ball bearings can be tested to exceed customer specifi- 
cations. 


BCA ball bearings are standard equipment throughout in- 
dustry—for both original and replacement applications. BCA’s 
complete line of ball bearing types and sizes . . . design, 
engineering and manufacturing skill . . . plus research and 
testing facilities, are some of the reasons that automotive, 
machine tool, earth moving, agricultural equipment manu- 
facturers specify BCA. We'd like to serve you—with 
high-performance bearings or technical assistance. 
Contact Bearings Company of America, Division of 
Federal-Mogul-Bower Bearings, Inc., Lancaster, Pa. 


DIVISION OF 
FEDERAL-MOGUL-BOWER 
BEARINGS, INC. 


ball 
bearings 


OF AMERICA 
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Get | 
Rocket- + 
Fast 
Shipment 


from 
world’s. largest 


STOCK « Hl. 
SETS wy 


No long countdowns here. 
Allmetal stainless fasteners 

are stockpiled in advance 
—ready to go on your order. 
Fasteners in Commercial, 
AN, MS specs. You get fast | 
delivery, precision quality,  §: 
plus mass production 
economy when buying 
direct from stock. 

Special fasteners also ' 
fabricated to your exact = 
requirements on extremely | 
short notice. Full range of 
raw materials assures 
prompt service. Simply send 
blueprint or specifications. 


; 


Pins « Bolts ¢ Nuts « Screws 
(including slotted and Phillips» 
—magnetic and non-magnetic) 
Washers ° Cotters Rivets 

# Rods ¢ Studs ¢ etc. 


PHONE OR WRITE 
for prompt quotation or 
shipment. Send for catalog. 


ANGE TANS 
SCREW PRODUCTS COMPANY, INC. 
Manufacturers of Stainless Fasteners Since 1929 

821 Stewart Avenue, Garden City, L.1., N.Y. 

, Phone: Ploneer 1-1200 TWX GCY 603 
Midwest Division 

6424 W. Belmont Avenue, Chicago 34, Illinois 

Phone: AVenue 2-3232 TWX CG 3185 

West Coast Division — Office and Warehouse 
5822 West Washington Bivd., Culver City, Calif. 
Phone: WEbster 3-9595 TWX LA 1472 
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industry 





Work has started on a new 
50,000 sq. ft. plant for Webb 
Wire Division, the Carpenter 
Steel Co., at North Brunswick, 
N. J. Ground breaking cere- 
monies were held recently at the 
new plant site, a six-acre tract 
located about three miles west of 
Webb Wire’s present location in 
downtown New Brunswick, N. J. 

The plant is scheduled for com- 
pletion April 1, 1961. It will 
house a modern wire drawing 
mill for production of Webb 
Wire’s precision stainless steel 
spring wire, needle wire and 
nickel alloy, electrical and low 
expansion wires. 

When completed, the new plant 
will help double production of 
some wire products and speed up 
deliveries of others. Webb Wire 
also expects to offer a complete 
selection of wire coatings to the 
mechanical spring manufacturing 
industry. 


Cummins Engine Company, Inc., 
Columbus, Ind. plans a $1,700,000 
addition to its manufacturing fa- 
cilities. Construction on a build- 
ing to house all engine assembly 
functions has already begun. 
Completion is scheduled for 
August, 1961. 

The new facilities will provide 
101,600 square feet of additional 
floor space, increasing the total 
building area at the Columbus 
site to over 1,000,000 square feet. 

Also providing machining fa- 
cilities for cylinder blocks and 
cylinder heads, the building is 
designed to streamline the entire 
Cummins production line. Engine 
handling between the conveyor- 
ized assembly area and engine 
test will be substantially reduced. 

The assembly area will be cam- 
pletely air conditioned to insure 
clean and most favorable work- 
ing conditions for precision as- 
sembly operations. Two of the 
four assembly conveyors will be 
power operated. 





FOR INFORMATION 
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1. With any volume-produced, small- 
diameter tubular metal part 

We're specialists in small metal tubular 
parts and tubing. Sizes from .01 in. to 
% in., held to closest tolerances, and made 
of any commercial alloy for any appli- 
cation in any field. We can usually supply 
parts for less than it costs you to make 
them—probably for less than it would 
cost you to buy from other sources. We 
do the complete job; save you the expense 
and headaches of engineering, tooling, 
inspection, overhead, follow through on 
deliveries and scheduling. Full details in 
our Facilities Bulletin 2056. Write for it 
today. 


2. With money-saving ideas for using 
tubing 

Are you mass-producing a small metal 
part the expensive way? Deep drawing, 
for example? Or drilling, forming, 
turning on a screw machine? We have 
shown hundreds of customers where and 
how to cut costs, save time and solve 
problems with small tubular parts in- 
stead, at savings up to 75% or more. Note 
the typical H & H ideas below. Then send 
a blueprint or sketch of the part you are 
now producing, or designing. No obli- 
gation. Write today! 


Stainless steel 
memory core 
bobbin for elec 
tronic computer 
Wall thickness 

held to 0.005 in.! 


3 


H & H volume- 
Produced moving 
coil form for 
dArsonval gal- 
vanometers. 


Se 


Vacuum tube 
part, designed 
by H & H from 
tubing with tol- 
erances on both 
diameters of 





This H &U 
beaded tubing 
part replaced 
solid Kovar stock 
made on screw 
machine. Sav- 
ings: 50%. 


Longer H & H 
tubing eyelets 
offer substantial 
savings over 
eyelets drawn 
from strip metal. 








H&H MACHINE COMPANY, INC. 
Noble & JacksonSts,, Norristown, Pa. 
Phone: BR 2-6453 « BR 9-2327 














Specialists in the design, tooling and 
fabrication of small tubular metal parts. 
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We could 

have saved 
that trouble- 
if we had 
bought from 
Phillie Gear 


i ooo 
j j 
; 








THESE NEW 
FACILITIES MEAN 
BETTER GEARING... 
BETTER SERVICE 


How do you judge gearing perform- 
ance? Greater load carrying capacity ? 
Reduction in noise? Or _ perhaps 
longer life? Take the measure of 
Phillie Gear equipment any way you 
wish . . . and you'll find that today, 
more than ever before, you get 
greater accuracy in a tougher prod- 
uct. Quality that won't quit. To cite 
just one reason .. . our 180,000 square 
foot, ultra-modern plant in suburban 
Philadelphia is filled with precision 
production equipment. Lets us put 
our own exacting standards of engi- 
neering and manufacturing fully into 
practice. Gives us absolute control of 
our product and its ultimate 
performance. 


sa "a 
r 


; ama mame 
| a 
eg ee tiie , Dae 
no eg Le Tee al 
New Hobber for Heavy Gears. Cus- 
tom built to our own exacting specifi- 
cations. Produces large gears up to 
165” diameter—makes them accu- 
rately and at reduced costs because 
of faster cutting methods possible. 


New Spiral Bevel and Straight Bevel 
Gear Generator is one of the largest 
ever made. Produces high capacity 
gearing in minimum time with great- 
est accuracy attainable in this type of 
gearing. For complete details, write 
on your company letterhead for 
catalog G-127. 


philadelphia 


GEAR CORPORATION 


King of Prussia, Pennsylvania 
(Suburban Philadelphia) 
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Excessive shaft deflection or misaligned housings 


= prevent 


Sem BEARING 
TROUBLES 


in these problem applications 


vit) ORANGE 


Cage Type 
NEEDLE BEARINGS 


¢ Cage-retained rollers maintain 
alignment—can not skew 
True running in any position 
High load capacity in small 
radial space 

Smooth, quiet running 

Stock sizes from 1/2” to 8” dia. 
— also available with seals 


WRITE FOR ENGINEERING DATA 
ORANGE ROLLER 


BEARING CO., INC. 
554 Main St., Orange, N. J. 











Vertical 
mountings 
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PERRYGRAF— 
| WORLD'S 
LARGEST 

a hc 


CHARTS 


Two hundred million since 1932! More Slide-Charts for 
more people than any other company in the world. 

Two Modern Plants, one geared to runs of millions, the 
other to hundreds. Finest facilities for accurate printing 
and assembly. Deliveries as high (in a pinch) as a million 
per week. Prices consistent with quality work and depend- 
ent on quantity and materials from pennies to dollars. 
We invite your inquiry. Send for free full color booklet 
including 122 actual case histories. 


PERRYGRAF 
150-1 S. Barrington Ave., L. A. 49, Calif. 


slide-charts 1500-1 Madison St., Maywood, lil. 
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The Games Theory: 
A New Tool for P.A.’s 


(Continued from page 89) 


2000 and this should be his choice. This kind of 
analysis has proved to be profitable for insurance 
companies and gambling casinos. 

However, it may be that Jones’ position is such 
that if he does not make at least $3000 on the 
galoshes this year, he will be forced out of bus- 
iness and will have no “long run” to look forward 
to. Therefore, he may decide to buy 1000 even 
though it gives a lower mathematical expectation. 

What this really means is that the payoffs of 
profits in the matrix do not represent true relative 
values of the various outcomes to Jones. If the 
true values of the outcomes to Jones could, in 
some way, be determined and put in the payoff 
matrix, mathematical expectation would give the 
right answer. In many cases, deciding on the right 
values to put in the payoff matrix is a major part 
of the problem. The point is that the obvious 
measure of payoff is not always adequate; care 
has to be taken not to ignore important but less 
obvious factors. 


Applying Game Theory 


We have shown by example the kinds of prob- 
lems games theory tries to solve and some of the 
methods used. For those who wish to learn more, 
The Compleat Strategyst by J. D. Williams (Mc- 
Graw-Hill) offers a highly readable introduction 
and uses no mathematics beyond arithmetic. More 
advanced treatments are provided by J. C. C. Mc- 
Kinsey, Introduction to the Theory of Games, 
(McGraw-Hill) and R. D. Luce and H. Raiffa, 
Games and Decisions, (John Wiley). 

What can you hope to accomplish by studying 
games theory and trying to apply it to business 
problems? You will find that it gives you very 
few pat answers. After all, most business problems 
are too complicated to be solved by the theory 
of games in its present state of development. 
Games theory can handle paper-scissors-stone, but 
not poker. 

You can expect that trying to organize the 
available information about a problem in the way 
necessary to apply the theory will, in itself, give 
you a better grasp of a complicated situation. The 
process of listing the alternatives available to you 
and your ‘opponent’ will reduce the chances of 
overlooking an important opportunity or a serious 
risk. Trying to predict and evaluate the outcomes 
will help to bring the critical issues into focus. 
Constructing and analyzing the payoff matrix will 
narrow the area to which you must apply judg- 
ment, still the most valuable commodity in busi- 
ness, > END 





What happens when purchasing becomes 
automated? Read—"Tomorrow's Purchas- 
ing—Today"—in the Feb. 27 issue of Pur- 
chasing Magazine 
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This man 
is armed... 


. . armed with the most 
complete line of cutting tool 
materials* — and with years of ex- 
perience and practical ideas. 
He’s your V-R representative 
eager and ready to work shoulder to 
shoulder with your production 
team for increased efficiency and 
greater profits on every ma- 
chining application. Purchasing 
Agents everywhere are finding that 
it pays to make Vascoloy-Ramet 
their first choice for all 
their cutting tool needs. Call 
your V-R representative today. 


*V-R is the single source for 
carbide, ceramic and Tantung 
cutting tool materials. 


WF 


CREATING THE METALS THAT SHAPE THE FUTURE 


VASCOLOY-RAMET 


870 MARKET STREET * WAUKEGAN, ILLINOIS 


A-823 
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specify MOO RE 
SET SCREWS 


and be sure 





*PDQ means price, delivery, quality. 
And you get all three with Moore Set 
Screws. The PRICE is right. Ample pro- 
duction capacity and inventories assure 
fast DELIVERY. And rigid control 
standards guarantee there’s no skimping 
on QUALITY. 


Moore offers you a complete line of set 
screws to meet your requirements . . 
one or a million; standards, miniatures 
or specials; in a wide selection of mate- 
tials, finishes, lengths and points. The 
next time you need set screws, specify 
Moore and be sure. Dependable quality 
for over 80 years. 


Send for 
price catalog. 


MOORE 


SET SCREWS 


George W. Moore, Inc. 
since 1880 
96 Beaver Street, Walthom 54, Mass. 
SL eT WEE 
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Can You Analyze 


Transportation Values? 
(Continued from page 85) 


cision? Quite often, that authority 
may be a clerk who took a wild 
guess years ago, and put it into 
a shipping department manual 
which others have been accept- 
ing as fact ever since. 

If the vendor is routing your 
shipments, is he giving you the 
best value for your transporta- 
tion dollar? Or is he merely giv- 
ing his buddy in the freight busi- 
ness some more revenue? How 
carefully is he spending your 
money? 

Has your vendor been able to 
do anything for you ratewise? 
Although not impossible, it is 
usually more difficult for the re- 
ceiver of goods to exert as much 
rate influence with the carriers 
as the shipper. The reason is ob- 
vious. You may purchase 100,000 
blue widgets a year, whereas your 
vendor may ship 15 million blue 
widgets along with red ones, green 
ones, and yellow ones. Thus he 
has more influence with the car- 


riers, and consequently, can in-— 


fluence the widget rate structure 
more than you can. 

In other words, is your vendor 
doing anything to reduce your 
freight bill? Is he familiar with 
freight rates? Does he consider 
your business important enough 
to take the time to try and do 
something about reducing your 
freight bill? 

Check with your vendor to find 
out what other buyers of his prod- 
uct are doing to reduce transpor- 
tation costs. Have they requested 
that he describe shipments to 
them a little differently? Have 
they told him to pack their ship- 
ments in a different container? 
Their problems are similar to 
yours, and quite often, they will 
be happy to share information 
with you. There is no monopoly 
on good transportation practice. 

As an example how value anal- 
ysis can be applied to transpor- 
tation take the case of a large 
bleachery in North Carolina. Un- 
til recently the company received 
sodium bichromate in drums, 
which they stored in their ware- 
house. When a supply was need- 
ed in one of the many vats 


throughout the plant, the drums 
were moved by handtruck. Since 
the drums weighed more than 200 
pounds, two or three men were 
sent after the material. 

Someone observed that the first 
thing done with the sodium bi- 
chromate was to put it into solu- 
tion. A tank truck carrier was 
therefore approached to see what 
could be done to reducing freight 
rates by shipping the material in 
solution. Today, instead of buying 
dry sodium bichromate, the com- 
pany has installed a storage tank, 
purchases it in liquid form and 
has it delivered by tank truck. 

At this time, the commodity 
rate via tank truck is still higher 
than the commodity rate for the 
dry form. However, management 
is confident it has achieved sub- 
stantial savings, since it has elim- 
inated the dead weight of drums 
and all of the other problems 
incidental to drums: deposits, re- 
turn, leakage, etc. By installing 
pipes from the storage tank to 
the vats plant personnel need only 
turn on a spigot, avoiding the ex- 
pensive trip to the warehouse. 

To be successful, value analy- 
sis of the transportation function 
must therefore include these 
steps: 

(1) With an open mind inves- 
tigate your present selection of 
freight carriers; 

(2) Put your transportation 
house in order to insure that you 
have the transportation tools and 
facts to do a good job; 

(3) Study the use of “prem- 
ium” transportation to insure that 
you are not over-buying; 

(4) Examine your transporta- 
tion relationship with your ven- 
dors; 

(5) Determine what your ven- 
dor’s other customers are doing 
to solve their transportation prob- 
lems. > END 





Don't Miss the 
Special Report on 
FUEL 
in the Feb. 27 issue 


of Purchasing Magazine 











PuRCHASING 





Now, the first “quick open” package for insulation products... 


“KaM® tian-tare CARTON 


7 


Easy does it. . . with the new “K&M” ‘‘Tear-Tape” Carton. Just pull 
the tab on the front panel. The top of the carton comes off cleanly 
and easily. No strain! No stress! No time and energy wasted! 
Your “K&M" KaytherM Block Insulation is open and ready to use 
in seconds. 


Keep an eye on K&M! This dramatic new development in packaging 
is only one of a stream of exciting ideas on new products and cus- 
tomer service pouring out of K&M! Write today for more information 
on the new ‘‘Tear-Tape”’ Carton to: Keasbey & Mattison Company, 
Ambler, Pa. Dept. 1-170. 


© Pull tab. 
® Strip of board peels off like band of tin around top of coffee can. 


® Whole lid lifts off for easy access to ‘‘K&M"’ KaytherM Biock Insulation. 


& 


easpey 


aitaati 
at Amibiler 
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“THIC LUBRICANT 
MEETS OUR 
REQUIREMENTS 
FOR SUB-ZERO 
TEMPERATUREC’ 


Says- TUCKER SNO-CAT CORP 








wy 





“We are proud to state that there 
are over 50 SNO-CarTs satisfactorily op- 
erating in the Antarctic in temperatures 
as low as minus 60 degrees. This seems 
to us the ultimate in extreme tests for 


both SNo-CaTs and LuBRIPLATE Low- 
Temp Lubricant on which SNo-CatTs de- 


pend for their consistently outstanding 
and reliable performance.” 


J. M. Tucker, General Manager 
REGARDLESS OF THE SIZE AND 


TYPE OF YOUR MACHINE 
LUBRIPLATE Grease AND 
FLUID TYPE LUBRICANTS WILL 


IMPROVE ITS OPERATION AND 
REDUCE MAINTENANCE COSTS. 


LUBRIPLATE is available a , 
WBRIPLATE 


in greasevand fluid densi- 
HDS. 











ties for every purpose . 
LUBRIPLATE H. D.S. 
Moror Ot meets today’s 
exacting requirements for 
gasoline and diesel 
engines. 


For nearest LUBRIPLATE distributor see 
Classified Telephone Directory. Send for 
free “LUBRIPLATE DATA BOOK”... . a 

valuable treatise on lubrication. Write 
LUBRIPLATE DIVISION, Fiske 
Brothers Refining Co., Newark ', N. J. 
or Toledo 5, Ohio. 


"SKE BROTHERS REFINING, 
mn hy TOL EDS. ° 


ee 


For More Facts Write No. 276 
on Information Card—Page 32 








Japanese Industry 
(Continued from page 83) 

ity over captive supply sources, 
the lot of the buyer in “Purchas- 
ing Section No. 2” is not an envi- 
able one. After all, his first re- 
sponsibility, like that of all pur- 
chasing men the world over, is to 
procure goods of the right quality, 
as needed. This he must ac- 
complish without benefit of choice 
with little voice in defining the 
requirement. He is denied even 
the simple prop of more ample 
safety stocks, because with the 
lack of broader standardization 
and with a current interest rate 
of 12 per cent on borrowed capi- 
tal, his management suggests such 
unrealistic goals as “Inventory 
Zero.”’ Sometimes, amazingly, he 
succeeds in getting pretty close 
to such demands. 

“Dark Picture of Purchasing" 

If this seems to add up to a 
rather dark picture of purchas- 
ing as we know it, it is only be- 
cause we have here deliberately 
stressed a few of the points at 
which our system “would not 
work in Japan” for reasons that 
are more fundamental than pur- 
chasing itself, namely the so- 
cial-economic-industrial structure 
within which purchasing must be 
done. This is by no means the 
-omplete picture. And in the 
phenomenally successful record 
of postwar Japanese industry as 
producer, marketer, competitor 
and profit-maker, we have con- 
vincing evidence that Japanese 
purchasing men, working within 
the familiar conditions of their 
own system as they must, have 
functioned at least adequately 
and often very effectively in serv- 
ing their industries. This, after 
all, rather than conformity with 
a system we have developed un- 
der very different conditions, is 
the real test. 

As noted earlier in this article, 
we found many areas of common 
ground where American purchas- 
ing policies and methods can be 
adapted, if not adopted outright, 
to improve present performance. 
The outlook in this respect is 
bright. Managing directors and 
other top executives were present 
at many of our sessions; they saw 
to it that sales managers, tech- 


nical men, and planners also par- 
ticipated in the discussions. The 
influential management associa- 
tions, with their large corps of 
industrial consultants, are keenly 
interested and have followed 
through during the succeeding 
rnonths, with some tangible re- 


sults. 


The struggle for greater recog- 
nition of the purchasing function 
and the purchasing man is a 
problem in Japan, as it is among 
buyers the world over. Japanese 
top management men are tradi- 
tionally reluctant to delegate 
authority and status, but they are 
enough of hard-headed material- 
ists to face any situation objec- 
tively. And in a fast moving econ- 
omy they are geared to change. 
When we analyzed procurement 
operations and worked out some 
basic job descriptions, it appeared 
that Japanese industry is actually 
closer to the concept of compre- 
hensive materials management 
than was ours at a corresponding 
stage of development. The merit 
system of promotion and job re- 
sponsibility is making some head- 
way—not to replace the tradi- 
tional policy of seniority, but as 
an adjunct to it, providing new 
incentives and making better use 
of manpower. A more construc- 
tive attitude in buyer-supplier re- 
lationships will probably be slow- 
er in coming, but the outlook in 
this direction is not hopeless. 

And we did discover one point 
on which the language of pur- 
chasing is truly universal—the 
search for value. Our discussions 
of value analysis were the high 
spot of every seminar, every con- 
ference, every company guidance 
project. The idea fired the imagi- 
nation of purchasing men, execu- 
tives, and consultants alike. Dur- 
ing the latter months of 1960 
we have had reports of value 
analysis programs started, an- 
alysts appointed, workshop ses- 
sions carried on. With value as 
the target and incentive, it is 
altogether probable that progress 
in Japanese purchasing will be 
greatly accelerated. It is not out- 
side the realm of probability that, 
through purchasing science, the 
system itself may be adjusted to 
provide a more favorable purchas- 
ing climate. & END 
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Need Wire vloth in Special Metals ? 


HASTELLOY C* SILVER TITANIUM 


Working with unusual metals or alloys—as well as with standard 
metals and alloys—is almost an everyday occurrence at Cambridge, 
For instance, not too long ago, we developed the first practical method 
of weaving titanium into wire cloth—with mesh counts far higher 
than had been expected by the customer. Platinum, lead, stainless 
steel, or bronze—whatever the metal.or alloy used, Cambridge has 
the experience and facilities to produce wire cloth in any size or 
quantities to the closest tolerances. 


If you require fabrications—of any shape or size—Cambridge has the 
craftsmen and know-how to fill even the most rigid specifications. 
Or, we’ll draw up prints for your approval. There’s a wire cloth expert 
near you—ready to discuss your needs and show you 
how to get what you want economically and on time. 
He’s your Cambridge Field Engineer...and his name 
is listed in the Yellow Pages under ‘“‘Wire Cloth.” Or, 
write for our illustrated, 120-page catalog. 


The Cambridge Wire Cloth Co. 
DEPARTMENT R @ CAMBRIDGE 2, MARYLAND 
Manufacturers of Wire Cloth, Wire Cloth Fabrications, Metal-Mesh 
(is CU ce ets Cates Ce Conveyor Belts and Gripper® Metal-Mesh Slings. 
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Machining 
Bond on 
Castings 


a) Here’s the MBC plan: if you un- 
cover a flaw while working on one of 
our castings, we pay your machining 
cost. This is in addition to replacing 
the casting without charge. 

Our customers like the Machin- 
ing Bond on Castings. It is one more 
assurance that it pays to buy high 
quality castings in the first place. 
Please write for our booklet on the 
Resources and Capabilities of: 


Morris Bean & Company 
Yellow Springs, Ohio 


aluminum and ductile iron castings 
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Facts About F.O.B. 


(Continued from page 91) 


stated separately in a purchase 
order. 
W. J. Connerton, Assistant 
Buyer 
International Business 
Machines Corp. 
Owego. N. Y. 


@ Answer. The suggestion that 
the shipping point and F.O.B. 
point be stated separately on a 
purchase order is made not so 
much on the basis of a legal re- 
quirement as for the purpose 
of greater clarity regarding the 
intention of the parties in a sales 
contract. Ordinarily the F.O.B. 
point is either the shipping point 
or the buyer’s destination. How- 
ever, this is not always the case. 
Occasionally suppliers carry !ocal 
stocks but price their products on 
the basis of shipment from the 
factory, in which case they add 
to the local price a pro-rated 
freight charge from the factory 
to the local warehouse. In other 
words, products are shipped from 
local stocks to the buyer’s destina- 
tion, but are priced F.O.B. the 
factory. In this case the shipping 
point and the F.O.B. point are 
different. 

The suggestion that the two 
points be stated separately is not 
crucial, but the practice would 
make the terms of the purchase 
order quite clear and could avoid 
any possible misunderstanding as 
to from where the material is 
shipped and who is to pay the 
freight. > END 


“How's it coming along otherwise?” 





(Advertisement) 


Aluminum wave guide 
components, large and small, 
are cast smooth, sound and 
accurate by the unusual 
foundry methods of Morris 
Bean & Company, Yellow 


Springs 27, Ohio. 


aluminum 
ductile iron 


foundries 


For More Facts About Ad 
on Facing Page Write in No. 279> 
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ACCURATE THREADED 
FASTENERS, INC. 
Chicago 18, Illinois 
AMERICAN SCREW COMPANY 
Willimantic, Connecticut 
ANCHOR FASTENERS, INC. 
Waterbury, Connecticut 
Cleveland 5, Ohio 
THE BLAKE & JOHNSON CO. 
Woterville 14, Connecticut 
BUTCHER & HART MFG. CO. 
Altoona, Pennsylvania 
CENTRAL SCREW COMPANY 
Chicago 9, Iilinois 
Keene, New Hampshire 
Frankfort, Kentucky 
ONTINENTAL SCREW CO. 
New Bedford, Massachusetts 
SCREW PROD. CO. 
Rockford, Illinois 
ECONOMY SCREW CORP. 
Chicago 14, Illinois 
HLCO TOOL & SCREW CORP. 


Rockford, Illinois 


FOR GREATER PRODUCT DEPENDABILITY 
Specify SHAKEPROOF® LOCK WASHERS on Sems 


Each Shakeproof Lock Washer is especially designed to insure a firm grip 
in a specific type of application. They come in a wide variety of styles and 


sizes—all engineered for mechanical pre-assembly. Save time . . 


from the source nearest you. 


re © 3 0 


FEDERAL SCREW WORKS 
Detroit 10, Michigan 

GREAT LAKES SCREW CORP. 
Chicago 27, Iilinois 

H. M. HARPER CO. 
Morton Grove, Illinois 

MARVEY HUBBELL, INC. 
Bridgeport 2, Connecticut 

INDIANA METAL PRODUCTS 

DIVISION, TEXTRON INC. 
Rochester, Indiana 

LAKE ERIE SCREW CORP. 
Cleveland 7, Ohio 

THE LAMSON & SESSIONS CO. 
Cleveland 2, Chio 


LEHIGH METAL PRODUCTS CORP. 


Cambridge 40, Massachusetts 
MID-AMERICA FASTENERS, INC. 
Franklin Park, Illinois 
MIDLAND SCREW CORP. 
Chicago 32, Iilinois 


NATIONAL LOCK COMPANY 
Rockford, Illinois 


. order 





THE NATIONAL SCREW & MFG. CO. 
Cleveland 4, Dhio 
Los Angeles <., California 
PARKER-KALON DIVISION, 
GENERAL AMERICAN 
TRANSPORTATION CORP. 
Clifton, New Jersey 
PHEOLL MANUFACTURING CO. INC. 
Chicago 50, Illinois 
PROGRESSIVE MFG. CO., 
DIV. OF TORRINGTON CO. 
Torrington, Connecticut 
RELIANCE Shae on —— 
MANUFACTURING 
Massillon, Ohio 
REPUBLIC STEEL COR 
Bolt & Nut Division, Cleveland 13, Ohio 
RING SCREW WORKS 
Warren, Michigan 
ROCKFORD SCREW PRODUCTS CO. 
Rockford, Illinois 
RUSSELL BURDSALL & WARD 
BOLT & NUT CO. 
Port Chester, New York 
Los Angeles 33, California 
Rock Falls, Iilinois 


pre-assembled screw and lock washer 
SEMS is a development of 
illinois Tool Works, Chicago 


SCOVILL ayy steerer co 
Waterbury 20 
SEMS DIVISION, TEXTRON INC. 
Rockford, Illinois 
SHAKEPROOF DIVISION, 
ILLINOIS TOOL WORKS 
gin, IIilinois 
SOUTHINGTON HOWE. MFG. CO. 
DIV. OF SCREW & BOLT CORP. 
OF AMERICA 
Southington, Connecticut 
THOMPSON-BREMER & CO. 
Chicago 22, Illinois 
TRIPLEX SCREW CO. 
Cleveland 9, Ohio 
UNITED SCREW & BOLT CORP. 
Chicago 8, Iilinois 
WALES-BEECH CORP. 
Rockford, I/linois 
For information on 
SEMS sources in Canada, a 
CANADA ILLINOIS TOOLS L 
SHAKEPROOF-FASTEX DIVISION 


Toronto, Ont., Canada 








PERMANENT 


-~IN ANY MATERIAL! 


For original design — production salvage 
and ‘‘on-the-job” thread repairs —use 


Heli-Coil 


3 


Stainless Steel Wire Screw Thread Inserts. 


HELI-COIL Standard Insert 
for stronger, smoother, lifetime threads 


Permanently protects threads against wear, 
stripping, corrosion, galling, seizing, vibration, ga 
and shock. Made of 18-8 stainless steel wire, (a 

this precision-formed Heli-Coil Insert has a é 
tensile strength of approximately 200,000 psi. 
Conforms to military standards and all commercial and 
industrial thread forms. 





Hi 





HELI-COIL Screw-Lock Insert 
eliminates lock wiring and lock nuts 

This one-piece wire Screw-Lock Insert provides 

all the thread protection of the Screw-Thread 

Insert, PLUS an exclusive resilient internal 

locking feature that eliminates clumsy protrud- 

ing lock nuts, lock wiring and other supple- “™ 
mentary locking devices. It saves cost, space and weight 
— permits simple streamlined design in standard bosses. 


Meets military and N.A.S. specifications for locking 
torque and vibration. 





HELI-COIL Shop- pack 


for all “on-the-job” thread repairs 
Contains everything needed for fast, easy 
thread repair — on the spot! Salvage 
expensive parts — for pennies! Shop Pack 
restores threads to original size. Available 

in U.N.F. and U.N.C. sizes 6-32 to 114-6. 
There’s a kit for spark plug and pipe 
thread sizes, too. Each Shop Pack con- 
tains a supply of Heli-Coil Screw-Thread /, 
Inserts with special tap plus inserting tool. © 


There is a complete line of Heli-Coil 

products for every thread need: inserts, taps, 

tools and gages. Let us help with your design and appli- 
cation problems. Write today for complete information. 


HELI-COIL CORPORATION 
®'Y 4302 Shelter Rock Lane, Danbury, Connecticut 
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Is the Slump Ending? 


(Continued from page 74) 


try to offset this investment by re- 
quiring suppliers to carry most 
of their purchased material in- 
ventories. A few purchasing ex- 
ecutives have become hep to the 
new trend only when they’ve 
taken on added responsibility as 
materials manager. For example, 
one ex-P. A. declared, “I used to 
think it was the buyer’s respon- 
sibility to carry an adequate stock 
of material to protect himself 
against the supplier’s lead time. 
I had a revelation when I was 
appointed materials manager and 
given responsibility for all inven- 
tories—including finished goods. 
I discovered our customers were 
insisting that we stock their re- 
quirements for immediate deliv- 
ery. When we didn’t, they simply 
gave their business to one of our 
competitors. 

Naturally, we changed our hab- 
its fast and had to borrow $8 mil- 
lion to invest in extra finished 
goods stocks. Now I’ve been using 
the same approach with our sup- 
pliers—telling them that our cus- 
tomers insist that we carry their 
inventory so we feel you should 
carry ours. I hope to get a good 
chunk of that $8 million invest- 
ment back from our suppliers.” 

This new approach to inventory 
control may well retard quick re- 
covery from the recession since 
there is little reason to believe 
that inventory accumulation by 
purchasing executives will spark 
any sharp upturn in the foresee- 
able future. Instead, a more grad- 
ual recovery is probable—stim- 
ulated both by natural economic 
forces and the expected “liberal” 
approach to taxes, interest rates, 
and government spending of the 
Kennedy Administration. ® END 





Save 331/3% 


By ordering now, you can 
get the annual Value Analy- 
sis issue (to be published 
May 8) at the discount price 
of $1 per copy. Regular 
price $1.50 
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Compact or standard size, each new 

or established make again demonstrates 
the superb engineering that holds 
Detroit above contest as 

the motor capital of the world. 


Again this year, National Oil Seals 
are proud to be present on each make 
and model, contributing to 

the safe, smooth operation of the 
world’s finest automobiles. 


NATIONAL SEAL 


Division, Federal-Mogul-Bower Bearings, Inc. 
13836 Puritan Avenue 
Detroit 27, Michigan 


Plants in Van Wert, Ohio, Redwood City and Downey, California 
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Purchasing People in The News 





(Continued from page 55) 

P. R. Mallory & Co. Inc., In- 
dianapolis, Ind., has appointed 
W. J. Topmiller director of pur- 
chasing. He succeeds George C. 
Mercer, who has retired after 29 
years of service with the com- 
pany. Mr. Topmiller has been di- 
rector of purchasing for the Mal- 
lory Metallurgical Company since 
1956. He joined Mallory in 1932 
as assistant purchasing agent 
and was appointed general pur- 
chasing agent in 1950. He at- 
tended Butler University. He has 
been president of the Indian- 
apolis Purchasing Agents Asso- 
ciation. Mr. Mercer joined Mallory 
in 1932 and served in sales ad- 
ministrative capacities until his 
appointment as purchasing agent 
in 1936. He was named director of 
purchasing in 1951. Before com- 
ing to the company he was with 
the National Carbon Company, 
New York, in sales and adminis- 
trative departments. The Purchas- 
ing Agents Association of Indi- 
anapolis named him its president 
for the year 1939-40. Mr. Mercer 
also served on the executive com- 
mittee of the National Asociation 
of Purchasing Agents in 1945-46, 
as vice president of district 4. He 
also assisted in the formation of 
a materials management course 
at Butler University and taught 
the course for several years after 
its inception. He graduated in 
business administration from New 
York University. 


Norman P. Levine has been 
named a vice-president of Land- 
ers, Frary & Clark, New Britain, 
Conn. Mr. Levine joined the com- 
pany in 1959 and was made di- 
rector of purchasing and planning 
in 1960. In this capacity he was 
responsible for the planning and 
scheduling of production through- 
out all divisions of the company. 
He will continue to be responsible 
for these functions. Before com- 
ing to the company, Mr. Levine 
was vice president and secretary 
and director of purchasing of 
Casco Products. He has a B. A. 
in economics from Yale and an 
MBA from New York University. 
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He is a member of the National 
Association of Purchasing Agents 
and has written several articles 
for Purchasing Magazine. 


William W. Holloway, Jr. has 
been named assistant director of 
purchases, Wheeling Steel Corpo- 
ration, Wheeling, W. Va. Mr. 
Holloway has held positions at 
the company’s research labora- 
tory, the iron ore division in 
Minnesota, and several of the 
plants. Prior to his recent promo- 
tion, he was assistant to the di- 
rector of purchases. 


Appointment of D. A. Griffith 
as purchasing agent for Allis- 
Chalmers Pittsburgh, Pa. Works 
has been announced. Mr. Griffith 
has been general manager of the 
Works. 


The Procter & Gamble Com- 
pany, Cincinnati, Ohio, has 
named George H. Perbix to the 
newly created position of man- 
ager of the company’s general 
buying department. Mr. Perbix 
is now responsible for all buying 
activities of Procter & Gamble 
in the United States. He has 
spent his entire P&G career in 
the company’s buying operations, 
including positions as manager of 
the New York buying office, 
manager of the buying depart- 
ment fats and oils division and, 
most recently, as manager of 
chemical and agricultural com- 
modities buying. He is a grad- 
uate of Harvard University 
Graduate School of Business Ad- 
ministration. 


Robert G. Runkel, United 
States Gypsum Company, has 
been appointed purchasing agent 
at Chicago, Ill. Mr. Runkel joined 
the company in 1951 as buyer 
at Chicago, and became division 
buyer in 1953. He was named 
division purchasing agent at the 
Galena Park, Tex., plant in 1958, 
and moved to Toronto as general 


purchasing agent in May 1960. 
He has degrees from the Univer- 
sity of Minnesota and Northwest- 
ern University. 


Quaker Oats Comparty, Chi- 
cago, Ill. has named Jack Parr 
packaging materials buyer. He 
succeeds Paul F. McCue who has 
retired. Mr. Parr has worked in 
packaging materials purchasing 
for the past 17 years. Don Swan- 
son and Roger Stoffer have been 
named to assist Mr. Parr. 


Edgewater Steel Company, 
Pittsburgh, Pa., has named Wil- 
liam Schano as purchasing agent. 


William Schano 


Mr. Schano, formerly assistant 
purchasing agent, succeeds L. W. 
Engel, who has retired. 


Chevrolet Motor Division, Gen- 
eral Motors Corporation, Detroit, 
Mich. has announced the follow- 
ing promotions in the purchasing 
department: 

E. J. Furbacher, from central 
office purchasing agent to assist- 
ant director of purchases. 

G. B. Ford, from purchasing 
agent at the Detroit Gear & Axle 
and Forge plants, to general pur- 
chasing agent, central office. 

K. V. Daniels, from assistant 
purchasing agent in central office 

(Please turn to page 174) 
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Important facts to know about Laminated Plastics 





LAMINATED PLASTICS What they are, 


Taylor laminated plastics, also known 
as reinforced plastics, are thermoset- 
ting-type materials formed by impreg- 
nating paper, cotton cloth, asbestos, 
glass cloth, nylon or other base ma- 
terials with synthetic resins and fusing 
them into sheets, rods, tubes and spe- 
cial shapes under heat and pressure. 
These materials exhibit a valuable 
combination of characteristics, includ- 
ing high electrical insulation resistance, 
structural strength, strength-to-weight 
ratio, and resistance to chemical re- 
action; also adaptability to fabricating 
operations. 


Types of laminated plastics made by Taylor 
There are four basic types of Taylor 
laminated plastics commonly specified 
and used throughout industry today. 
They are as follows: 


4 


Phenolic Laminates. Paper, cotton 
fabric or mat, asbestos, glass cloth or 
nylon bases impregnated with phenol 
formaldehyde resins. These provide 
strength and rigidity, dimensional sta- 
bility, resistance to heat, chemical re- 
sistance, and good dielectric character- 
istics. Some Taylor grades are excel- 
lent basic materials for gears, cams, 
pinions, bearings and other mechanical 
applications. Others are widely used in 
terminal boards, switchgear, circuit 
breakers, switches, electrical appli- 
ances and motors. Also in radios, tele- 
vision equipment and other electronic 
devices; and in missiles as nose cones, 
exhaust nozzles, and combustion cham- 
ber liners. 


Melamine Laminates. Glass cloth or 
cotton fabric impregnated with mela- 
mine formaldehyde resin. Taylor mela- 
mine laminates have superior mechan- 
ical strength and are especially de- 
sirable for their arc-resistant qualities. 
Good flame and heat resistance, good 
resistance to the corrosive effects of 
alkalis and most other common sol- 
vents, besides other favorable char- 
acteristics. Typical applications include 
are barriers, switchboard panels, and 
circuit-breaker parts in electrical in- 
stallations. 


Silicone Laminates. Continuous-fila- 
ment woven glass fabric impregnated 
with a silicone resin. These laminates 
combine high heat resistance (up to 
500°F. continuous) with excellent 
electrical and mechanical properties. 
They are primarily used in high-tem- 
perature electrical applications and 
high-frequency radio equipment. 


Epoxy Laminates. Continuous-fila- 
ment woven glass fabric or paper im- 
pregnated with epoxy resin. Glass- 
fabric grades are designed for use in 
applications requiring high humidity- 
resistance, good chemical resistance, 


where they can be used 


and strength retention at elevated tem- 
peratures. Paper grades are used under 
high-humidity conditions where re- 
sistance to acids and alkalis is required. 
Both grades are characterized by good 
dielectric strength, low dielectric losses, 
and high insulation resistance even 
following severe humidity conditions. 
Recent technical advances in the bond- 
ing of various metallic and nonmetallic 
materials to laminated plastics have 
opened up new design opportunities. 
It is now possible to bond virtually any 
compatible material with a laminated 
plastic to form a composite which 
combines the advantages of both. One 
of the first composite materials was a 
copper-clad laminate used for printed 
circuits. More recent composite lam- 
inates, usually manufactured to cus- 
tomer specification, include the follow- 
ing: Taylorite® vulcanized fibre-clad, 
rubber-clad, asbestos-clad, aluminum- 
clad, beryllium-copper-clad, stainless- 
steel-clad, magnesium-clad, and silver- 
and gold-clad. Any one of these ma- 
terials can be sandwiched between 
sheets of laminates, too, and can be 
molded to fit specific requirements. 


Send for complete information about 
any or all of these Taylor laminates. 
And remember Taylor’s new selection 
guide will simplify your problems in 
choosing the right laminate for your 
specific application. Taylor Fibre Co., 
Norristown 36, Pa. 


"Taylor 


LAMINATED PLASTICS VULCANIZED FIBRE 
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Less Storage Space 

One case of Turn-Towls 
goes as far as four cases 
of ordinary towels! 


MOSINEE TURN-TOWLS 


produce hidden cost savings 


ee 
Pay 


N71 7 
an ‘ ve WM 
UMW 
HA 
AYO) 
Less Maintenance Cost 


Turn-Towl cabinet control cuts 
towel consumption 50%! 





Write for the name of your nearest distributor 


a iid 


AN 


Sublodhoke Touela— 


BAY WEST PAPER CO. 
1100 West Mason Street 
GREEN BAY © WISCONSIN 
Subsidiary of Mosinee Poper Mills Co. 











decorative 
patterns 


PERFORATED 
MATERIALS 


The H & K line of perforated ma- 
terials offers many contemporary 
and traditional designs, available 
in steel sheets for immediate ship- 
ment from stock. There is also a 
vast selection of patterns and open 
areas which can be custom fabri- 
cated in most metallic and non- 
metallic materials, from existing 
dies to your specification. 


Send for General Catalog 75 
and/or Stock List Brochure 


PERFORATING CO. INC. 


Chicago Office and Warehouse 
562 


2 Fillmore St., 


Chicago 44, Illinois 


New York Office and Warehouse 
114 Liberty St., Dept. PC 
w York, New York 


Ne 
For More Facts Write No. 284 on Information Card—Page 32 





Purchasing People 
(Continued from page 172) 





to general purchasing agent-field 
operations. 

R. A. Kraft, from purchasing 
agent at the Flint V-8 engine 
plant to the Gear & Axle and 
Forge plants. 

C. C. Clark, from purchasing 
agent at the Chevrolet Engineer- 
ing Center in Warren, to assistant 
purchasing agent in central office. 

G. R. Pamerleau, from purchas- 
ing agent at Chevrolet-Muncie to 
assistant purchasing agent in cen- 
tral office at Detroit. 

C. S. Wagner, from assistant 
purchasing agent at Chevrolet- 
Flint Manufacturing, to purchas- 
ing agent at the 8-V engine plant 
in Flint. 

L. A. Doyle, from divisional 
buyer in central office to purchas- 
ing agent at the Engineering Cen- 
ter in Warren. 

H. L. Deem, from divisional 
buyer in central office to purchas- 
ing agent at Chevrolet-Muncie. 

The promotions are in line with 
the recent promotion of E. F. 
Gormsen, director of purchases, 
to staff level in the Chevorlet 
Motor Division. 


The Vocaline Company of 
America, Old Saybrook, Conn., 
has made William R. Stenner pur- 
chasing agent. Mr. Stenner has 
been purchasing agent for the 
Yale & Towne Manufacturing Co., 
both in Stamford, Conn., and in 
Salem, Va. Prior to his current 
assignment, he was assistant pur- 
chasing agent for Casco Products, 
Inc., of Bridgeport, Conn. He is a 
graduate of Columbia University. 


Witco Chemical Co., New York, 
N.Y., has named Henry M. Wo- 
gisch general purchasing agent, 
containers and packages. In this 
post he will be responsible for 
purchasing packaging supplies for 
all Witco subsidiaries and divi- 
sions. Prior to his appointment, 
Mr. Wogisch was purchasing man- 
ager of Sonneborn Chemical & 
Refining Co., a Witco subsidiary. 
He is a member of the New York 
Purchasing Agents Association 
and the Packaging Institute. 
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Whitehead Metals, Inc., New 
York, N. Y. has named Anthony 
E. Schnopp purchasing agent. He 
succeeds E. W. Moore who has 
retired. Mr. Schnopp has been 
with the company for the past 
18 years, and has held positions 
in the warehouse and in sales. 


He has been in purchasing since 
1957. 


Noble C. Hoag has been ap- 
pointed assistant purchasing agent 
at Consolidated Diesel Electric 
Corporation, Stamford, Conn. Mr. 
Hoag has been Condec’s chief 
electronics buyer for several 
years. Before coming to the com- 
pany he was a material control 
supervisor at the Columbia Broad- 
casting Co. He is a member of 
the Southern Connecticut Pur- 
chasing Association. 


Keith H. Brannan has been 
made purchasing agent for The 
Colorado Fuel and Iron Corpora- 
tion’s Pacific Coast Division, Oak- 
land, Calif. Mr. Brannan joined 
CF&I in 1952 as assistant to the 
purchasing agent for the Pacific 
Coast Division. 


Peter A. Stover has been pro- 
-moted to director of purchasing 
and stores at Iowa Electric Light 
and Power Company, Cedar 
Rapids, Iowa. He succeeds Marvin 
Wright who has retired after 
twenty-five years with the com- 
pany. Mr. Stover was formerly 
chief mechanical engineer for the 
company. 


Walter T. Wagner has been ap- 
pointed senior buyer for the Mo- 
dine Mfg. Co., Racine, Wis. He 
will supervise purchasing produc- 
tion materials for heat transfer 
and air conditioning equipment. 


Edward J. Grigg has been 
named to the new position of di- 
rector of purchases for the service 
division of Federal-Mogul-Bower 
Bearings, Inc., Coldwater, Mich. 
He will be responsible for buying 
packaging materials and resale 
items. 
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When it comes to a showdown on pre- 
cision, price or delivery on “specials” 
... Fischer is hard to beat! Here’s why 
. . . Fischer has concentrated on pro- 
ducing brass and aluminum nuts in 
standard and non-standard shapes, 
sizes and threads . . . employs specially 
designed automatic machines to pro- 
vide you with high production low 
prices on large and job-lot quantities 
and passes these savings along to you! 
Rigid quality control techniques plus 
automated order processing are your 
most exacting specifications, delivered 
to meet your production schedules. 
Let Fischer quote on your next 


order for precision standards, specials 
and miniatures. 


Write for copy of Catolog MS-1000 today. 
eel 4" there’s no premium for precision at 
2 YY 
FISCHER SPECIAL MFG. CO. 


471 MORGAN STREET - CINCINNATI 6, OHIO 
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Employment Service 








ASSISTANT BUYER 
Responsible for buying, deliv- 
ery, and inventory control of 
packaging supplies. Applicant 
should have three to five years 
experience; college degree in 
purchasing, production or 
packaging. Write Box 426. 











RAW MATERIALS BUYER 
Responsible for buying, deliv- 
ery and inventory control of 
raw material used by food 
processing company located in 
Northern N. J. Applicants 
should have a minimum of 
three and a maximum of 
eight years experience; col- 
lege degree in purchasing, eco- 
nomics or cost accounting. 
Write Box 427. 





PROCUREMENT ANALYST 
Reports to director of pur- 
chasing; responsible for gen- 
eral and special analyses and 
studies to support buyers in 
making purchasing decisions ; 
analyzes results; advises pro- 
curement personnel on pur- 
chasing opportunities or prob- 
lems. Applicants should have 
minimum of five years and a 
maximum of twelve years ex- 
perience; college degree in ap- 
propriate field. Write Box 425. 


BUYER 


Young man with purchase 
and follow-up experience in 
castings, forgings and ma- 
chine parts. Some engineering 
background desirable. Good 
starting salary and excellent 
potential for advancement. 
Write Box 422. 























PURCHASING DIRECTOR 


Outstanding opportunity with 
growth-minded chemical con- 
cern for dynamic and imagin- 
ative administrator to direct 
purchases of a multi-division- 
al group. Should have proven 
record of cost saving accomp- 
lishment and knowledge of 
suppliers, contracts, new 
products. Write Box 424. 





PURCHASING 
AGENT 


Progressive, sound commer- 
cial refrigerator firm located 
30 miles South of Albany has 
an excellent opportunity open 
for a man thoroughly experi- 
enced in all phases of hard 
goods purchasing. Working 
knowledge of value analysis 
and the making of forecasts 
for supply and price trends 
desired. Some college back- 
ground. Salary open, advance- 
ment. Send resume and salary 
desired to: Box 428. 

















BUYER 


Opportunity for position as 
buyer or purchasing assistant 
with leading Cincinnati manu- 
facturer. Immediate responsi- 
bility for purchasing of in- 
dustrial, office, and packaging 
supplies, with future training 
in raw miateria! procurement. 
Initiative and sound judg- 
ment essential. Age 25 to 30. 
College education required, 
with three to five years’ pur- 
chasing experience. Starting 
salary commensurate with ex- 
perience. Profit-sharing plan 
participation. Please send re- 
sume of education, experi- 
ence, and salary requirements 
to: Box 423. 








HOW TO APPLY 


Listings in this department 
are offered without charge. 
30th purchasing department 
personnel interested in chang- 
ing jobs and employers in 
search of replacement or ad- 
ditions to their departments 
may take advantage of this 
service. When writing, speci- 
fy whether you want the 
applicant’s form or the em- 
ployer’s form. Address all cor- 
respondence — whether for 
forms, or in answer to an em- 
ployment advertisement, to: 
Box No. Employment Service 
Department, Purchasing 
Magazine, 205 East 42nd 
Street, New York. 
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Experience: Four years in industry. 
One year in sales. Three years in pro- 
curement as an asst. P.A.—supervisory 
status. Responsible for productive and 
non productive buying in multi plant 
operation. Experience in value analy- 
sis, inventory control, material man- 
agement. Seeking growth opportunity 
embracing wider purchasing responsi- 
bility. Salary commensurate with ex- 
perience and initiative. Age 28. 
Education: B.S. degree in _ business. 
Major in management, marketing. 
Will relocate: Prefer midwest or south- 
west. 


Write: Box 353 


Experience: Fifteen years in chemical 
and allied industry for multi-million 
dollar and multi-plant co’s. Experi- 
enced in purchase of all items but 
heavy in chemicals. Administrative 
background and sound knowledge of 
procedures, cont racts, value analysis 
and inventory control. Desire adminis- 
trative position. Age 36. 

Education: B.E. (chem. eng.), M.B.A. 
Will relocate. 

Write Box 340 


Experience: Four years purchasing ex- 
perience in metal working industry. 
Full responsibility for purchasing, in- 
ventory control, warehousing, cost con- 
trol and budgets for multimillion dollar 
manufacturing plant. Major materials 
glass and aluminum. 

Education: B.S. degree in industrial 
management. 

Will relocate. 

Write: Box 354 


Experience: Seven years purchasing 
agent in metal industries buying cast- 
ings, forgings, steel and MRO supplies. 
Previous experience also includes— 
production control, cost and personnel. 
Age 32. Resume furnished on request. 
Education: 2 years college. 

Will relocate: Middle West. 

Write Box 359 
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Metallurgical Memo from General Electric 


Pick the one you need... there’s a GE Carboloy. 
toolholder for every metalcutting purpose 


Designed to do a better job more efficiently, 
Carboloy toolholders help you get 
BETTER PROFITS THROUGH BETTER TOOLING 


Even the very finest cemented carbide inserts (Carboloy 
carbides) can’t do a decent machining job if the tool- 
holder is inferior. 

That’s why the Metallurgical Products Department of 
General Electric has evolved a line of toolholders to do 
a superior job in every metalcutting operation. Carboloy 
toolholders get the mileage out of inserts . . . take the 
headaches out of machining. 

Choose from: Lift-O-Matics, with self-raising chip- 
breaker clamp (positive rake, negative rake — 20 styles, 
186 sizes total); Adjust-O-Breakers, with the chip- 
breaker versatility jof many toolholders (negative rake 


—10 styles, 30 sizes); Tracers (positive rake, negative 
rake — 8 styles, 19 sizes total); Heavy-duty (8 styles — 
10 sizes) .* 

These, along with the complete line of Carboloy in- 
serts, insert seats, convertible seats, and brazed tooling, 
are all designed to help you attain “BETTER PROFITS 
THROUGH BETTER TOOLING.” Check with your 
Authorized Carboloy Distributor today. Or write: Metal- 
lurgical Products Department of General Electric Com- 
pany, 11143 E. 8 Mile Ave., Detroit 32, Michigan. 
*Available through Canadian General Electric Company, 

Limited, Toronto, Ont., and through International General 


Electric Company Division, General Electric, International, 
New York, N.Y. 


CARBOLOY. 


CEMENTED CARBIDES 


: METALLURGICAL PRODUCTS DEPARTMENT 


GENERAL @@ ELECTRIC 


CARBOLOY® CEMENTED CARBIDES « MAN-MADE DIAMONDS © MAGNETIC MATERIALS © THERMISTORS © THYRITE® « VACUUM-MELTED ALLOYS 


““§ 
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Another New Fastener Idea From Parker-Kalon 





The New PARKER-KALON 


W- POINT Socket Set Screw 


U.S, PATENT NO, 2,907,245 


Now you can get the highest degree 
of holding power ever attained! 


30% more back-out torque 50% more resistance to vibration 50% more resistance to rotary slippage 


Like many important advances in technology, the Parker-Kalon W-Point concept is simple and straightforward. In 
use, its superior performance and holding power will be demonstrated to your own satisfaction. Available from P-K 


distributors at no increase in cost. 
A COMPLETE LINE OF SOCKET SCREWS TO MEET EVERY REQUIREMENT! 


SOCKET Telet.¢ as SHOULDER FLAT HEAD BUTTON SOCKET SEMS 
HEAD SET SCREWS SCREWS SOCKET CAP HEAD 
CAP SCREWS SCREWS SOCKET CAP 
SCREWS 


DOWEL PINS 


<— 


SOCKET 
PIPE PLUGS 


Now you can get all of these famous P-K® quality 
socket screws with or without 


the vibration-resistant 


LONG-LOK INSERT! 


Look at that groove! It’s P-K’s secret weapon against 
vibration. Filled with Polycap nylon-type polymer, it 
solves a thousand and one problems where vibra- 
tion is present... where adjustment is required 


. .. where reuse is a factor, over a wide tem- ’ 
agi a . PARKER-KALON 


© Provides higher resistance to shock 

e Higher percentage of reusability FASTENERS 

© Superior thread engagement and locking force Parker-Kalon Division, General American 

e Eliminates need for lock washers, safety wires Transportation Corporation, Clifton, New Jersey. 

© The Long-Lok insert is available on P-K @ Offices and Warehouses in Chicago and Los Angeles. 
Socket Head Cap Screws, Set Screws, Flat Heads “2 KEEP AMERICAN INDUSTRY AT WORK... BUY P-K...MADE IN U.S.A, 

, , > @ 

Button Heads, Shoulder Screws and Pipe Plugs. 
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In the Lancer Whiteprinte?, qa. 


Flexible Tubing 


1...provides suction to 
separate originals from 


prints... 


rt eee 
conveys air 
for cooling... 


oe 


an 
exhausts 
heat and 
fumes 


qe -- eee eee 


Proof that Flexible Tubing can solve a wide range of design problems 


Copymation, Inc., designers of the LANCER Dry 
Process Whiteprinter, had to solve three tough air 
handling problems: how to provide suction... how to 
convey air for cooling... how to exhaust heat and 
fumes — all in a very limited space! 

Solution to all three problems: a rugged nonmetallic 
duct with a wire helix — Flexible Tubing’s “Flexflyte.” 
Flexflyte is air tight and non-collapsing — provides 
strong, continuous suction for separating originals 
from prints. Flexflyte is lightweight and highly flexible 
— easily conveys air through cramped areas. Flexflyte 


S| Flexible Tubing 


CORPORATION 


Anaheim (Los Angeles) * Guilford, Connecticut 
Hillside (Chicago) 


is flameproof and corrosion-resistant — safely exhausts 
heat and fumes. Perfect example of the design problems 
solved with Flexible Tubing! 

If your firm makes any kind of original equipment 
involving the handling of air, liquids or light solids, 
Flexible Tubing Corporation can help you with reliable 
products ... years of manufacturing experience... 
fast, dependable delivery. Consult your factory-trained 
Flexible Tubing regional sales engineer. He’ll be glad to 
give you technical assistance. Or write 
Flexible Tubing Corporation, 112 New 
Whitfield Street, Guilford, Conn. 


To find out more about Flexible 
Tubing Corporation and its many 
products, send for free brochure. 
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HOW TYLER CUTS YOUR COST OF SCREENING 


@ Your exact requirements matched from 
the world’s broadest line of woven wire 
cloth... from the finest mesh for sifting 
and filtering to rugged alloy screens for 
heavy tonnage jobs. M Your time saved by 
fast shipments from the industry’s largest 
inventory. M Proper application for best 
results assured by Tyler Technical Service, 
backed by the unique Tyler Customer Serv- 
ice Laboratory where screening problems 
can be answered by production-scale tests. 


THE W.S. TYLER COMPANY 
3615 Superior Ave., Cleveland14,Ohio 
OFFICES: Atlanta « Boston «+ Chicagoe 
Dalias+Los Angeles+ New York « Philadeiphia 
* Pittsburgh « Salt Lake City « San Francisco « 
The W. S. Tyler Company of Canada, Ltd., 
St. Catharines, Ontario « OF FICE: Montreal 
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There’s one for your every need 


OLIN ALUMINUM PIG, INGOT AND BILLET 


10-LB. INGOT 


25-LB. INGOT ‘EXCLUSIVE! 


FOR EXTRUDERS 


Pure pig in 50 and 1000 Ib. sizes. T-Inget in 1000 and 1500 Ib. sizes. Billet, direct 
chill cast, in standard alloys, diameters and lengths, including log form. (Billet stock 
is supplied in special bundles to facilitate shipping and handling in your plant.) 


FOR FOUNDRIES 


Alloy ingot, in standard alloys, in 10, 25 and 50 Ib. sizes. (10 and 25 pounders offer 
exclusive benefits: smaller size to increase handling efficiency and speed melting; 
deep notches for easier breaking; 4-section design with smaller sections for faster 
crucible charging.) 


FOR OTHERS 
Pure pig, rotor metal, custom alioys for special applications 


You know what you're getting in Olin Aluminum. For this is primary metal —clean, 
uniform and with quality controlled by the most advanced techniques. So for depend- 
able deliveries of pig, ingot or billet—call the Olin Aluminum Sales Office or distributor 


in your area. 
LUMINU M 


OLIN MATHIESON - METALS DIVISION - 400 PARK AVE. +» NEW YORK 22, N. Y. 
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